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Rearden Calls For 7 NALU Trustees Pick 
Better Selling to Chicago As New Site 


Hold Auto Business THE For Headquarters 
LONDON & : 


President of NAUA Sees Little In- Action Counter to Larger National 
crease in Business an ene Council Vote Earlier at 
Trend of Rates Downward LA CAS H | RE Boston Convention 


INSURANCE DAY SPEAKER ¢ ROUP aN SECTIONAL FEELING HIGH 











Holds Unsound New Selling Plans At Mid-Convention Possibility 
Which are Devised to Skim Off Strong of Bringing Matter to 
Preferred Business Only ’ General Session Floor 


Competition in the automobile insur- Boston, Sept. 22—The action of the 
ance field has become very serious for a trustees of the National Association of 
the companies and producers, stated Dependability Life Underwriters late Tuesday after- 
William B. Rearden, executive vice noon in again voting for Chicago as 
president of the Loyalty Group Compa- ? + ? ps future NALU headquarters and thus 
nies at Newark, N. J., and president of Strength Service upsetting the vote earlier in the day 


the National Automobile Underwriters Departmental Offices at of the national council for continuing 


Association, when he spoke before the ? 
New York Insurance Day meeting at Chicago and San Francisco area, caused a great dea! of sectional 


the Hotel Biltmore in New York City Hartford New York feeling at the annual convention here. 
last week. Mr. Rearden assured his Some believe that an attempt will be 
made to reopen the location situation at 





headquarters in the Greater New York 











audience, however, that stock agency ; 
companies and their organizations are : Ae): We the main meeting of the convention 
making every effort to find solutions. y : ke os UBT. ; which starts today (Wednesday). As 
With automobile manufacturing show- y ? 
* : erwri rw 
ing no large gains Mr. Rearden said j The Eastern Und te ent to press 
that it seem reasonably certain there is 
no over-all automobile premium increase ihe ; held by Eastern insurance men to map 
in sight. Therefore, to hold his present m ’ : out strategy relative to the location 
income in the face of slightly lower in- a, “8 A 2 ; mer 
< ae : : i . It is not known at this tir 
surance rates coming as experience im- situation. It 1s time 
proves, the producer must work “much I 
harder, make more calls and employ 4 vention which will lead to a vote by the 
; ) y 


various conferences in rooms were being 


if a situation will develop in the con- 


ag Aha “s a he possesses,” Ae : entire convention of delegates. 
r. Rearden stressec — 
Presenting his views of the automobile 3 ; ree! ae Harold Baird, former president of the 
cover competitive situation as one of a i ’ : 
the leading company executives in the | ‘ f ; City of New York, and national com- 
general insurance and automobile fields [7 ) ‘ ebltectnin of that acsotletion ccid to 
Mr. Rearden told the New York Insur- a g ‘ 

aEP Rais a \ } j The Eastern Underwriter: 
ance Day meeting: ; 4 . 

The delegates from the New York 

Rate Trend Is Downward : » City Association are unable to interpret 
the action of the trustees in voting for 
Chicago for new headquarters in view 
of the fact that their decision ran con- 
trary to the recommendations of their 
own location committee as well as 
against a straw vote of the local asso- 
ciations throughout the country and the 
vote of the national council.” 


Life Underwriters Association of the 


“After passing through a period of 
several years when automobile rates 
were continuously increased because of 
the poor experience, I believe we have 
now reached the peak, and except for 
isolated spots, we shall probably see but 
few further rate increases. Because of 
improving loss ratios, recent rate filings 
have been revised downward in a num- ; , - 
ber of states, and I am sure you all know | . , How the Voting Went 
that New York State is included in that [| wee : i : “ - Joston, Sept. 21—The board of trus 
number. Unfortunately, rate reductions, eg : > se af Ss oa tees of NALU this afternoon voted to 
coupled with the unusual competitive ot . Y 74. change national headquarters from Now 
Situation, mean that the income of the y cc ae, . 2 ; chal York City to Chicago. This was a big 

| agent and broker will be reduced unless ee re ”, ; ed surprise as national council earlier in 
they are alert and energetic in securing : pr . | ao A€ |! P the day in a series of two casting of 
new business. alee be: rs ballots voted to continue maintaining its 

“One reason for the success of spe- [ye 4 Pi i id chief executive offices in New York 

‘ : F a P ag ; where these headquarters are at 11 West 
(Continued on Page 31) . at ‘ th, Bide Forty-second ae a This ends one of 

A cnbneneseuteineenaiiinneninmmamimiammeemntatttoemee emanate ae ae A oe ; arnt ie ' r most controversial questions which ha 
, ‘ q me Aisne |i 3! confronted NALU for some time. In the 








: ° Ly 2 : 7 ¥] ° , 
Fire Dept. a. : + x -_ = | = national council voting today Washing 
— a . ; ton was quickly eliminated. The com 


; Brokers & Agents “ 7, na a Ba nt . ra =" = mittee on location of NALU headed by 


pala Charles E. Cleeton of Los Angeles, 


former president of NALU, had come 


Casualty & Surety. ae SUN LIFE ASSURANCE COMPANY to Boston where annuz page. le 


association is being this 


Accident & Health WORLD WIDE HEAD OFFICE strong in its advocacy of Washington 
SERVICE “ MONTREAS ay : 


(Continued on Page 12) 
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Here is another great, new Travelers 
Life contract designed to meet the 
needs of today’s families, today and 
tomorrow! Backed by a complete 
merchandising program, including a 
full schedule of national advertising, 


low cost! 





Protection Plus is another big sales 
plus for Travelers representatives. 
Why not see your Travelers Life Man- 
ager or General Agent for full infor- 
mation about Travelers complete 
range of modern Life contracts? 


The Travelers wsurance company 


Hartford, Connecticut 
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Quick Results From Union Welfare Fund Probe 


Statewide Approval of New York Insurance Department’s Disclosures; 
President Reuther of CIO Acts To Clean Up Funds 


The hearings over which Insurance 
Superintendent Alfred J. Bohlinger of 
New York State presided last week in 
connection with looting of a number of 
union labor welfare funds lasted four 
days and proved to be one of the most 





Affiliated Photo—Conway 
ALFRED J. BOHLINGER 
New York Insurance Superintendent 


successful investigations in the history 
of State Insurance Departments. 

The importance of the hearings was 
immediately recognized by the metro- 
politan press which sent its best re- 
porters to the Criminal Courts building 
where the hearings were held and they 
found the testimony so sensational that 
the examination story was printed on 
the front page of every daily paper as 
long as the hearings lasted. The wit- 
nesses did not put up a fight, but after 
a few explanations, threw up their hands 
and acknowledged the truth of the De- 
partment’s charges. 

Hearings Got Quick Results 

Results were immediately forthcom- 
ing. A flock of resignations by union 
fund officials was announced, and Wal- 
ter P. Reuther, president of the Con- 
gress of Industrial Organizations, sev- 
eral of whose unions were involved in 
mishandling of welfare funds, took quick 
action in denouncing this type of 
racketeering. He emphasized the de- 
termination of CIO and its affiliated 
unions to wage war on such unethical 
practices (within and without the labor 
movement), and, in ordering a welfare 
fund clean-up, he suspended six local 
union officials who had admitted using 
welfare money to provide themselves 
and sometimes their relatives with lavish 

‘salaries,’ automobiles, such vacations 
as those which had been taken in Las 
Vegas, Miami Beach and Hollywood 
where many long distance messages 
were charged to the funds. 


The Examination Staff 
Complaints of mishandling of welfare 
funds by some of the union fund ad- 
ministrators had been made to Governor 
Dewey and to Superintendent Bohlinger. 
A preliminary inquiry had convinced the 
Department that these accusations of 


By CLarENcE AXxMAN 


abuses and irregularities were factual. 
Governor Dewey ordered the State In- 
surance Department to make a full-scale 
investigation of these welfare funds. 
The Superintendent decided to appoint 
a special counsel to conduct this inves- 
tigation. Sol Gelb had made a fine record 
while Dewey was investigating rackets 
as a district attorney and Superin- 
tendent Bohlinger appointed him to dig 
up evidence of wrongdoing. 

Mr. Bohlinger instructed Gelb to re- 
cruit a working staff which finally con- 
sisted of six lawyers, four investigators, 
20 accountants and some clerical help, 
35 persons in all. Chief assistants to 
Mr. Gelb were Sidney Gaines, senior 
attorney of the State Insurance Depart- 
ment; Abraham Gasner, the Depart- 
ment’s senior examiner; James McDon- 
ald, who is assistant to Gasner; and 
Sidney Tallmage, an independent. law- 
yer. In this state 500 unions have wel- 
fare funds, number of workers covered 
in the Funds being 1,150,000. Special 
Counsel Gelb and his associates inves- 
tigated welfare funds of 145 of these 
unions, and the investigation of some 
others, by the way, is continuing. Many 
of the union welfare funds are honor- 
ably and efficiently conducted, Super- 
intendent Bohlinger says. Some of 
these, however, have not been prudently 
administered because of lack of experi- 
ence on the part of the trustees and ad- 
ministrators. What is needed now, the 
Superintendent continued, are some ‘defi- 
nite sound standards which can be used 
as a guide in administration of the 
funds. 

Legislation was enacted this year to 
enable the Insurance Department to ex- 
pand its study and gather additional 
facts from which to develop such stand- 
ards and thereby give protection to 
union members. 

In signing the bill, Governor Dewey 
assured labor that it was the adminis- 
tration’s objective to develop sound 
standards for the security of these funds 
without imposing burdens which will 
discourage their orderly and construc- 
tive growth. 


Career of Sol Gelb 


Special Counsel Sol Gelb, who has his 
private law office at 30 Broad Street, 
is a trial counsel, sometimes referred to 
as a lawyer’s lawyer as he has been re- 
tained by numerous members of the bar 
in trial work. Small in stature, a bundle 
of dynamic energy, his experience in 
fighting rackets, was principally gained 
while working under Dewey in former 
years and Frank Hogan, a former dis- 
trict attorney. Those district attorneys 
broke the hold on the city of a large 
number of criminals, some of whom 
were sent to prison or driven out of the 
country. In a court room or a hearings 
room Gelb will bound five feet towards 
a witness as he confronts him with a 
barrage of questions fired at a speed 
which approximates that of a gatling 
gun, especially doing so when convinced 
the witness is a crook or is trying to 
“cover up” a defendant through lying or 
evasion. 

Fifty-four years old and father of a 
daughter 22 years old, Sol Gelb was 
brought up on the lower East Side of 
New York as one of eight children. His 
father was a teacher. The family 
was poor and Sol started to work early 
becoming an errand boy, stock boy, 
worker in a shipyard, ran an elevator 
and drove a grocery wagon. His salary 
as a driver was $5 a week, supplemented 
occasionally by tips as high as a dollar 
when the groceries were delivered to 
such a personality as Caruso, the Metro- 
politan Opera singer. 


Assistant to Dewey and Hogan _ 


An ambitious boy, eager for learning, 
Gelb spent many of his evenings read- 
ing books in the public libraries. He 
taught himself such studies as he would 
learn if attending high school. Finally, 
deciding to become a lawyer he took 
regents’ examinations and enrolled in 
night classes of New York University 
Law School and also got a job as a 
clerk in a law office for a “salary” of 
nothing a week. After ten weeks there 
he was paid $15 a week and the law 
office dated this back to the time he 





Thompson, Hutchison et al. 
Promoted by New York Life 


In head office promotions by New 
York Life John S. Thompson, Jr., be- 
comes an associate actuary and William 
N. Hutchison an executive assistant. 
In addition, Ernest K. Henderson, Jr., 
is made chairman of committee on death 
benefits; C. Warren Moore, vice chair- 
man of death benefits committee; Jo- 
seph J. Helbig, an administrative assis- 
tant; Joseph A. Kane, assistant to 
superintendent, policy changes division ; 
and V. Paul Ricken, field sales super- 
visor in Group insurance department. 


Thompson, Hutchison, Henderson 
Careers 


Mr. Thompson, a graduate of Harvard, 
joined the company in 1950, previously 
being associated with Metropolitan Life 
since 1937 except for war service as a 
navigator in 20th Air Force, C.B.I. Re- 
cently, he has been an assistant actuary 
of company. Mr. Hutchison, who had 
been death benefits committee chairman 
since 1953, joined New York Life in 


1920 and was assigned to death bene- 
fits division in 1934. In 1945 he be- 
came vice chairman of the committee. 
Mr. Henderson, a Williams College 
graduate, joined New York Life’s in- 
spection department in 1923 after sev- 
eral years with National Surety. He 
became vice chairman of death benefits 
committee in 1953. 


Moore, Helbig, Kane, Ricken Careers 


Mr. Moore, formerly assistant man- 
ager of claims, accident and sickness de- 
partment, joined the company in 1922. 
He resigned in 1923 to attend the Uni- 
versity of Vermont. Following his grad- 
uation in 1927 he returned to the com- 
pany. Mr. Helbig, assigned to office of 
Second Vice President Edward B. Wil- 
liams, joined company in 1927. A su- 
pervisor in various units, his most recent 
post was assistant to superintendent of 
selection and rating department. Mr. 
Kane, who has been a division head of 
the policy changes division, joined New 
York Life in 1955. Mr. Ricken was dis- 
trict Group supervisor in San Francisco 
where he joined company in 1952. A 
graduate of University of Denver he 
was in the Navy in World War II. 


had started work there. 

For 14 years Mr. Gelb practiced law 
and then applied for a job as assistant 
to a brilliant young lawyer, Thomas E. 
Dewey, when the latter was made a spe- 
cial prosecutor at the district attorney’s 





Matar Studio 


SOL GELB 
Special Counsel, New York Department 


office. He continued under District At- 
torney Frank S. Hogan in the role of 
the latter’s chief assistant. 

As investigator or prosecutor Gelb 
was directly engaged in the successful 
prosecutions of such gangsters or rack- 
eteers as “Lucky” Luciano, who was 
chief of a prostitution racket; “Socks” 
Lanza; “Jimmie” Hines, a_ political 
leader; and Joe Fay. 

In 1941 he prosecuted for perjury a 
teacher whe testified he was the only 
member of the Communist party cell at 
a New York college when the fact was 
that there were 50 members of that cell. 

In 1945 he left the district attorney’s 
office to employ his trial talents in pri- 
vate practice, and he was engaged by 
Superintendent Bohlinger for the wel- 
fare fund investigation last January. His 
first activities were those of recruiting a 
staff and the examination of the union 
funds for the Department started about 
seven months ago. 


Will Ask Legislature for Tighter 
Check on Funds 


When Special Counsel Sol Gelb pre- 
pares his report on the funds’ examina- 
tion hearings and sends it to Superin- 
tendent Bohlinger the latter after study 
of it will make his recommendations to 
the legislature. Probability is that he 
will ask the legislature for amendments 
requiring filing with the state 4 annual 
statements by the funds; periodical field 
examinations of the funds; and require- 
ment that trustees of the funds make 
to members an annual _ accounting. 
Earlier this year the New York State 
legislature amended Section 28 of the 
insurance code authorizing the Super- 
intendent of Insurance to make an ex- 
amination of the welfare funds at least 
once every five years. 
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The most successful “policy” we’ve ever sold is not an insurance 
policy at all... yet it has resulted in the sale of many millions of 


dollars of life insurance. 


The “policy” is actually the practice and encouragement of a close 
personal relationship between the Home Office and its entire Field Force. 
It has arisen spontaneously, not by executive decree and is destined to 


thrive with the years because it reflects a basic company principle. 


More and more, Berkshire Life men are sold on the “policy” as they 
realize that this unique bond makes everyone an important, considered 


member of the very successful Berkshire family. 


Keep Your Eye on 
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National Association of Life Underwriters in Boston 





Stanley Collins, Vice President, 


Boston—Stanley C. Collins, with 
Metropolitan Life at Buffalo, N. Y., who 
has spent his entire career in insurance 
as a debit agent, was elected vice presi- 
dent of NALU at the convention here. 
In the usual course of events, he would 
succeed to the presidency of the associa- 
tion becoming the first debit agent to 
head NALU in its 65-year history. 

Mr. Collins has distinguished himself 
in all levels of association activity. He 
was president of Buffalo Life Under- 
writers, Inc., in 1944-45, president of 
New York State Association 1947-48, and 
has been president of Buffalo Chapter 
of CLU, having earned his designation 
in 1940. He was elected a National 
Trustee of NALU in 1951 and served as 
secretary last year. 

Entering life insurance on a Metro- 
politan Life debit in Buffalo in 1933 
after having been salesman, sales man- 
ager and also the head of his own 
business, Mr. Collins has become the 
outstanding debit man of the country. 
Native of Manchester, N. Y., he grew 
up in Buffalo and attended Canisius 
College. One of his notable accomplish- 
ments in association work was in con- 
nection with legislation in New York 
State when he was a _ regional vice 
president of the State Association. An- 


Jack Nussbaum, Milwaukee, 
Is Association Secretary 


Boston—Backed by the Wisconsin 
State Association and all Wisconsin lo- 
cals which had formally placed his name 
in nomination for the office, A. Jack 
Nussbaum of Milwaukee, agent of 
Massachusetts Mutual Life, was elected 
NALU secretary here. 

Starting in business with Massachu- 
setts Mutual in 1929, a stranger in Mil- 
waukee, Mr. Nussbaum has been one 
of the company’s 100 leaders for the 
past 21 years. He is a life member of 
the Million Dollar Round Table and 
has been for 16 years a member of 
Massachusetts Mutual’s “Spotlight Club” 
which requires $20,000 or more a month 
paid for. He has held every office in 
the Milwaukee and Wisconsin Associa- 
tions and is now serving his fourth term 
as a trustee of NALU. He is also 
secretary-treasurer of the Massachusetts 
Mutual Agents Association. He serves 
as a faculty advisor to the Purdue insur- 
ance marketing school. 


James Elton Bragg, CLU, 
Elected NALU Treasurer 


Boston—As NALU treasurer to suc- 
ceed Osborne Bethea, the convention 
elected James Elton Bragg, CLU, gen- 
eral agent in New York for Guardian 
Life. He is a trustee of the American 
College of Life Underwriters, a director 
of the New York Insurance Society and 
he is also an adjunct professor of New 
York University teaching life insurance 
courses. He has taught at the university 
at different times during the past 30 
years. He has held various positions in 
national and local associations and is 
an honorary member of the Life Un- 
derwriters Association of Canada. 








STANLEY C.°COLLINS 


other effective campaign he carried on 
was when he was chairman of the Buf- 
falo Association’s education committee 
introducing into secondary schools and 
colleges the “Handbook of Life Insur- 
ance” and “Life Insurance Dollars in 
Action.” He has long been in demand 
as a speaker. 


New President, Robert L. Walker, Has 
First Debit Agent in This Post Spent Many Years in Association Work 


Boston—The new president of the Na- 
tional Association elected at the conven- 
tion here, Robert L. Walker, CLU, dis- 
trict manager for Peninsular Life of 
Jacksonville, at Orlando, Fla., has de- 
voted many years of activity to the 
work of NALU at all levels in addition 
to training and management responsibili- 
ties. 

A native of Columbia, S. C., where he 
received his early education, Mr. Walker 
entered the life insurance business as 
a debit agent in 1920 with the Carolina 
Life of Columbia, S. C. Four years later 
he was transferred as assistant manager 
to Jacksonville, where in 1926 he was 
promoted to become one of the youngest 
district managers in the company. 

In 1927, Mr. Walker became affiliated 
with the Peninsular Life of Jacksonville, 
as home office inspector, concentrating 
his activities on training new field per- 
sonnel, cooperating with and aiding man- 
agers in five southern states and the 
British West Indies, and other special 
agency assignments. After a short period 
in the home office as assistant to the 
vice president, in 1937 he returned to 
field work exclusively on being appointed 
district manager at Orlando, Fla., where 
he still makes his headquarters. 

Mr. Walker has devoted many years 
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Plan your Winter vacation for Chicago, staying 
at the world-renowned EDGEWATER BEACH 
Hotel, home of the famed Marine Dining Room, the 
country’s outstanding hotel dining and showroom. 
Dining and dancing, with headliners starring in 
lavish floor shows, are a nightly feature. Only 
minutes away from Chicago’s “Loop” by our own 
motor coaches operating on frequent, regular sched- 
ules. Your reservation will be given careful attention. 
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ROBERT L. WALKER 


to activities in the interests of training, 
educating and improving the service of 
life insurance agents. He has not only 
completed his own company courses for 
agents and in management, but other 
advanced courses such as those in agency 
management sponsored by the Life In- 
surance Agency Management Associa- 
tion, seminars on advanced underwriting 
sponsored by Southern Methodist Uni- 
versity, and the Life Underwriters Train- 
ing Course. In 1953 he was awarded 
the designation of Chartered Life Under- 
writer by the American College of Life 
Underwriters. He was recently elected 
to honorary membership in Alpha Kappa 
Psi Fraternity for his interest in and 
contributions to the faculty of the Uni- 
versity of Florida in their work with 
life insurance students. 5 

In addition to having contributed 
articles to life insurance and other pro- 
fessional journals, Mr. Walker has been 
in demand as a speaker, having ad- 
dressed many business, 
community and schoo! groups throughout 
the country. He has been active in 
Junior and Senior Chambers of Com- 
merce in his community; is a member 
of Kiwanis and BPOE, and a director 
of the Civic Music Association in 
Orlando. He is a member of the Presby- 
terian Church and an enthusiastic work- 
er for his local and state Community 
Chest. 

For many years Mr. Walker has been 
a leader in his professional business as- 
sociation. He was elected president of 
the Florida State Association of Life 
Underwriters in 1946 and cooperated in 
developing many of its educational, leg- 
islative, and public relations services 
One of his major interests was the de- 
velopment of a qualificatioin law for in- 
surance agents in Florida which, with 
the help of his associates in the Florida 
State Association, was adopted a few 
years ago. Mr. Walker has served on 
many important local, state and national 
committees and his willingness to work 
in the interests of life insurance policy- 
owners and their life insurance agents 
led to his election to the board of 
trustees of NALU in 1950. He was re- 
elected to a second term as trustee in 
1952 and to the office of vice president 
at the organization’s annual meeting in 
Cleveland, in 1953, 


professional, 
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Shanks Stresses Need of Salesmen 


In Future Expansion of Economy 


If this country is to continue to have 
good business health, raise its standard 
of living by increasing the distribution 
“we shall have to put our 
alesmen many times more,” 
said Carrol M. Shanks, president of 
the Prudential, addressing the annual 
dinner of the Women’s Quarter Million 
Dollar Round Table at Boston Tuesday 
night. 

“Why is the salesman’s job im- 
portant?” said Mr. Shanks. “To insure 
our place in the world, we need to keep 
improving our standard of living and 
beyond that, to help the people of other 
countries live better. To do this, we need 
to take full advantage of our freedom 
to do research, to develop new ideas and 
products. To stimulate this development 
we must have an active economy, rolling 
at full speed. Now that we can produce 
far above the actual necessities of sub- 
sistence, we must have a properly work- 
ing distribution system to insure markets 
for this growing output. But the abso- 
lutely vital key to any distribution 
system is the salesman. Nothing, literally 
nothing, happens until a sale is made. 
In the final analysis, it falls to the sales- 
man to keep the demand active for a 
good half of the products of our 
economy. 

“In this situation I think the life 
insurance underwriter has a much great- 
er responsibility than most salesmen, 
does not sell 


of its goods, 
faith in the s 





even though he—or she 
any of the tangible products of industry. 

“What a life insurance woman does 
sell that is more important is the con- 
fidence and peace of mind that comes 
from knowing the future is secure. When 
the head of the house has no fears 
about tomorrow he feels free to buy 
what he wants today. The new home, 
the new car, the electric appliances that 
are now considered practically standard 
equipment for so many families—all have 
to be paid for out of money already 
saved or out of future income. 

“What you do is guarantee that they 
can be paid for or that it is safe to 
spend the necessary amount of savings. 
The whole way of life of any family is 
based on two things: steady income and 
insurance coverage. Each promotes the 
other, and the life underwriter promotes 
both. You do still more. The premium 
dollars you collect go right back into 
the economy. Many of them go back to 
your clients as mortgage loans on the 
homes your insurance sales are protect- 
ing. Others go into business and industry 
to buy the plants, pay for the research 
and build the assembly lines that pro- 
duce a higher standard of living. 

“All of this is why the emphasis in 
our business must be on sales and serv- 


ice. Insurance companies are not financial 
institutions. It is true that investments 
are important, but they are a by-product 
of the main job.” 


Business Future Good 


Discussing the general situation Mr. 
Shanks said: 

“The business future is good. In spite 
of that there are major problems facing 
our industry. Let me comment on three 
of them. 

“First, inflation. While it may appear 
that the danger of renewed inflation is 
subsiding, the forces that produce it 
are still present. The easy money, big 
government spending, and subsidy press- 
ure groups stand ready at the first op- 
portunity to turn on the forced drafts of 
public opinion. 

“We had an example of that during 
the adjustment I have just mentioned. 
As soon as the unemployment figures 
began to show increases, the pressure 
groups converged on W ashington. There 
were predictions of a major economic 
disaster. Comparisons were made with 
1929. Vast new government spending 
programs were loudly demanded. 

“True to form, there were members 
of Congress who responded to this forced 
draft of demand for sweeping emergency 
action. They had gone on record as hold- 
ing that the government should not act 
until unemployment had reached five or 
six million. Now, aided by pressure group 
outcries, they suddenly saw great danger 
in three million. 

“Fortunately, the forced draft blew 
itself out. However, the Federal Reserve 

(Continued on Page 24) 


Service Must Be Constant 


Says John F. Griffing 


Boston, Sept. 23—Representatives of 
the insurance industry are engaged in 
a service, standards of which have been 
set consistently higher and _ higher 
through the years, and even though it 
is a service that the insurance man per- 
forms, he must sell it, persistently, per- 
suasively and effectively, John F. Grif- 
fing, assistant district manager, John 
Hancock, said in address before the 
general convention session. “It has 
often been said that ‘insurance is never 
bought; it must be sold.’ That is so 
true,” he continued, “as pertaining to 
the life insurance field at least, that it 
properly may be considered as an axiom 
of our profession. 

“Today in insurance as well as in 
nearly every other profession or occu- 
pation, we must learn before we can 
earn. Home office training courses, in- 
struction by the managerial staff, semi- 
nars, much book work, quizzes, and even 
a period under the supervision and in- 
structions in the field, all, or most of 
these, are in our background. Yet, no 
matter how brief or how extensive our 
preparation may be, the moment comes 
when we are ‘turned loose,’ and we are 
alone, or so it seems to us, among the 
entire population of our community, 
armed with a fountain pen and some 
application forms, looking for the first 
prospect. 

Mr. Griffing, who worked as an In- 
dustrial agent in the field, told how he 
early developed the practice of continu- 
ally seeking information from the peo- 
ple on whom he called to collect, about 
their neighbors. He sought any avail- 
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able information on the age of the 
parents, the number and ages of the 
children, and how much existing insur- 
ance they might have. Also through 
policyholders he tried to establish a 
contact, to facilitate a friendly visit with 
a neighbor. 

When calling on a_ prospect, Mr. 
Griffing said, have found it effective 
to call at the back door, especially in 
the day-time, because of the distracting 
competition of television. The television 
is usually in the living room. In the 
kitchen, it doesn’t interfere. This gives 
me an opportunity to start my interview 
in a more relaxed atmosphere, at the 
kitchen table, away from the interrup- 
tions of television programs. 


Employe Benefit Plans 

David Marks, Jr., chairman Subcom- 
mittee on Employe Benefit Plans, in his 
report discussed the changes in the new 
Revenue Code affecting benefit plans, 
and on bank loan plans and Federal tax- 
ation he recalled certain activities of the 
1930’s such as setting up trusts and 
single premium policies for tax avoid- 
ance, since outlawed, then said: 

“Now, two additional types of these 
‘bank loan’ transactions have been effec- 
tively squelched by Section 264 of the 
new Code, which will disallow deduc- 
tions for interest paid on borrowed 
funds used to purchase single-premium 
annuities or deposited with an insurer 
to pay for a ‘substantial number’ of fu- 
ture premiums on an annual premium 
life insurance, annuity or endowment 
contract. 

“This history should convince riders 
of the gravy train that it does not al- 
ways stay on the track. For years the 
National Association of Life Under- 
writers has condemned the bank loan 
plan of selling life insurance. But a 
handful of agents and less than a hand- 
ful of companies have chosen to disre- 
gard our appeals to desist. Their con- 
duct invited the adverse provisions con- 
tained in Section 264, which had the 
full approval of our association. 

“One kind of bank loan plan which 
has not been covered by Section 264 is 
that which involves annual premium 
policies, when premiums are paid with 
borrowed funds as they fall due. A few 
uncooperative underwriters have said 
they will continue to solicit such busi- 
ness. If they insist on staying on the 
gravy train, we predict that they will 
end up in quite a wreck. The red light 
is up, and if they are wise, they will 
heed it. 

“As we see it, if legislation should be 
introduced in the future to wipe out this 
one remaining type of bank loan sale, 
the sole obligation of this Association 
will be to make sure that such legisla- 
tion reaches only the would-be tax 
avoider and does not injure those in- 
dividuals who borrow against their poli- 
cies for customary and proper purposes. 
We certainly feel that it would be un- 
sound to oppose any such legislation, 
provided that it clearly applied only to 
borrowers who bought policies on the 
bank loan plan. Meanwhile, we earnestly 
hope that the company associations will 
join in our expression of principle on 
this subject and use their influence 
upon the few companies accepting this 
kind of business to discontinue the 


practice.” 
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Zalinski Shows Importance of 
Attitude, Work Habits, Methods 


Boston, Sept. 23—Most successful life 
insurance salesmen are happy people, 
enjoy all phases of their job and are 
non-critical in their attitude, said E. L. 
G. Zalinski, vice president of New York 
Life, addressing the LUTC luncheon at 
the annual meeting here. Mr. Zalinski 
is a CLU, was first managing director 
of LUTC, executive vice president of 
NALU and previously was a successful 
agency manager and producing agent. 
His talk was on attitude, work habits 
and sales methods. 

“This question of point of view or 
attitude is all-important,” said Mr. 
Zalinski. “Emerson said, ‘May the work 
that you do be the play that you love.’ 
To the pessimistic agent, a_ stubborn 
prospect is pig-headed and dumb. To 
the optimistic agent, he is a man of 
firm convictions who needs further sell- 
ing. The successful agent is sincere and 
works hard at his job, whereas the fail- 
ure blames the business for his lack of 
achievement and frequently refuses to 
accept supervision. 

“Successful agents are those who plan 
for tomorrow but act today. They know 
that as much energy is used and maybe 
more in resisting a job than in getting 
it done. Resisting is always unpleasant. 
The sense of accomplishment that comes 
from completing a job is very satisfying. 
Some of you might say you came into 
this business to escape routine. I don’t 
think that is true. You may have es- 
caped the routine imposed by another 
job but you have had to develop a 
routine of your own to succeed.” 

Time-Consuming Work Habits 

Turning to work habits, Mr. Zalinski 
said: “I urge you to eliminate ruthlessly 
from your work habits such __time- 
consuming activities as excessive letter- 
writing, too-elaborate record keeping, 
and all other unessential office work. 
Frank Bell, CLU and MDRT member 
with the American General in Abilene, 
Texas, wears his hat in the office to 
remind him that he makes no money 
until he gets out in the field. The only 
time that pays off, as I’m sure you 
recognize, is the time spent in front of 
the prospect. Yet even here there is a 
fallacy. Beware of making calls on peo- 
ple you can see instead of people who 
can afford to buy. Be sure that each 
call becomes an interview and each in- 
terview a persistent attempt to close. 

Edwin Wood, associate manager 
of Phoenix Mutual in San Francisco, 
has allocated the discounted value of 
renewals against office work and cred- 
ited all first-year commissions to field 
activity. Using this method he has de- 
termined that each hour in the field is 
worth $15 as against $8 per hour for all 
other activity. Thus his field time is 
worth twice as much as other activities 
and he constantly endeavors to cut out 
non-essentials and increase closing in- 
terviews. Ed finds that he submits 
$1,400 of business for every hour in the 
field and that approximately 900 hours 
of field time per year are required for 
MDRT_ membership. That's organiza- 
tion. That’s time control. He knows 
where he is going and what it takes to 
get there. Ed has determined that an 
hour and a half is needed for the aver- 
age interview including transportation 
time. He knows that he can get about 
13 interviews from a 20-hour field week. 
One out of every three becomes a clos- 
ing interview. Since his closing ratio - 
50% and his average sale is $14,000, 
averages $28,000 of submitted onc Baer 
every week. 

Methods and Leadership 

“Strangely enough, an agent can 
make a living today if he plans his 
work well and sees enough people, even 
though he disregards the principles of 
sales leadership. In the typical situa- 
tion, he develops a sales talk which con- 


tains a number of the basic reasons for 
buying life insurance. He tries to find 
people to whom his story might appeal 
and tells it to as many of these as he 
can. Such an agent makes sales when- 
ever he sees a person with money who 
agrees with his opinions on the merits 
of additional life insurance. But this is 
neither leadership nor salesmanship. 

“The master salesman listens carefully 
to the prospect’s opinions before he an- 
swers. You may know exactly what the 
prospect is going to say and you may 
have the perfect comeback. But unless 
you hear your prospect out, the sale may 
very well be lost. No matter how good 
your ideas are, the prospect will stop 
listening as he becomes more and more 
preoccupied with what he wants to say— 
and sore at you at the same time for not 
letting him say it. 


Awards to Altick and Koegler 


Annual awards for the best articles 
published in the Life Insurance Agency 
Management Association’s Managers 
Magazine and District Management 
—_— have been given to Harry J. 

Altick, general agent in Detroit for State 
Mutual, and to G. G. Koegler, manager 
in Nashville for Home Beneficial Life. 
Presentation of the awards — desk 
clocks—were made by Lewis W. S. Chap- 
man of LIAMA at a luncheon meeting 
of General Agents and Managers Con- 
ference this week in Boston on occasion 
of NALU convention. 





“So rule No. 1 in sales leadership is 
to draw the prospect out. Instead of 
challenging the prospect’s opinion, ask 
him more about it. Next time somebody 
tells you he is overloaded with life in- 
surance, try asking him how much he 
carries. When he tells you, compliment 
him on his good judgment and then ask 
him why he bought it. Keep on with 
the questions and it won’t be long be- 
fore you have the information you need 
to make a sale.” 


Coordination Committee 


Laura M. Benham, chairman subcom- 
mittee on coordination, reported that 
“there is no essential difference in 
treatment of men and women under- 
writers, and that an equal amount of 
intelligently directed effort on the part 
of women will bring just as good re- 
sults for them as it does for the men. 
The women should step forward and 
take their place not as “female agents” 
but as underwriters. 

“An obvious conclusion is that the 
women either aren’t interested enough, 
or aggressive enough, to make the = 
fort required to participate in local and 
state organizations of particular value 
and interest to the life insurance under- 
writer in general; whether male or 
female. 

“To feel that there is any line of 
distinction drawn appears pointless, and 
raises questions .which do not actually 
exist. Also, the percentage of women 
holding offices in local organizations is 
greater than that of men considering 
the smaller number of women mem- 
bers.” 
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Planning Starts With First 
Sale, Says Thelma Davenport 


Thelma R. Davenport, Northwestern 
Mutual, Washington, D. C., addressing 
the women‘s session in Boston on 
Wednesday, said: “Behind every sale is 
a market more valuable than the sale 
itself. Capitalizing on this principle is not 
easy but if we will resolve to develop 
each and every first sale to the nth de- 
gree, I believe we will find ourselves and 
our policyholders working together in the 
job of Estate Planning. It is impossible 
to pick from among the people whom we 
sell for the first time those men and 
women who will continue to grow finan- 
cially, who will reach the top of the 
ladder of success. For this reason, it 
seems to be a good idea to treat each 
first sale as if it were the one that 
eventually would develop into the estate 
planning case. 

First Sale Procedure 

“Here is a first sale procedure that 
does work if it is used consistently. 
Perhaps you have a better one; if so, 
use it. If not, want to try this one? It 
has three steps and calls for follow-up 
work. 

“Step No. 1: 
of fact-finding 
policyowner. 

“Step No. 2: Prepare and leave with 
the first policy delivered a complete pic- 


Complete some form 
sheet for each new 


ture of what can be accomplished with a 
well coordinated insurance program in 
an amount necessary to cover his ulti- 
mate goals of protection and retirement 
income as brought out in the fact-find- 
ing sheet. (If the new policyowner has 
not been frank in expressing his ulti- 
mate goals, you the agent can step in 
and present the picture of what was 
accomplished with a complete insurance 
program by another person in_ this 
policyowner’s same business or profes- 
sion.) Give him the opportunity to take 
an option through the use of Term in- 
surance on all or part of the complete 
estate plan you present. 

“Step No. 3: Make it clear to this 
new policyowner that you the agent 
consider this first purchase the begin- 
ning of a continuing business relation- 
ship; that you will keep him posted on 
developments in the insurance field that 
might in some way affect his estate- 
building plans; that you are available 
for questions or discussion any time he 
wants to telephone you; and that you 
plan to periodically review his financial 
growth and his progress on his estate- 
building because you want to see him 
take advantage of every opportunity as 
the years go by to build the kind of 
financial security he wants for himself 
and his family. In other words, offer to 
serve as his insurance counselor and 
then proceed to act like one. 


“Women Can Sell Larger 


Cases”—Margaret Lewis 


Women are at no disadvantage in 
selling insurance for business and tax 
purposes, said Margaret F. Lewis, Jef- 
ferson Standard at Atlanta. 

“One of the greatest assets a woman 
underwriter can have is prestige with 
local attorneys and trust officers of the 
banks in the area in which she works,” 
said Miss Lewis. “True, we _ don’t 
sell wills and we don’t sell trusts as 
such, but if the need is there and we 
introduce the attorney or the trust offi- 
cer into the situation, they sell us to 
the prospect. This is often the quickest 
route to a large sale’ Women under- 
writers in position to render this service 
stand out and CPA’s, attorneys and 
trust officers accept them on a profes- 
sional basis and have no reluctance in 
recommending their services. 

“Prospecting is the big problem. 
and the most desirable prospects for 
large amounts of insurance come from 
centers of influence who are sold on the 
underwriter. These centers of influence 
can do for you what you can’t do for 
yourself. They sell you to the prospect 
before you enter into the situation. Cur- 
rent events, business trends and knowl- 
edge of tax legislation can be used skill- 
fully in prospecting as well as in selling.” 


Financial Plans for Women 


Used by Helen M. Millett 


Telling how she works in selling busi- 
ness women with a telephone approach, 
a confirming letter before the first in- 
terview, Helen M. Millett, Penn Mutual 
at St. Paul, concluded: 

“America is full of women who need 
financial plans, and they are ready for 
them at an earlier age than ever before. 
Because they command good incomes 
and often have fewer responsibilities, 
they can write out a bigger check than 
most men. Miss America will buy if: 

“She understands completely and real- 
izes the potential of her plan. 

“If the plan is vividly presented so 
she can see herself as the main char- 
acter of the story and can feel that it is 
custom made for her. 

“Since it involves more cash than a 
trip to Europe, or a new car, it is logical 
and natural that she have a ‘condition- 
ing period’ leading up to her purchase. 

“T like pioneering in this almost un- 
touched field. Just imagine the women’s 
market of tomorrow with each year’s 
crop of highly trained girls increasing 
the numbers. I’m positive that a peek 
into the future would see almost every 
career woman with at least one savings 
plan. Guiding them seems to be an 
important and challenging job. | 
wouldn’t miss it for the world!” 
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Multiple Line Facilities 
ELABORATES SL ETRE 


The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. 
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Wilfrid Jones Out of 
Long Held NALU Post 


AS PUBLIC RELATIONS HEAD 


President Gilmore Makes Announcement 
“With Greatest Regret” at Boston 
Press Conference 


Boston, Sept. 20—President Robert C. 
Gilmore, Jr., of National Association of 
Life Underwriters at a special press 
conference here today announced “with 
the greatest regret” the severance, as of 
yesterday, of the services of Wilfrid E. 
(Bill) Jones, as director of public rela- 
tions. z 

The announcement was made follow- 
ing action taken by the board of trus- 
tees. : a 

James M. Partridge, editor of Life 
Association News, was named by Presi- 
dent Gilmore to handle press relations 
during the convention. 

Mr. Gilmore indicated that there was 
a difference of opinion between Mr. 
Jones and the management on the oper- 
ation of the public relations department. 

Mr. Jones was the oldest member of 
the Nz ALU headquarters staff in point 
of service, a total of 26 years. 

It is understood that he has received 
several offers for his future activities, 
which he is now considering. He was 
not prepared at this time to make a 
statement. 

Career of Mr. Jones 


Mr. Jones was born in London, Eng- 
land, and educated at the University of 
London and the Sorbonne. He was a 
member of the Royal Air Force during 
World War I, and in 1918, received an 
appointment to the staff of the British 
delegation to the Versailles Peace Con- 
ference. Later, he was attached to the 

3ritish delegation to the Ambassadors’ 
Conference in Paris, and subsequently 
joined the staff of the British Embassy 
in Paris where he was engaged in polit- 
ical and economic research. He came to 
the United States in 1926 and was asso- 
ciated with the industrial research de- 
partment of the National Industrial 
Conference Board. In 1929 he went to 
NALU as associate editor and advertis- 
ing manager of Life Association News. 
He became editor and manager of the 
News and director of research in 1939 
since which time he has assumed much 
of the association’s work in the field of 
public relations. In 1942 he was advanced 
to the post of executive secretary and 
editor and was later made director of 
public relations. 


New Trustees Elected 
3oston — Newly elected trustees of 
NALU include Albert C. Adams, John 
Hancock, Philadelphia; Winslow _ S. 
Cobb, Connecticut Mutual, Boston; Wil- 


lard Z. Finberg, Great-West Life, St. 
Paul; William S. Hendley, Jr., Mutual 
of N. Y. Columbia, S. C.; Walter R. 


Hoefflin, ‘Pacific Mutual, Seattle; Harry 
Phillips, Sun Life, Detroit; O. P. Schna- 
bel, Jefferson Standard, San Antonio; 
Sam B. Starrett, Guarantee Mutual, 
Omaha; Jack White, Prudential, Los 
Angeles. 


Elect Camps Chairman of 
G. A.-Managers Conference 


New Chairman of Managers and Gen- 
eral Agents Conference is Manuel L. 
Camps, general agent, John Hancock, 
New York. 

Other new officers are Judd C. Benson, 
Union Central, Cincinnati and L. Mor- 
timer Buckley, New England Mutual, 


Dallas, vice chairmen; Carr R.. Purser, 
general agent, Penn Mutual, New York, 
secretary. 


Robert Gilmore Points to Some 


Rising Threats to Agency System 


3oston—Trends toward extending Gov 
ernment activity in the insurance field 
and promoting by company management 


of low-rate mass coverage also in some 


“Jack-pot” type of policies are ris 
ing threats that could destroy the agency 
system in this country, Robert C. Gil- 
more, Jr., retiring president of NALU 
told the convention here on Wednesday. 
He is an agent for Mutual Benefit Life 
of Newark at Bridgeport, Conn. 

“Starting back with the T.N.E.C. 
ings and continuing on to the establish- 
ment of National Service Life Insur- 
ance,” said Mr. Gilmore, “the more recent 
Congressional hearings in the accident 
and health field, up to and including 
the Administration’s proposed Reinsur- 
ance Program, there are many evidences 
of a belief that individual planning 
could’ be replaced by social planning. 
Even with an administration presum- 
ably dedicated to the free enterprise 
system, we have seen in the Group in- 
surance plan for Federal employes, only a 
token acknowledgment on behalf of free 
enterprise, done with the insistence that 
the profit motive, which is the very basis 
for free enterprise, be eliminated. 

“T doubt if in the memory of any per- 
son in this room, there has ever been 
witnessed a spectacle equal to that in- 
volved in the amendments which broaden 
and, expand far beyond any more sub- 
sistence limits, a system already danger- 
ously unsound—Social Security. It be- 
came a spectacle when all desire to make 
our present Social Security System 
sound, went out the window and oppos- 
ing political factions blended their voices, 
wooing the voter with the refrain, ‘It 
still doesn’t go far enough!’ 

“You have all heard or read the reports 
of our various committees on these sub- 
jects, and it is not my intention to be- 
labor them further tod: ay. The danger 
is clearly evident. Promises to provide 
more and more benefits to deluded and 
misinformed citizens from a system that 
is certainly social, but far from secure. 
are difficult to combat effectively. We— 
NALU—have done our best. But we 
can never succeed unless and until each 
segment of this great business joins with 
every other business and profession in 


areas 


hear- 





ROBERT GILMORE, JR. 

a campaign of public education. We must 
show why these things are unsound and 
how they can be made sound. We must 
reaffirm, once again, America’s concern 
for free initiative and the desire of our 
people to provide for themselves. 

“Tl have formed the conviction that we 
are at a critical stage in the history of 
our Agency System because of company 
tendencies which either seek to by-pass 
the services of an agent or generally 
weaken the Agency System. Clearly and 
unquestionz ibly, these are largely the re- 
sult of expediency in a search for new 
avenues for greater volume of business. 
We have witnessed a wave of policies, 
among them the so-called ‘jack-pot’ or 
tontine contracts, which we are deter- 
mined to eliminate for the protection of 
the insuring public. But beyond such 
specific policy forms, we are in an era 
when some of our management seems 
dedicated either to spreading the mass 
coverage of peoples with term life insur- 
ance or to designing contracts solely 
with the one thought of seeing which 
company can get the least amount of 
premium per dollar of coverage.” 








in Boston 





Want Clarification of 
Trustee-Council Functions 


3oston, Sept. 23—Under review here 
is the complex convention machinery 
situation of NALU with its board of 
trustees and national council meetings. 
Considerable demand has arisen for a 
clarification of the functions and au- 
thorities of both the national council 
and the trustees. The intent is to avoid, 
if possible, such a contretemps as hap- 
pened this week when trustees over 
turned the vote of the national council, 
both having balloted on the same day- 
two days before a number of new trus- 
tees were to be elected. The national 
council consists of presidents of local 
and state associations and national com 
mitteemen. 


Holds Key to 
Progress Says P. F. Clark 


Boston—Paul F. Clark, president, 
= Hancock, speaking here before 
the General Agents and Managers Con- 
ference, said that those engaged in 
agency management throughout the 
country, hold in their hands the keys 
that must open the doors to further 
progress if the life insurance business 
is to continue to grow and prosper 
“Those of us in management through- 
out the home offices,” Mr. Clark said, 
“have followed, with interest, the growth 
and development of the General Agents 
and Managers Conference. That it has 
continued to grow in size and impor- 
tance is a tribute to the able group 
of leaders among the general agents 
and managers who have worked so dili- 
gently and effectively. 

“Perhaps the very real need for an 
organization of this kind, dedicated to 
sound principles, furnishes both the 
strength today as well as the oppor- 
tunity for greater growth and service 
in the years ahead. It would appear that 
the entire GAMC program rests on the 
basic idea that field results will be im- 
proved as the level of field management 
is pert sks 


Future NALU Conventions 


Boston—NALU mid-year meeting in 
1955 will be held March 22-26 in Colum- 
bus. Annual meeting in 1955 qvill be held 
August 22-26 in St. Louis. Mid-year 
meeting in 1956 will be March 19-23 in 
Hartford. The 1956 annual meeting will 
be held in Detroit, October 1-5. 
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563 Broad Street, Newark N. J. 


e Telephones: N. J., MArket 3-8100 — N. Y., BArclay 7-8850 


Established 1919 





Greetings lo NALU 


C. J. SIMONS CORPORATION 


General Agents 


CONTINENTAL ASSURANCE COMPANY 
of Chicago 


We're proud to call attention to Continental’s latest 
policy—the Underwriters Preferred Whole Life Par— 
Paid Up at 90. Also, we issue both participating and 
non-participating plans. 


Our expanded life department and our personalized 
service in furnishing rates, plans and illustrations should 
appeal to alert insurance brokers. 
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Preliminary Reports of Committees 


Social Security 
Albert C. Adams, 
tee on Social Security, 
mittee’s efforts in 
amendments to the Federal Old Age and 
opposing 
liberalizations, “We 
than most peo- 


chairman Commit- 
told of the com- 
connection with 
Survivors Insurance program, 
the new saying: 
came closer to victory 
ple realize. A few votes the other way 
in the House Ways & Means Commit- 
tee on the proposal to increase the base 
to $4,200 would have given us an impor- 
tant victory. In addition we picked up 
a great many friends and supporters.” 
The committee 
use of the word 


recommends that the 
“insurance” in connec- 
tion with Social Security be eliminated 
throughout the industry. They would 
request the companies to drop this use 
from all literature. 


State Legislation 


Oren D. Pritchard, chairman of Com- 
mittee on State Law and Legislation, 
said that next year 44 state legislatures 
will be in session, making a heavy legis- 
lative year for the local committees. A 
summary of the situation in each state 
was given also a suggested bill outlaw- 
ing tontine, semi-tontine or “Jack Pot” 
type of policies, and another to prevent 
the tie-in sale of life insurance with 
securities. 


Compensation Committee 

Stanley C. Collins, chairman of Com- 
mittee on Compensation, said that as 
the association had accomplished its 
short-term objectives with the amend- 
ments to Section 213 and 2l3a, the sec- 
ond stage or long-range planning of the 
committee would be concerned with a 
justification of further liberalization of 
the expense structure “to reflect realis- 
tically the increasing demands on the 
time and skills of the life underwriter 
in the complex economics of modern so- 
ciety while attempting to appraise the 
impact of the falling value of the doll: ir 
on the real income of the field man.’ 

The committee is still looking into the 
feasibility of a thorough study of the 
functions and compensation of field men. 


Group Insurance 

David B. 
Committee on Group 
that proper amount limits and extension 
of Group insurance was still before the 
committee although the 20/40 formula 
has been accepted by the industry in 
general. There are still a number of 
companies writing Group cases that ex- 
ceed the maximum and also some states 
that have not adopted the formula. 

The committee’s chief concern has 
been with the growing practice of cer- 
tain life insurance companies to provide 
decreasing Group Term insurance for 
persons buying mutual fund shares on 
the installment basis. While the com- 


mittee has no quarrel with the purchase 
of mutual funds it fears the addition of 
Term insurance to these investment 
programs leads purchasers of mutual 
fund shares to assume that 
have the protection of the guarantees 
commonly and traditionally associated 
with life insurance. 


Fluegelman, chairman of 


Insurance, said 


Committee on Associations 

John C. Donohue, chairman Commit- 
tee on Associations, recommended that 
leadership training outlines be furnished 
to newly elected local presidents, that 
more states consider holding small-unit 
schools rather than one large school, 
that national headquarters consider as- 
signing a member of its staff to attend 
and help conduct schools. It urged a 
continuance of meetings of full-time 
paid executive secretaries of local and 
state associations. The long standing 
jurisdictional dispute between Pitts- 
burgh and McKeesport was settled dur- 
ing the year. 


Membership Committee 

John C. Donohue, chairman of Com- 
mittee on Membership, said that greater 
effort should be made next year to en- 
roll representatives of combination and 
debit companies as there is now only 
one-sixth of the potential in NALU. A 
slide film has been developed for use at 
agency meetings in connection with 
membership drives. 


2A 00000 = 


Blood Pressure: We will issue standard to applicants 
from 50 to 60 years old on a pressure of 150/92. Substandard on 
higher pressures and very liberal too! 


Joe Bachman S. S. Johnson Bob Edwards Cliff Daley 


CHARLES CHAMPION EDWARDS AGENCY 
MANHATTAN LIFE INSURANCE CO. 
551 Fifth Avenue, New York 17, N. Y. MUrray Hill 2-7330 
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Committee of Agents 

William H. Pryor, chairman Commit- 
tee of Agents, recommended the ap- 
pointment of a subcommittee composed 
of agents who are familiar with the 
benefits derived from agents’ councils 
or committees in local and state associa- 
tions. 

“Such councils or committees are 
necessarily an essential part of all as- 
sociations. In the smaller associations, 
a committee of a few agents may ac- 
complish the same result. In some lo- 
calities the present administrative pro- 
cedures may be considered to be ade- 
quate and harmonious. 

“We advocate that every local and 
state association should have one or 
more appointed or elected agent repre- 
sentatives through whom the committee 
ot mre or any other committee or 
board of NALU may keep in closer con- 
tact with the agent’s wishes and needs 
and disseminate informative material for 
the benefit of agents. 


Disability Insurance 

Carl A. Ernst, chairman of Committee 
on Disability Insurance, said there was 
more activity and interest in the dis- 
ability field last year than ever before. 
Also there was more criticism but in 
spite of it there was a record expansion 
of the A. & H. business. The committee 
feels that in the future every life in- 
surance salesman will consider disability 
insurance an essential part of every in- 
surance program. Local associations 
were urged to have one meeting every 
year devoted to disability insurance 
similar to the program with LUTC, and 
CLU 





Send for the 
details 


of an 
Agency 
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209 S. LaSalle Street 
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Will 


YOU SELL INSURANCE 
AT ITS BEST 


when you represent 


NORTH 


AMERICAN ACCIDENT 


INSURANCE COMPANY 
*Unlimited opportunities in the 48 


States and D. C. 


*Every practical form of Life, Acci- 
dent and Health, Hospitalization and 
Surgery for your clients’ — 


“Complete Circle of Personal Protection" 


S. R. RAUWOLF, Vice President 


NORTH AMERICAN ACCIDENT INSURANCE COMPANY 


Chicago 4, Illinois 








General Agents & Managers 
Ray H. Wertz, chairman of General 
Agents and Managers Conference, told 
of the expanded activity of the confer- 
ence in its third year. The conference 
has 25 committees of ifs own. Member- 
ship as of August 1, was 4,150. A spe- 
cial committee under the chairmanship 
of Robert B. Pitcher has drawn up a 
national code of ethics for the manage- 
ment group which will be presented at 
the Boston convention for adoption by 
GAMC and approval by NALU. 


Veterans’ Affairs 

Louis J. Grayson, chairman on Vet- 
erans Affairs and Servicemen, reported 
that regulations covering solicitation on 
military reservations were working out 
satisfactorily. He called attention to a 
ruling by the judge advocate general 
that naval vessels within the territorial 
waters of a state are subject to the 
jurisdiction of that state, making it nec- 
essary for agents soliciting insurance on 
such vessels to be licensed by the par- 
ticular state. 

Attention was called to the new Con- 
gressional committee named to study 
retirement and other benefits for Fed- 
eral personnel. A previous study by the 
Kaplan committee revealed duplication 
in benefits which sometimes exceeded 
the pay of the employe. 


Field Practices 

Robert L. Walker, chairman of Com- 
mittee on Field Practices, said the work 
of that committee had been almost 
solely devoted to consideration of semi- 
tontine policies and that more than 100 
complaints had been received by the 
committee. They recommend enactment 
of specific anti-tontine legislation to 
check the use of such lottery type poli- 
cies. The committee would ‘deny mem- 
bership in local associations to agents 
representing companies issuing such 
policies. 


Underwriter Education 

Howard V. Krick, chairman Commit- 
tee on Underwriter Education and 
Training, told of activities during the 
year and reported that there is in proc- 
ess a talk by Lester O. Schriver, man- 
aging director, on life insurance selling, 
illustrated with film strip which is ex- 
pected to be shown at the meeting in 
Boston. 


Women Underwriters 
Alberta Light, chairman Committee of 
Women Underwriters, reported that on 
the problem of either "developing a posi- 
tive program for women or to abolish 
the committee, the committee was for 
developing such a program and would 
meet at breakfast, September 20, at 
Boston, for a final decision. There are 
approximately 7,000 women in this coun- 
try licensed to sell life insurance but 

only 1,500 are members of NALU. 
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Conservation Committee 

Cc. L. O’Quinn, chairman Committee 
on Conservation, reported that consid- 
erable thought has been given to the 
broadening of the National Quality 
Award to make allowance for other 
types of business such as Group, Family 
Income, Accident & Health, Annuities, 
etc., in the production and persistency 
requirements. This matter is presently 
being studied. 

Total number of NQA qualifiers in 
the year was 10,948. New York led with 
1,095 which is 10% of total qualifiers. 


Public Information 

William D. Davidson, chairman Com- 
mittee on Public Information, told of 
the many areas of cooperation with the 
Institute of Life Insurance and the use 
of printed material of the Institute, 
films, etc. A new booklet, “The Most 
Respected Man in Town,” designed to 
give the agent a stronger feeling for his 
own public relations, has been distrib- 
uted throughout the field. There are 


various pieces designed for use among 
high school students. For the fifth year 
the Institute has sponsored summer 
workshop’ graduate training courses. 
Eight leading universities are making 
scholarships available to more than 300 
high school teachers and others. The 
documentary broadcast “The Search 
That Never Ends,” has continued for 
more than a year and a half over the 
Mutual network. 


Federal Legislation 

Gerard S. Brown, chairman Commit- 
tee on Federal Law and Legislation, de- 
voted the report to a summary of the 
changes made in the Internal Revenue 
Code of 1954 such changes now being 
familiar to insurance readers due to the 
several analyses of the code made in 
these pages. 


June 30 Membership 53,430 


Stanley C. Collins, secretary of NALU, 
reported that as of June 30, the associa- 
tion’s total membership was 53,430 in 
621 local associations. 





Supposing one of your life insurance 
clients is suffering from illness or acci- 
dent — and his earning power has 
stopped. 


How are you going to feel when he says 
to you: “But why didn’t you tell me I 
ought to carry disability insurance that 
would pay me a regular income while 
I’m laid up?” 


You are the personal insurance counselor 
of your “life” clients. You owe it to them 
to outline a permanent and complete 
program that will furnish them assured 
protection when earning power stops 
and expenses continue or increase. 


NON-CANCELLABLE 
DISABILITY 











Why wait for this to happen F 


We welcome your request for full information 


GUARANTEED RENEWABLE 
INCOME 


MASSACHUSETTS INDEMNITY 
INSURANCE COMPANY 


Home Office: 654 Beacon Street, Boston, Massachusetts 
OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 


Start out now and explain the favorable 
M. I. I. C. Disability policy to every 
client and prospect. It is non-cancellable 
and guaranteed renewable; incontestable 
after two years; creates a definite pro- 
tection fund; provides total disability, 
including intermediate periods; partial 
indemnity following total; immediate 
hospital or nurse coverage irrespective 
of waiting period; aviation coverage; 
grace period of 31 days; and benefits 
irrespective of house confinement. 


As a conscientious insurance counselor, 
interested in offering genuine and com- 
plete service—and, naturally, in earning 
additional first-year and vested renewal 
commissions — you will want to show 
your clients how they can get this full 
protection. 


PROTECTION 











Father and Daughter Team 
Are Honored at NALU 


In the spotlight at NALU convention 
this week was a father-daughter com- 
bination. They are Jean Essex and her 





Freeman Essex Jean Essex 


father, Freeman Essex, both of whom 
are special agents of Larry J. Evans 
general agency of Northwestern Mutual, 
Portland, Ore. Miss Essex was awarded 





per $1000. 


standard. 


gical to $300. 





>» Ways 


TO MAKE MORE MONEY 


Sell Life! Sell Group! Sell A. & H.! 


United States Life’s “Specials” have become proven 


money-makers. Here are a few of the producers’ favorites: 


SPECIAL INCOME RIDER—up to $50 a month 


/ Low-Cost MORTGAGE PROTECTION PLAN 
plus unusual DISABILITY INCOME RIDER to 


cover monthly mortgage payments. 


™ PREFERRED WHOLE LIFE —also issued sub- 


/ LIFETIME ACCIDENT and SICKNESS from 
FIRST DAY. Plans for men to age 75, women 
to age 65. Hospitalization up to $15 a day, Sur- 


™ GROUP insurance — all forms. 


Call This Agency NOW for Details. 
JAMES F. MacGRATH. Jr. 


General Agent 


Agency Supervisors: Tom Deane — Al Friedrich 


THE UNITED STATES LIFE INSURANCE COMPANY 
84 William St., New York 38 
HAnover 2-7865 





her CLU designation at Boston while 
her father was honored at the CLU 
conferment dinner as a member of the 
25-year class of CLUs. 

Miss Essex finished third among the 
women agents of Northwestern ~- Mutual 
in production of new life insurance. 
She joined the company in September, 
1950. Mr. Essex has been a consistent 
leader in sales production since going 
with the company in 1928. 


Frank Cooper President 
American CLU Society 


Boston—Frank Cooper, CLU, of Fort 
Worth, Texas, three times president of 
the Fort Worth CLU Chapter of which 
he is a charter member, was elected 
president of the American Society of 
Chartered Life Underwriters at the an- 
nual meeting here. 

Starting in life insurance in 1931 in 
the actuarial department of Southwest- 
ern Life in Dallas, he became an assis- 
tant branch manager, then a full time 
agent. Well known in CLU circles as 
Frank, his full name is William Frank- 
lin Cooper. He attended University of 
Texas and Texas Christian University. 
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National 


Trustees Pick Chicago 


(Continued from Page 1) 


where some months ago an option was 
obtained on property at national capital. 

The trustees vote this afternoon was 
a confirmation of their vote at New 
Orleans convention of NALU. Strongly 
opposed to Washington and Chicago as 
headquarters locale was Julian S. Myrick, 
chairman of American College of Life 
Underwriters, former NALU 
and a member of NALU location com 
As a member of location commit- 


president 


mittee. 
tee he made a minority report Monday 
which represented the unanimous opin- 
ion of Life Underwriters Association of 
City of New York which favored moving 
headquarters either to Montclair, N. J., 
or to location in East Thirty-ninth 
Street which had been made 
When national council went on record 
for New York this afternoon the New 
Yorkers thought it was all in the bag, 
that the issue had finally been settled. 
Chicago’s Vigorous Campaign 


For a considerable time the Chicag« 


available. 


association with Joshua B. Glasser, Chi- 
o general agent, Continental Assur- 
had been 


ance, as location chairman, 


waging a vigorous campaign for Chi- 
cago. University of Chicago had offered 
a free site on its campus where Ameri 
can Bar Association will build its head 
quarters. This is on south side of Chi- 
cago in the Hyde Park section. Also 
made available for Chicago headquarters 
is a building near the lake front on 
North Shore not far from Drake Hotel 
and about five minutes by automobile 
from the Drake. When Chicago asso- 
ciation decides which of these properties 
or other property it thinks most desir- 
able it will make its recommendations 
to NALU executive committee 

Background of Location Question 

During the period when the location 
subject was under consideration asso- 
ciations in various parts of the country 
lined up with definite choices and the 
controversy resulted in a spate of bro- 
chures each of which favored some defi- 
nite location 

At the start agitation 
York as a choi 
West 


In the meantime, 


against New 


‘e was deep-seated in the 


Philadelphia insur- 
ance men wrote a letter giving their 
opinion that their city was the best 
place to have headquarters of NALI 
The Life Underwriters Association of 
City of New York and New York State 
Association of Life Underwriters, while 
its members were in favor of this area 
for headquarters, felt that the decision 
should be based on objective study 
“rather than salesmanship.” The loca- 
tion committee of New York associa- 
tion confined their efforts to locating 
certain specific properties, with acquisi- 
tion cost and maintenance cost data 
among the major considerations. At the 
New Orleans NALI 
location committee submitted to NALU 


convention their 


location committee specific data on five 
properties. Two were in New York, one 
in Westchester County, one on Long 
Island and one in Montclair, N. J., a 
New York suburb. Its unanimous recom- 
mendation was the building which has 
been home office of Bankers National 


Association 


of Life 


Underwriters 


in Senay 





Life as that company is building a new 
home office at Montclair. No remodeling 
would be necessary and NALU and 
LUTC could move in without interrup- 
tion. However, a feeling became evident 
that in spite of advantages of Montclair, 
NALU should have a building designed 
to its own specifications and in a heart- 
of-the-city of New York location for 
convenience of visiting members. 

So the New York associations finally 
announced that they were prepared to 
offer a location in East Thirty-ninth 
Street just east of Fifth Avenue, five 
blocks from present NALU _ headquar- 
ters and three blocks from Grand Cen- 
tral station. 

\t the mid-year meeting this year of 
the NALU in New Orleans the trus- 
tees voted for Chicago. Later, a nation- 
wide vote of members of NALU was 
taken in which 373 associations voted, 
the balloting being 183 for Washington, 
123 for Chicago and 67 for New York 
City. 

The locale committee arrived in Bos- 
ton this week with its majority favoring 
Washington, but with Julian S. Myrick 
for New York. On Tuesday morning the 
NALU National Council took a vote 
on the subject. Result of the first ballot: 
New York, 130; Chicago, 101; Wash- 
ington, 67. This was followed in the 
afternoon by the trustees’ vote for 
Chicago 


Ann Bickerton Director 
Of NALU Field Service 


Ann Bickerton has joined National 
Association of Life Underwriters as di- 
rector of field service. She has been ed- 
itor and director of the speakers bureau 
of Advertising Federation of America 
and also had been executive secretary 
of the Peoria Advertising and Selling 
Club and director of Peoria County 
activities for American Cancer Society, 
Illinois division. Born in Missouri she 
majored at Northwestern University in 
trade association work. 


Ask Legislative Action on 
Group, Mutual Fund Tie-in 


30ston—In his appearance before 
NALU National Council David B. Flue- 
chairman of Committee on 
recommended _ that 


gelman, 
Group Insurance, 
state legislatures pass amendments to 
insurance codes which would prohibit 
tie-in sales of Group life insurance and 


mutual funds. 
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ALL lines, U. 


Call your U. S. 
NOW 


PLACE THE CASE 


with US 


AND Up Sates 


LIFE? Of course! 
A. & H.? Absolutely! 
GROUP? We have it! 


One of the FIRST to offer a complete portfolio in 
S. Life’s experience taught us how 
best to serve you through liberal underwriting, com- 
petitive rates and top commissions. 


Life agency or write home office 
. . and UP SALES with US. 























For any or all lines, look to US first and chances 
are you'll place the case and UP SALES. 
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OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY IN THE U. S. 


LIFE - GROUP: A. & H. 




















Laura Benham Chairman 


3oston, Sept. 23—Laura M. Benham, 


Prudential, Niagara Falls, will be chair 
man of the Women Underwriters’ sec- 
tion at the 1955 convention of NALU. 


Dr. Davis Gregg President 
American College of L. U. 


Dr. Davis W. Gregg, who has been 
dean, American College of Life Under- 
writers, has been elected president of 
the College’s board of trustees, succeed- 
ing the late Dr. David McCahan. 


Florence McConnell Heads 
Women’s Round Table 


rence McConnell, a John 
Hancock agent, Galesburg, Ill, one of 
the leading women in the civic life of 
that city, is the new chairman of the 
Women’s Quarter Million Dollar Round 
Table, succeeding Matilda Wells, The 
Prudential, Detroit. Mrs. McConnell’s 
early education was in a college in the 
Dakotas and for a time she awas a teach- 
er. When her husband, a John Hancock 
agent, died, she entered the life insur- 
ance field. 

New vice chairman is Bertha B. Mac- 
farlane, an agency executive of Pan- 
American Life, with which company she 
has been for many years. Two new board 
members of the WQMDRT are Dorothy 
Boond Howard, New York Life, New 
York City, and Helen L. Rupp, Pru- 
dential, Minneapolis. 





Cheer Gov. Herter’s Paper 


30ston—One of the biggest ovations 
ever given in an insurance convention 
took place at the conclusion of the talk 
by Lt. Governor Sumner Whittier of 
Massachusetts who, after a brilliant in- 
troductory remark, read the paper of 
Governor Christian A. Herter, who could 
not come. The theme of the paper was 
the role played by life insurance and its 
agents as instruments of security and 
freedom. Another outside speaker who 
won much applause was Edward B. 
Hanify, a prominent Boston lawyer, who 
is a director of John Hancock. 


Some Special Gatherings 

Boston—Among other features of more 
than ordinary interest was the joint 
luncheon of women underwriters and 
Women’s Quarter Million Dollar Round 
Table, joint chairmen being Alberta M. 
Light, National Life of Vt., and Matilda 
Wells, both of whom are from De- 
troit. Lillian Joseph, Home Life, New 
York City, had charge of the luncheon 
arrangements. Speakers were Thelma 
R. Davenport, Northwestern Mutual, 
Washington, D. C.; Margaret F. Lewis, 
Jefferson Standard, Atlanta; Helen M. 
Millett, Penn Mutual, Minneapolis, and 
Margaret A. Willour, New York Life, 
Oklahoma City. 

The CLU breakfast with Lorraine 
Sinton, CLU, Mutual Benefit, Chicago, in 
the chair, and the Americ: in College 
Hour at the main convention with 
Julian S. Myrick as chairman, were 
among other features that made quite 
an impression. 


Rose Lau, Honolulu, Attends 
30ston—Rose Lau, Franklin Life rep- 
resentative from Honolulu, qualifier for 
membership in the Women’s Quarter 
Million Dollar Round Table was among 
those attending NALU convention here 
this week. Six WQMDRT members 
from Canada were also in attendance. 
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Was The ‘‘City of Brotherly Love’’ 
Dedicated To a Woman? 


Before William Penn's first visit, he had named 
the capital city of his Pennsylvania colony. Historians 
have long pondered why he called it “‘Philadelphia.~ 
Perhaps he, being a religious man, was commemorat- 
ing Biblical “Philadelphia.” Perhaps he was com- 
bining the Greek words Philos and Adelphos, which 
together mean “brotherly love.” But Philadelphia 
was popular as a girl’s name in those days and much 
evidence indicates he was remembering the given 
name of a lost love of his youth! 


Dedicate a Penn Mutual “Independence Plan” 


To The Security of Your Loved Ones 


Regardless of the actual origin of the name, Penn’s city was certainly 
founded on the principles of “Brotherly Love.”” He promised liberty 
of conscience, religious tolerance and peace—standards of life that 
were to become the common heritage of all Americans. 


The whole concept of life insurance is based on Penn’s creed. Millions 
of Americans show that they believe in it by the purchase of insurance 
to provide protection for their families. But remember—beyond 
its principal purpose—insurance can do much for you during your 
own lifetime. K 




















Back of 


your independence 


A flexible Penn Mutual “Independence Plan”’ can provide the money 
& ; to pay for a college education. It can protect your family against 
' Lm future mortgage obligations. And it can assure you of a comfortable 
! [ income, when retirement time comes. 


stands The 
PENN MUTUAL 


~ 


Your Penn Mutual Underwriter will gladly explain just how a Penn 
Mutual “Independence Plan” can be tailored to your specific needs. 
Call him today for friendly, competent and confidential advice. 





























THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 





PENN MuTUAL ADVANCEMENT OpporTUNITIES Go TO PENN MuTUAL MEN 
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H. K. Gutmann Outlines 
Services of a Producer 


AT NEW YORK INSURANCE DAY 
President of N. Y. C. Association Says 
Agent Has Never-Ending Respon- 
sibility to Client 





Harry K. Gutmann, CLU, Mutual Life 
of New York representative in New 
York and president of the Life Under- 
writers Association of the City of New 
York, speaking on “Services of a Pro- 
ducer,” on Insurance Day at the Hotel 
3iltmore, last week, 
ices of a life insurance 


said that the serv- 
producer fall 





HARRY K. GUTMANN 

mechani- 
“These two categories 
exclusive,” Mr. Gut- 
“They compliment each other 


essentially into two categories, 
cal and spiritual. 
are not mutually 
mann said. 


almost to the point where the delinea- 
tion is hardly decipherable—almost_ to 
the point of non-existence. They flow 
together and have a continuing effect 
one upon the other. 

“The mechanics of our work start in 
our own offices. Proper business-like 


office procedures are preliminary to and 


prerequisites for service to any client. 
Personal adjustment to orderly routine 
and self-organization make for a_posi- 
tive frame of mind in relating yourself 
to the client and his problems. Periodic 
and regular service calls are an impos- 


sibility, or at least an improbability if an 
office system does not provide a method 
that brings the client’s name to your 
attention at the proper time. 


Service Begins With a Sale 


“Service to the client begins with a 
sale. This may sound like a ridiculous 
over- simplification, but statistics on the 
average income of life insurance men 
and insurance men generally bears sad 
testimony to the inadequacy of our sales 
efforts to insure adequately and to his 
fullest capacity to pay the client who 
looks to us for guidance in this area of 
his financial program. How else explain 
the self-recrimination, the self-abuse we 





“Where Business is Appreciated” 


. CARL E. HAAS, C.L.U. 


General Agent 


ee ae Assurance Company 
Chicago, Iii. 

32 Court Street Brooklyn 2, N. Y. 

TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2- 








heap upon ourselves when we discover 
all too frequently that the client we 
thought ‘in the bag’ had bought else- 
where while we: were neglecting him 
with blatant over-confidence ? : 

“We have a never-ending responsi- 
bility to our client,” Mr. Gutmann con- 
tinued, “if client he really is, to press, 
not overbearingly, for the completion of 
his program of protection. We agents 
have long prided ourselves on the fact 
that the insureds and their beneficiaries 
have never lost a nickel on their life 
insurance investment. We never have 
to cross the street to avoid a policy- 
holder who lost money because of a 
sale we made. But do we stop to con- 
sider whether our conscience would 
compel us to cross the street because 
of the sales we didn’t make and should 
have made ? Y 

“Inherent in the service concept 1s 
the extent of our understanding of the 
policies of life insurance you place on 
your client’s life. Does it mean more 


evaluated and caused him to understand 
the various plans of life insurance avail- 
able in the market and the relative ad- 
vantages of his alternatives as they ap- 
ply in his family and financial situation. 
Have you taken the line of least sales 
resistance by placing Term insurance, 
when deeper conviction cries out for 
insistence on a permanent plan? Have 
you truly served as a producer, or as a 
traducer in so doing?” 

To be a successful insurance man, Mr. 
Gutmann remarked, he must have within 
him the capacity for a multitude of vir- 
tues and a variety of accomplishments. 
He must be the quintessence of success, 
because he must be so many successful 
men rolled up into one human being. 
“Ours is not an easy business,” Mr. Gut- 
mann continued, “it is highly demanding 
of those who would be successful. The 
road to successful achievement in our 
work is pitted and forked, but it is a 
wonderful, even an easy business, once 
you have built the bridge over the yawn- 

















































































































to you than what it is essentially—sim- ing chasm that confronts every begin- 
ple promise to deliver dollars at some _ ner.” 
time in the future to the insured if he utiGantheieit Milne 
lives, to his beneficiaries if he dies, in ; 3 care : 
return for periodic premium payments ? Discussing other qualities of success- 
Do you understand and do you educate ful producers, Mr. Gutmann said that 
your client to an appreciation of that they are well-informed, dignified pro- 
policy as a legal and testamentary docu- fessional men with community prestige. 
ment, with trust privileges available They produce with their brains, and 
without cost to him. Have you fully they distribute with calculated, well- 
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The first 25 people who return correct answers to the right company 
at the right address will receive token surprise gifts. 








Revenue Code Study Forums 
For Conn. Mutual Field Men 


The Connecticut Mutual Life has 
scheduled a series of 11 advanced under- 
writing al to acquaint its repre- 
sentatives throughout the country with 
the 1954 Federal Internal Revenue Code. 

The sessions are designed to give up- 
to-date information on effects of the 
new tax laws on pensions and profit- 


sharing plans, business insurance, es- 
tate planning and gifts. 
The first meeting will be at Hotel 


Somerset, Boston, September 24-25 for 
representatives of 12 general agencies of 
the company in New England and 
northern New York State. 
Discussion leaders for the 
sessions will be E. A. Starr, superin- 
tendent of agencies, and Paul A. Hoef- 
fer, assistant counsel. Other forums are 
scheduled at New York City, Columbus, 


two-day 


Chicago, Omaha, Baltimore, Atlanta, 
Dallas, Los Angeles, San Francisco and 
Portland, Ore. 





planned modern sales processes. “They 
know how to market their product,” 
he said, “and to find new uses and adap- 
tations for it. They have taken their 
place with the lawyer, the accountant 
and the trust officer on the estate plan- 
ning team which has atte uined so impor- 
tant a place in men’s affairs today. 
These insurance men acquaint them- 
selves and keep themselves abreast of 
the laws that apply to insurance-related 
problems without attempting to be curb 
stone lawyers. They learn to interpret 
a balance sheet and an income state- 
ment and they can speak intelligently 
with the accountant on valuation prob- 
lems under ‘buy and sell’ agreements, 
but they apply their knowledge to evalu- 
ating the amount of life insurance that 
must be sold to fund properly the busi- 
ness interests involved. And they know 
enough about income and estate taxa- 
tion to disturb the client into action 
with his attorney or trust officer and 
with himself for more life insurance 
with which to put a floor under the 
estate plan through sufficient family 
protection life insurance, and a ceiling 
over the estate shrinkage through tax 
dollars provided by a life insurance con- 


‘It is this variety of their informa- 
tion and knowledge that gains success- 
ful producers their prestige, and in addi- 
tion they have a positive attitude to- 
ward their business, because they ap- 
preciate that there is a definite relation- 
ship between the agent’s attitude toward 
— regard for his work and his success 
1 business ” 


TOLEDO OFFICE TO MOVE 

The Toledo district office of John 
Hancock will move about November 1 
to a new building which is under con- 
struction at 1944 West Central Avenue, 
Toledo, Ohio, Solomon Wohlstadter, dis- 
trict manager, announced. 

The firm will be the sole occupant 
of the building. 


GEORGE P. VELIA DEAD 
George P. Velia, 83, assistant super- 
intendent of The Prudential office in 
North Tonawanda, N. Y., for 35 years 
prior to his retirement, died recently 
after a long illness. 
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THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL. 


WILL YOU BE ONE OF THEM? 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 





94%, have made life insurance their lifetime career. 








3 out of 4 have remained with the same company since getting their desig- 
nation. 





The median production of the C.L.U. ordinary underwriter in 1951 was 


In 1952, a Silver $400,000 of ordinary insurance. 11% sold more than $1,000,000. 


Anniversary Survey 
was made by the 
Chartered Life Un- 
derwriters. Let's 
look at some suc- 
cess facts. 


While preparing for C.L.U. exams, most C.L.U.’s increased their incomes. 
They attributed these increases to their studies. 


From the sales of life insurance alone, the median income of the C.L.U. was 
$9,500 in 1951. 


Asagroup: 4% earned more than $34,000 
oo ” 1 ‘** 26,000 

Ly “ata se ‘* 18,000 

sy, ** 10,000 





New York Life Insurance Company fully supports the American College of Life Underwriters 
and encourages its field representatives and employees to study the C.L.U. courses. In fact, 
almost 300 NYLIC agents, emplayees and officers are C.L.U.’s and 450 more took examinations 
this year. 


Life Insurance Fundamentals. 
The five parts of the 
C.L.U. studies will help 
you obtain a broader 
knowledge and 
deeper understanding 
of life underwriting. 
Check any one or 
more of the courses 
which you think might 
be helpful to you. 


Economics, Government and Social Problems. 
Business Law, Wills, Trusts and Estates, Taxation and Business Insurance. 


Finance, including Investments, Corporation Finance, Banking and Credit. 


SB 2 eS ee ee 


Comprehensive Life Underwriting — a summary of life underwriting prac- 
tice fitted into the practical pattern everyday life insurance problems, both 
personal and business. (This is the last examination to be taken.) 


If you want information on enrollment for this year, contact the President of the nearest 
C.L.U. chapter or some C.L.U. in your community; call your local Life Underwriters’ 
Association, or write to the American College of Life Underwriters, 3924 Walnut Street, 
Philadelphia 4, Pennsylvania. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, New York 10, New York 
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Home Life Announces 
New Lower Net Cost 


SUBSTANTIAL DIVIDEND RAISE 
Some Premium Reductions Also Told 


Field Leaders at White Sulphur 
Springs Convention 


> announced September 8 at 
> field convention of Home Life, 


.. by President Wil- 





. WORTHINGTON 


yany’s results are % 


creases in company 


s and pointed out that this 
vd the company’s favorable dividend out- 


As Lc by 


the existing scale. 
amount to oe pe said ¢ on 


of insurance in force, 
greater than that 


> decreases in Family 
® and in Disabil- 


“Hitting 300” Theme 


chairms nanship of 


as 300 “symbolized 
» accomplished Pee 


that wile it is difficult to put one’s fin- 
secret of success, 


agree that the field underwriter who 
builds and maintains a clientele of 300 
sound clients through Planned Estates 
service is assured of a career which is 
more interesting, more satisfying and 
more lucrative.” 

On the program were a number of 
“how-to-do-it” sessions. Participating in 
a panel on “Hitting 300 through KASH 
(Knowledge, Attitude, Skills, and Hab- 
its)” were W. R. Tydings, CLU, Den- 
vers 9. 74: ae ee Pittsburgh; H. 
Liebross, ‘CLU, N Y'-Loewenheim and 
V. Brennan, Meade Another panel, 
on “The Business Interest,” featured 
talks by C. J. Malin, CLU, Chicago- 
Klein; and L. C. Lob, New Orleans. A 
third panel, consisting of I. F. Galla- 
gher, Policy Planning manager, J. S. 
Chamberlain, N.Y.- Bremner, and R. C-. 
3ouchard, Newark, discussed “Sound 
Planning.” In addition, W. B. Ferrell, 
Richmond, addressed the group on 
“Planned Estate Reviews.” 


Group Activities Discussed 


One morning of the three-day meet- 
ing was devoted to Group insurance 
activities. President Worthington intro- 
duced this portion of the program, stat- 
ing that Home Life’s decision five years 
ago to enter the Group insurance busi- 
ness appeared sounder today than ever. 
“I’m vitally interested in Group,” he 
said, “not only as it affects the growth 
of our company and the future of each 
fieldman, but also as it fulfills a social 
responsibility to provide security to a 
broad segment of the public.” Only by 
expanding coverage to the public can the 
individual life insurance companies fill 
the voids in family security which in- 
vite government encroachment in the 
life insurance field. 

Gerald K. Rugger, manager of Group 
insurance, announced that the company’s 


Group production in the first eight 
months of the year exceeded total 
Group production for all of 1953. “We 


increasing our 


are well on the way to 
1953 production by 50%. 









ALL LINES .... 
ALL POLICIES ... 


ALL BENEFITS ... 
ALL RISKS. .... 


M. O. Doolittle, President 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 

- Life, Accident & Health, Hospital and Group. 
. Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 

- Premium waiver, Double Indemnity, 
Income, Family Maintenance. 

- We will write substandard on ANY 
POLICY WE ISSUE. 
We have an excellent agency contract for Surplus Line Producers. For details, write: 

EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
Home Office: Jamestown, N. Y. 


NEW YORK OFFICE: 60 EAST 42nd STREET 


Family 





P. E. Tumblety, First Vice President 





The advantages of participating in 
regular Group activity were outlined by 
Francis H. Low, assistant to the presi- 
dent. He pointed out that the success- 
ful field underw riter gains in all-around 
prestige if he is equipped to offer Group 
service in his community, and at the 
same time enjoys an increased income. 

Edward C. Devine, assistant manager 
of Group sales, then introduced a 
three-man panel discussion dealing with 
their personal experiences in Group and 
the advantages of regular Group ac- 
tivity. Participating were E, J. Druilhet, 
New Orleans, P. Plyborn, agency field 
assistant, and A. G. Matson, Atlanta. 

The final speaker of the Group session 
was William Werber, of Washington, 
D.C. A former big-league baseball star, 
Mr. Werber is now an _ outstandingly 
successful life insurance producer. Mr. 
Werber told of his interest in Group 
insurance and indicated that his success 
in this field was the result of an open 
mindedness to new experiences and an 
alertness to clients’ needs. He spoke 
of one case after another where Group 
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skill. 






Quality Award. 














for such service. 


Me Belove 


@ Qualified underwriters 
modern compensation 
emphasis on training and underwriting 

We have such a plan. 


@ Underwriters of quality business should be 
adequately compensated. 
provides for payment of a bonus to our 
representatives who earn the National 


e@ Our policyowners are entitled to continu- 
ous service, and our representatives are 
entitled to adequate compensation for per- 
forming this service. 
vides an important and liberal lifetime fee 

For more information, 

























are entitled to a 
plan that places 


Our contract 


Our contract pro- 
















Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 




































































































































































































business was the outgrowth of close at- 
tention to the needs of his clients. 


Address by R. C. Ellis 


An inspiring address was made by 
Raymond C. Ellis, New York manager. 
Pointing to the life insurance industry 
as “one of the most competitive busi- 
nesses in the world,” Mr. Ellis told the 
qualifiers that life’s basic competition 
arises, not from rivalry among individ- 
uals, but from “the competition you 
have within yourself.” The battle of 
self-discipline and character-building is 
never truly finished, he said, and sug- 
gested continual study, planning and 
work as the basis for success in life 
underwriting. 

Mr. Ellis, who is Grand Master of 
Masons in New York State, called atten- 
tion to Home Life’s growth and develop- 
ment and hailed its contributions to 
the life insurance business. Among those 
he cited were Home Life’s contract 
for preferred risks, which was first is- 
sued in 1927, and the family income 
contract, which the company was first 
to issue in New York State. “Planned 
Estates,” the company’s service for own- 
ers of life insurance, drew special praise 
from Mr. Ellis, who styled it as an 
“entirely new philosophy of the sale of 
life insurance and the relation of the 
company to the buying public.” 


Arndt Coast Appointment 
The New York Life has appointed 
Michael P. Arndt as security analyst 
for its newly-opened Pacific region in- 
vestment office in San Francisco. The 
office is headed by Assistant Vice Presi- 
dent Wilson M. Underwood. Mr. Arndt 
is a graduate of Pomona College and 
Harvard Graduate School of Business 
Administration. Previously, he was 
with the investment department of New 
York Life’s home office. 





Ciesielski, Former Polish 


Soldier, Joins ALC Legal Staff 


Alexander Karol Ciesielski nas joined 
legal staff of American Life Convention. 
Born in Germany and raised in Republic 
of Poland he got his Master of Law 
degree at University of Posen in 1935. 
In the Polish Army he was a_ second 
lieutenant. He was admitted by the 
Court of Appeals of Posen to practice 
law and served three years as a junior 
judge preparatory to taking the bench 
exam in Lie When Poland was _in- 
vaded by Germans and Russians in 1939 
he took part in the battle of Warsaw 
as commander of an anti-tank platoon; 
was wounded and taken prisoner by the 
Germans. For five years he was a 
prisoner of war, being liberated by 
American forces in the spring of 1945. 
He then served as a liaison officer at 
the British military government in 
Germany. After demoblization he came 
to America on the German quota. 

Since living in: the U.. 8. Ago ne 
got a juris doctor degree at De Paul 
University while working for Electric 
Auto-Lite Co. 
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A New England Mutual General Agent ANSWERS SOME QUESTIONS about 


the 28 Graduates of 
our 6th New Agents Training Class 





Meet the head of a 150-million-dollar New England 
Mutual agency — Wm. Eugene Hays, C.L.U., of Boston, 
Massachusetts. From coast to coast life insurance men 


Agencies for New England Mutual, Gene Hays in- 
augurated the company’s New Agents Training Pro- 
gram. Mr. Hays said recently: ‘One of the most im- 
portant steps an agent can take towards a successful 
career is to enroll in a course of study leading toward 
the valuable C.L.U. designation.” 











of all ages call him ‘“‘Gene’”’. When he was Director of 


**How about those 28 career-trainees who graduated 
in May, 1947? Where are they today?”’ 
Twenty-four are still in the business. Five are now 
with other life insurance companies and are doing 
well. Seven went into general insurance brokerage 
and are giving New England Mutual a lot of business 


every year. Twelve are still with us. 


**How are those twelve getting along?”’ 
Five are now New England Mutual General Agents. 
One has become an executive in our home office. Six 
of them are in personal production — getting great 


results and moving ahead fast. 


**What kind of a start did they make in the 
business?’’ 
In their first year, the whole class paid for $6,416,000 
worth of business. That’s an average of $250,000 per 


man — a good beginning. 


**As they developed skill, how much better have 
they done?’’ 
Well, take those six still in personal production. Last 
year they sold $2,782,000 in the New England 
Mutual. That’s an average of $463,000 apiece. And 
even though one of them was on military duty for 
half the year, he wrote over $200,000 for us. 


**Did that course end their formal training?’’ 


No, indeed. New England Mutual provides a whole 
series of courses to develop our agent’s proficiency. 
These not only take him all the way to his C.L.U. — 


but keep on feeding his mind throughout his career. 


m NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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Minnesota Mutual’s 
Cornerstone Laying 


CIVIC LEADERS AT CEREMONIES 





President Harold J. Cummings Presides 
at Function Attended by Exec- 
utives and Others 
Ceremonies attended by state and 
local civic leaders and other guests 
marked the cornerstone laying of the 
new home office building of Minnesota 
Mutual Life in St. Paul September 7. 
Harold J. Cummings, president of the 
company presided. Also on hand for 
the occasion were members of the St. 
Paul City Council and the St. Paul 
Chamber of Commerce board of direc- 
tors. The full board of trustees and all 
officers of Minnesota Mutual Life at- 
tended as did some 400 home office 

employes. 

Among the guests was Sam R. Weems, 
general agent at McAllen, Texas, who 
was introduced as the “dean of the 
Minnesota Mutual field force” because 
of his more than 34 years with the com- 
pany. He paid tribute to the progress 
of the firm in its 74 years of existence. 

Thomas A. Phillips, chairman of Min- 
nesota Mutual board of trustees, did the 
honors in the actual laying of the cor- 
nerstone. It was he who threw the first 
trowelful of concrete to seal the copper 
cylinder inside the stone. In the box 
were the items distinctive and typical of 
the company’s accomplishments over 
the years. 

Mr. Cummings revealed that it is ex- 
pected the new building will be occu- 
pied by August, 1955, in time for the 
75th anniversary of the company. The 
new address will be “Victory Square, 
St. Paul 1, Minnesota.” 





GROWTH OF MURRELL AGENCY 
Mutual Benefit Life California General 
Agents Led Company in July and 

August 

The California agency of Mutual 
Benefit Life, Murrell Brothers, led the 
company in July and August with more 
than $3, 250,000 paid for in those months, 
being an increase of more than 100% 
compared with the same period of last 
year. The increases have come in pro- 
grammed sales, estate planning, insur- 
ance for wealthy women and _ large 
juvenile sales. The agency’s average 
sized policy has gone up to more than 
$13.000, but the percentage of term re- 
mains less than 12%. Loans to agents 
are less than they were a year ago, 
due to larger commission payments. In 
recruiting the agency is taking on one 
man from each 20 interviewed. One rea- 
son for the increase in business is that 
the agents taken on since World War 
II termination are reaching the age 
when their clients are climbing to more 
success, the agency Says. 


Week’s Seminar on Pension 


Planning Held at Waldorf 


A seminar on pension and _profit- 
sharing plans and employe benefit pro- 
grams was held at the Waldorf-Astoria 
Hotel, New York, week beginning, Sep- 
tember 13, under the auspices of the 
Pension Planning Co. of 260 Madison 
Avenue, New York City. 

a the discussion leaders were 
N. Horelick, vice president, and John 
a, Mallon Group insurance manager, 
Equitable Society; Meyer Melnikoff, as- 
sociate actuary, The Prudential; Fred 
P. McKenzie, vice president, the Han- 
over Bank. 

Also, G. Warfield Hobbs, pice presi- 
dent, National City Bank and City Bank 
Farmers Trust Co.; Anthony J. Kear- 
shes, vice president, Manufacturers 
Trust Co.; Arthur J. Meuche, pension 
trust director, Chemical 3ank = and 
Trust Co.; and Harold M. Perry, per- 
sonnel director C.I.T. Financial Corp. 

Moderator was Meyer M. Goldstein, 
executive director, Pension Planning Co. 


Manhattan Life Liberalizes 


War Hazard Underwriting 

Manhattan Life of New York has an- 
nounced a liberalization of its war haz- 
ard underwriting, effective immediately. 
Applicants on full-time active duty in 
the Armed Forces will now be consid- 
ered as follows: 

Commissioned and warrant officers 
age 40 and over $20,000 without war 
Commissioned and warrant offi- 
cers under 40, $10,000 without war 
Enlisted men, $5,000 without war 


clause. 


clause. 
clause. 

Annapolis and West Point cadets will 
be considered without war clause for up 
to $10,000, but policy will have aviation 
exclusion rider. 

Members of ROTC or of any similar 
organization, will be considered for 
$10,000 but policy will have aviation 
exclusion rider if aviation training is 
or may be involved. 

Submarine officers may apply for up 
to $10,000 with a rating of $2.50 per 
thousand. 

Civilians classified 1A in the draft, 
or those planning active military service 
will usually be written without a war 
clause. 

Policies issued without war clause to 
military risks will be Ordinary life or 
higher premium plans, with Family In- 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 





60 Cedar Street, New York 5, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








come or Home Protection Riders where 
applicable, provided the total face 
amount plus the commuted value of the 
rider does not exceed specified limits. 
Automatic Waiver of Premium will be 
included in standard policies. Term 
plans will require a war .clause. 

The liberalizations are intended to as- 
sist regular agents of the company on 
business written in the normal course 
of solicitation, and not for the purpose 
of specializing on military risks. 


L. H. Wiland’s New Post 


L. H. Wiland has been appointed 
agency secretary of Republic National 
Life of Dallas, according to Clarence J. 
Skelton, vice president and director of 
agencies. 

A graduate of the School of Business 
Administration at the University of 
Texas, Mr. Wiland joined the agency 
department of Republic National Life 
in March, 1952. 















“,.eHave You Heard?. 


511 FIFTH AVENUE NEW YORK 17, NEW YORK 


«-- What Postal did for me?” 
-+- *Here’s how Postal 
helped me place a case...” 


“Postal got me out of a real 
sales jam” ...“I had a com- 
plicated case with four ex- 
ecutives for $50,000 each— 
the Postal GA really showed 
me how to handle it.” 


Yes, word gets around the 
street, one Broker tells an- 
other... that’s why Postal 
is so highly thought of by 
those “in the know”. Here’s 
Brokerage service, variety 
of policies, and underwrit- 
ing at its best. 


You should know about this 
service, too. Try us on one 
or two cases. Today! 


OSTAL LIFE 


GEORGE KOLODNY, President 








Spokane Office Opened 
By Manufacturers Life 


Manufacturers Life has announced 
the establishment of a branch office in 
Spokane and the appointment of Regin- 
ald H. Moffett as branch manager. 

An experienced insurance man, Mr. 
Moffett has a fine record as a successful 
field man as well as considerable experi- 
ence aS an agency supervisor for a 
Jeading Spokane life agency. Before en- 
tering the life insurance business, he 
owned and operated a retail store in 
Spokane. Mr. Moffett will be respon- 
sible for building a sales organization 
for Manufacturers Life and will develop 
the company’s brokerage operations in 
that section of the state. 

A worldwide organization, incorpo- 
rated in Canada in 1887, Manufacturers 
Life established its first branch in the 

United States in 1903. Since that time 
the company has greatly expanded_ its 
operations and the opening of the Spo- 
kane branch brings to 17 the number 
of Manufacturers Life offices in this 
country. The company has done busi- 
ness in the Pacific Northwest since 1927 
when their Seattle branch office was 
opened. 


New England Mutual Names 
R. E. Cross Ass’t Actuary 


New England Mutual has appointed 
Rowland E. Cross, assistant actuary. 

Mr. Cross is a graduate of Yale, where 
he earned magna cum laude honors in 
mathematics and was elected to Phi 
Beta Kappa. After three years of Navy 
service during World War II, he con- 
tinued study of mathematics and also 
taught the subject at both Harvard and 
Massachusetts Institute of Technology. 
Armed with an M.A. degree from Har- 
vard, he taught for one year in lowa, 
then joined the New England Mutual's 
actuarial department in 1948. 

He became a Fellow of the Society 
of Actuaries last spring. 


YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 





Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
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Prudential Advances Four 


On Its Home Office Staff 


Promotions of four Prudential execu- 
tives to key comptroller and actuarial 
posts were made last week. 

James E. Booher was promoted to 
associate comptroller, Stanley W. Gin- 
gery and Ellsworth E. Strock to asso- 
ciate actuaries and Richard J. Mellman 
to assistant actuary. 

Mr. Booher has been associated with 
Prudential since 1935. Assistant comp- 
troller since 1947, he attended Miami 
University in Oxford, Ohio, and holds a 
master’s degree from the University of 
Iowa. 

Mr. Gingery, a graduate of Akron 
University, has been a member of the 
company’s actuarial staff since 1939 and 
was an assistant actuary. 

Mr. Strock studied at Yale College 
and holds a master’s degree from Yale 
Graduate School. An assistant actuary, 
he joined the actuarial department in 
1934. During World War II he was a 
lieutenant commander in the Navy. 

Mr. Mellman recently returned to 
the home office from Los Angeles, 
where he was associate actuarial di- 
rector of the company’s Western home 
office. He is a graduate of Harvard 
College and joined Prudential in 1940 
following studies at Harvard Graduate 
School. He was an Army captain dur- 
ing World War II. 


Medical Directors to Hear 
Radioactive Isotopes Talk 


The 63rd annual meeting of the As- 
sociation of Life Insurance Medical Di- 
rectors of America will be held at Royal 
York Hotel, Toronto, October 12-14. 
President is Richard C. Montgomery, 
medical director, Manufacturers Life. 

One of the papers will be on radio- 
active isotopes and insurability to be 
delivered by John P. Gemmell, medical 
director, Monarch Life, Winnipeg. A 
symposium on coronary artery disease 
will have as its speakers Dr. J. Keith 
Gordon, medical director, Sun Life of 
Montreal; Edward S. Miles, assistant 
medical director, The Prudential of 
Great Britain; and Clifton L. Reeder, 
medical director of Continental Assur- 
ance. The present medical situation will 
be the topic of Ray F. Farquaharson, 
professor of medicine, University of 
Toronto. John H. Halliday, medical di- 


rector, Australian Mutual Provident 
Society, will discuss basal systolic 
murmurs. Donald H. Woodhouse, as- 


sistant medical director, Sun Life of 
Canada, is also on the program. Col- 
leges represented among the speakers 
are University of Toronto, University of 
Montreal and McGill University. 


Manhattan Life Leaders 


The Richard M. Grosten Agency, Los 
Angeles, has won the award for com- 
pany leadership in paid volume during 
the Fordyce Summer Campaign, held 
annually in honor of Manhattan Life’s 
Board Chairman J. P. Fordyce. The 
agency further distinguished itself by 
leading in Group sales, as well as in 
Division One of the competition during 
June, July, and August, thereby winning 
a total of three of the seven plaques 
offered by the home office. 

Other agencies receiving awards were 
the Percy A. Peyser Agency, New 
York City; John F. Fixa Agency, San 
Francisco; Charles H. Glueck Agency, 
Gary, Ind.; Harry W. Porter Agency, 
Pittsburgh. 

Mr. Porter, who was appointed a gen- 
eral agent in February this year, also 
stood out during the President’s Month 
campaign in April, when his agency won 
a divisional leadership award. Follow- 
ing the Grosten Agency in volume for 
the Fordyce Campaign were the James 
G. Ranni Agency, New York, in sec- 
ond place and the M. Milton Sobel 
Agency, Philadelphia, third. 


Commissioner Kavanaugh, 
Colorado Is Retiring 
Luke J. Kavanaugh, Colorado State 
Commissioner for the past 15 years, will 
retire in October, having held the job 
a year after he told the Governor he 


wanted to get into private life. His 
resignation was received by the Gov- 
ernor with regret. 

Born in Springfield, Mass., and a 
graduate of Brown University he also 
studied at Boston University Law School 





and Denver University Law School. Be- 
fore entering law practice he was a 
daily newspaper man. He came to Den- 
ver 45 years ago and at one time was a 
prosecuting attorney for six counties. 
From 1934 to 1937 he was a special as- 
sistant to the U. S. Attorney General in 
Department of Justice trying and set- 
tling War Risk insurance claims arising 
out of World War I. That post he re- 
signed to become chief deputy in the 
Attorney General’s office in Colorado in 
1937. He was appointed Insurance Com- 
missioner in 1939. 


Hear L. E. Throgmorton 

Louis E. Throgmorton, vice president 
and director of public relations of Re- 
public National Life, Dallas, addressed 
the luncheon of the 13th North Texas 
Personnel and Industrial Relations Con- 
ference in Dallas this week. The con- 
ference, whose theme was “Enlightened 
Personnel Management,” was sponsored 
by the Dallas Personnel Association and 
Southern Methodist University. Mr. 
Throgmorton’s address was entitled 
“Supervision or Snooperision.” 








JUVENILE INSURANCE 


With the 


NEW LOOK 








A LIFELONG LIFE INSURANCE BARGAIN 


Insurance Increases Fivefold at Age 21 


$5,000 Policy Increases to $25,000 at Age 21 . . . No Premium Increase 
INSURANCE PAID-UP AT AGE 65 














TOTAL CASH PROFIT PAID-UP PARTICIPATING 
AGE AT TOTAL CASH PREMIUMS AT AGE 65** LIFE INSURANCE 
ISSUE AT AGE 65** TO AGE 65 OR ESTATE OF** 
0* $34,664.60 $14,946.75 $19,717.85 $40,821.35 
5 33,353.85 15,921.00 17,432.85 39,510.60 
10 32,132.95 17,066.50 15,066.45 38,289.70 
15 30,713.35 18,327.50 12,385.85 36,870.10 

















age 10.) 





LIFE 


*Insurance in first policy year $1,250. 
**Includes accumulated dividends based on present schedule — not guaranteed. 


(Issued at ages O — 15. In New York State 5—15 and at ages 0 — 9 with return of premiums death benefit to 


_MassachusetpMatua 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholder’s Life Insurance Company 
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Program Completed for 
LAA Annual Meeting 


SEPTEMBER 27-29 IN CINCINNATI 





Signposts of Public and Press Relations, 
Sales Promotion, Advertising To Be 
Discussed by Speakers 


The program is completed for the 
annual meeting of the Life Advertisers 
Association which will be held Septem- 
ber 27-29 at the Sheraton-Gibson Hotel, 
officer at the 


Cincinnati. Presiding 


opening session—Myron Jones, assistant 
superintendent of agencies, Union Cen- 
tral—will introduce three speakers— 
Wendell F. 
Union Central, who will extend welcome 
to LAA; Jack R. 


dent, Business Men’s Assurance, who as 


Hanselman, vice president, 
Morris, vice presi- 


LAA’s president will make a “progress 
report” for the year which he has titled, 
“The Route We're On,” and Ralph R. 
Lounsbury, president, American Life 
Convention and head of Bankers Na- 
tional Life, Montclair, N. J., whose topic 
will be “Significant Sights to See.” 
Luncheon speaker will be James Rat- 
liff, Cincinnati Enquirer, who will speak 
Relations.” 


on “Signposts of Press 


President Morris will introduce him. 


Mrs. Hindermann Afternoon Attraction 


One of the afternoon attractions will 
be Mrs. Richard L. Hindermann, wife of 
the director of public relations for Pan- 
American Life. Proclaimed by Colliers 
magazine as one of New Orleans’ ten 
most beautiful women, Mrs. Hindermann 
proposes in her talk, “A Tip of the 
Bonnet,” to place a wifely crown atop 
the many hats worn by life insurance 
advertisers. 

Other afternoon speakers will be A. 
L. Cawthorn-Page, manager of Cana- 
dian publications division, Metropolitan 
Life, whose topic is “Fedora or Feather 
—We Travel Together,” and Stephen A. 
Douglas, sales promotion director of the 
Kroger Co. He will talk on “Signposts 
of Sales Promotion and Advertising.” 


Second Day’s Features 


An LAA wives’ breakfast will take 
place at 9 a.m. the second day. Clif- 
ford B Reeves, public relations vice 
president, Mutual of New York, will 
preside at the general session that 
morning. Speakers include William 
Werner, director of public and legal 
services, Proctor & Gamble, and past 
president, Public Relations Society of 
America; Dr. Swayne Orton, editor of 
IBM’s Think magazine, and John F. 
Morrissy, advertising manager, Life 
magazine. Respectively they will discuss 
signposts of public relations, human side 
of business and signposts of the market 
place. 

In the afternoon with President Mor 
ris in the chair the annual business 
meeting will be conducted, following 
which the Prudential’s film, “You Are 
There Too,” will be shown with com 
mentary by Henry M. “Ty” Kennedy, 
director of advertising for that com 
pany. In the evening the Cincinnati 
companies will be the hosts at a re- 
ception to be held in Pavilion Caprice, 
Netherland Plaza Hotel. The dinner- 
dance that follows will be held at the 
same hotel 

The annual meeting will close 
Wednesday morning with the following 
program of activities: a talk on “Handi- 
work on Display,” by A. N. Beardshear, 
Ohio National’s sales promotion: di- 
rector and chairman of LAA’s exhibits 
committee; talk on “Telling the Home 
Folks,” by Edwin P. Leader, advertis- 
ing manager, Bankers Life of lowa, who 
will preside at this session, and a final 
talk by W. T. Grant, board chairman, 
3usiness Men’s Assurance, entitled “I’m 
Impressed—Now Let’s Go.” Closing 
event will be induction of new president 
and executive committeemen. 


Hancock Posts for McVie, 


Gilman and Williamson 


Robert L. McVie has been elected 
assistant secretary, John Hancock, of 
which he has been associate claim di- 
rector since 1953. At the same _ time, 
Lawrence B. Gilman, associate counsel, 
has been appointed claim director and 
Nathaniel P. Williamson, field auditor, 
becomes assistant auditor. 

Mr. MeVie is a graduate of Wabash 
College and Harvard Business School. 
From 1939 to 1942 he was with the co- 
ordination division, Metropolitan Life, 
working in expense analysis and meth- 
ods procedure. In World War II he 
was a communications officer in U. S. 
Naval Reserve with rank of lieutenant. 
He joined John Hancock in 1951 as 
assistant personnel director and in 1953 
became associate claim director. 

Mr. Gilman, a graduate of Harvard 
and Mercer Beasley Law School (now 
part of Rutgers), was a lawyer in Eliza- 
beth, N. J., until 1942. In World War 
II he was 32 months in the Pacific with 
Army Air Force, being discharged as a 
captain. He joined Hancock in Febru- 
ary, 1946, as an attorney, became associ- 
ate counsel in May, 1948. Mr. William- 
son, graduate of Bentley School of Ac- 
counting and Finance, joined finance 
department of Hancock in October, 1928. 
In 1949 he joined company’s auditing 





Alan F, Lydiard 
ROBERT L. McVIE 


department staff and for several years 
has been handling specialized auditing 
functions in home office and field. 
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— CAREER GIRL — 


To head programming section of 
successful agency representing 
large life insurance company. 
Situated mid-town New York 
City. Ideal opportunity with at- 
tractive salary arrangement. Box 
2270, The Eastern Underwriter, 
93 Nassau Street, New York 38. 











Plans for State Mutual’s 
Group Conference Sept. 27 


State Mutual’s annual Group insur- 
ance conference will be held at the 
Oyster Harbors Club, Cape Cod, Sep- 
tember 27-29, under the direction of 
Alan R. Willson, Group secretary, and 
Arthur A. Dunn, assistant secretary. 
Field representatives from all parts of 
the country will participate in Group 
discussions and several home office ex- 
ecutives will speak on the latest devel- 
opments in specialized phases of Group 
insurance selling. 

Field representatives taking part in 
the program are: Ben C. Thayer and 
J. McKay Boswell, Jr., Atlanta; G. Rick 
O’Shea and Harold C. Hodson, Balti- 
more; Richard E. Mathes, Charles F. 
Kitching, Boston; Bruce B. Crawford, 
Buffalo; Richard N. Hammond and 
Harry J. Warms, Chicago; Wesley A. 
Watling and Thomas L. Cheetham, Cin- 
cinnati; Joseph J. Yheaulon, Lawrence 
E. McLean, and Willard H. Payson, Jr., 
Cleveland; A. Frederick McLaughlin 
and Stanwood G. Ladd, Detroit; J. 
Henry von Pein, Houston; Allen S. Oz- 
burn, CLU, Kansas City; Donald R. 
Lawrenz, Los Angeles; Lincoln B. 
Keith, Memphis; Robert A. Breiden- 
bach, Minneapolis; Allin B. Turner, 
Gerald H. Bushey, William W. Mauke, 
William G. Mehard, Edward F. Nara- 
more, Jr., and Charles A. Pearson, New 
York; Fred W. Banfield, CLU, Ronald 
C. Ames, George R. Brockway and Ken- 
neth K. Walch, Philadelphia; and H. 
Drew Snyder and Philip W. Leighton, 
Pittsburgh. 

The following members of the home 
office staff also will be on the program: 
Arthur A. Dunn, assistant secretary of 
Group division; Abbott P. Allen, mana- 
ger of Group term and casualty under- 
writing; William A. Henning, Jr., as- 
sistant manager of Group term and 
casualty underwriting; Norman Norton, 
assistant secretary Group division; Wil- 
liam R. Reitzell, manager Group sales 
administration department; Harold V. 
Lyons, actuary of Group division; and 
Donald C. Day, assistant manager of 
Group sales department. 


Appoints David D. Reid 


The New England Mutual has ap- 
pointed David D. Reid as a Group rep- 
resentative associated with its Chicago 
district Group office, under management 
of Richard M. Rohn. Mr. Reid has 
been a member of the home office Group 
sales division since May, 1953. 

A graduate of the University of 
Massachusetts, Mr. Reid was associated 
with General Electric in Schenectady 
for a year before entering the Group 
insurance field. 


J. M. Van Hecke Promoted 


Jefferson Standard Life announces 
promotion of James M. Van Hecke to 
assistant secretary and assistant mana- 
ger, Policyholders Service department. 
Van Hecke has worked in several de- 
partments and branch offices of Jeffer- 
son Standard since June, 1938. He has 
served two tours of Navy duty. 
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G. J. Spahn Called Back 
To Met’s Head Office 


WAS MANAGER FOR CANADA 





Will Be Associated with Vice President 
Cecil J. North in Broad Adminis- 
tive Field Responsibilities 





Glen J. Spahn, second vice president, 
Metropolitan Life, for past seven years 
the company’s Canadian 
has been called back to 
in New York to assume 


in charge of 
organization, 
home office 





Copyright by Karsh 
GLEN J. SPAHN 


broad administrative responsibilities re- 
lated to the company’s over-all field op- 
erations in the United States and Can- 
ada. He will be associated with Cecil 
J. North, vice president in charge of 
field operations. The Metropolitan or- 
ganization includes about 29,000 field 
representatives and clerical employes in 


1,000 local field offices throughout the 
two countries. Mr. Spahn is succeeded in 
Canada by Brooke Claxton, formerly 
Minister of Defense for Canada, who 
resigned from the Canadian government 
on July 1 to accept the post. 


Joined Met. in 1927 


Associated with the Metropolitan 
since 1927, and an officer since 1941, Mr. 
Spahn started with Metropolitan as an 
agent and in slightly less than ten 
years was promoted through various 
field positions to superintendent of 
agencies. Prior to his administrative 
post in Canada, he had been in charge 
of field personnel and field training in 
the United States. 

During the seven years and a few 
odd months of Mr. Spahn’s term of 
office in Canada, Metropolitan life in- 
surance in force there increased more 
than 50%. This increase amounted to 
$1,100,000,000. Total Metropolitan busi- 
ness in force in Canada at the end of 
1953 exceeded three billions. Mr. Spahn 
supervised an organization of 2,200 
field-men and clerical employes in 90 
local offices throughout Canda, and a 
staff of 1,100 in the head office at 
Ottawa. 

In Ottawa Mr. Spahn was active in 
community affairs through his partici- 
pation in the industrial and member- 
ship committees of the Ottawa Board 
of Trade; as a member of the YMCA 
board of governors; and in community 
chest work. 

Born in Nebraska he attended North 
Central College, Naperville, Ill., and Uni- 
versity of Nebraska. With the excep- 
tion of two months spent with a gen- 
eral insurance agency, his entire busi- 
ness career has been with the Metro- 
politan, which he joined as an agent 


in Rockford, Ill., on September 19, 1927. 
lis advancement to assistant manager 
and to agency supervisor came rapidly, 
and in January, 1934, he was appointed 
manager of the Madison, Wis., district. 

In December, 1935, he was promoted 
to the then newly created position of 
assistant superintendent of agencies, 
and was assigned to the company’s 
Great Lakes territory. On July 1, 1937, 
he became superintendent of agencies in 
charge of the company’s Southwestern 
territory. 

Mr. Spahn was appointed field per- 
sonnel officer of the Metropolitan in 
1941, in 1944 he was promoted to third 
vice president, and in December, 1946, 


YOUNGMAN AGENCY OUTING 

The Arthur V. Youngman New York 
agency of Mutual Benefit Life, Newark, 
N. J., held its annual outing at the 
Montclair Country Club September 17, 
it was announced by Associate General 
Agent Russell Knapp. Mutual Benefit 
Life President H. Bruce Palmer and 
other top company officers were among 
the guests present. 





was advanced to second vice president. 
He was placed in charge of the Cana- 
dian head office and of the Metropoli- 
tan’s operations in Canada, February 1, 


1947. 


Saulsberry Oklahoma City 
Manager for Guardian Life 


Guardian Life has appointed Charles 
W. Saulsberry, CLU, as manager of the 
Oklahoma City agency. Resident of 
Oklahoma City for 28 years, he has been 
in life insurance since 1945, received his 
CLU designation in 1953 and is currently 
president of the Oklahoma City Associa- 
tion of Life Underwriters. He spent 16 
years on the editorial staff of the Daily 
Oklahoman and the Oklahoma City 
Times. . 





WHO WRITES WHAT? 


WE DO! 


Have you been stymied in serving an old policyowner because you couldn't write 
family income without a base policy? 


Would you like to cover the new 30-year mortgages with pure reducing term? 


Have you clients who need family income riders for an odd number of years? 


Do you need low-cost protection for a short period to cover a debt? 


IF SO, Northwestern National Life’s HOME PROTECTOR is the answer. 





» It is decreasing term without a base policy. 


» It is participating with annual dividends which can be accumulated 
as a conversion fund. 


> It is issued with automatic waiver of premium included in the rate. 


» It is issued sub-standard up to 250% mortality. 


> It is extremely low in net-cost but pays you top commissions. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 Years’ Experience in Brokerage Sewice 


Second in a Series 
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Closing Techniques Suggested By 
Fred Kimball, New York Life 


The closing process begins when the 
agent enters the prospect’s home or of- 
fice, said Fred G. Kimball, manager basic 
training for New York Life, addressing 
the session on Thursday. 

“During the interview a problem is 
uncovered and fixed, and life insurance 
is presented as the solution,” he said. 
“Now, the only thing remaining is to 
secure action. If the preceding steps 
were well done, both logically and emo- 
tionally, the closing process becomes 
more or less mechanical. It has been 
said that a big shot is nothing but a 
littie shot that keeps shooting. A suc- 
cessful closer is nothing but a mediocre 
closer who keeps attempting to close. 
He gives his prospect a sufficient num- 
ber of opportunities to buy. There are 
many basic techniques that make 
stronger closes and I like to refer to 
some of these time-tested, sure fire 
B, C’s of closing. 


“The letter A stands for Assumed 


principles as the A, 


Consent and serves as a reminder to 
close on this basis at the completion 
of the presentation. The Assumed Con- 
sent close is beyond any doubt the most 
successful closing method in existence 
in the sales field today. Your product 
is good, it is the only solution for 
most men, and there is no reason why 
you should not assume that your pros- 
pect is ready to do business with you 
now. Therefore, you ask him to buy by 
saying, ‘I assume you would wish your 
wife to receive the benefits of this 
contract if anything should happen to 
you. What is her first name?’ This one 
closing idea will probably be all that is 
necessary in 60% of the closing inter- 
views you have 
Bargain Appeal 


“The next letter B refers to the 
3argain Appeal close. In spite of the 
good times we have been enjoying, the 
idea of securing a bargain still holds 
a tremendous amount of appeal to many 
buyers. At least it does in New York 
City where the discount houses are run- 
ing rampant. References to the non- 
forfeiture values, the good property as- 
pect of life insurance, equips you with 
the necessary appeal to the buyer’s bar- 
gaining instinct. Mention the savings 
element in the cash value, indicate that 
the paid up values equal or exceed the 
total premiums paid in by the third or 
fourth year, point out the advantages of 
extended term insurance. The non- 
forfeiture values, by themselves, afford 
you an opportunity to take three quick 
swings at the prospect. 

“C” helps recall the value of the Cost 
of Delay close. An explanation of the 
Cost of Delay is sound and basic selling, 
and accounts for a great deal of business 
today. Perhaps you may wish to sum it 
up as one New York Life agent, Cornie 
Scheid, does by saying, ‘Mr. Prospect, 
if you delay your purchase of this 
plan now, one of three things will hap- 
pen. Either you will pay more, buy less, 
or ta':e a cheaper contract.’ Of course, 
in addition to the aforementioned dis- 
advantages, the prospect is: (1) running 
the risk of becoming uninsurable; (2) 
preventing his family from having the 
protection in the event anything should 


happen to him; and (3) keeping himself 
from enjoying as good a return from 
the plan. All of these are fundamental 
to the sale of life insurance and yet 
their importance is sometimes over- 
looked in the sales interview. 

“The letter D refers to Deferred In- 
come for the prospect’s dreams of his 
future. Appeal to selfish motivation is 
no doubt the second strongest moti- 
vating appeal in existence today. It is 
wrapped around an explanation of re- 
tirement benefits in the life insurance 
contract. Unfortunately, some men do 
not love their wives and children and 
have no sense of responsibility to their 
families. Others realize that there comes 
a time in life when they can no longer 
afford to take a chance on_ losing 
money. In either case they are vitally 
concerned with what the plan will do 
for them. Point out the guaranteed 
income at ages 55, 60, or 65, as well as 
the cash value available at those times. 
After the income-producing ability of 


life insurance has been illustrated, you 
might say ‘As you can see, Mr. Pros- 
pect, this plan will provide $100 a month 
income to you for life. Do you think 
$100 will be enough, or would you rather 
have $150 per month?’ The man who 
had proved to be a tough prospect will 
often beam all over when he thinks of 
what the plan will do for him and selfish 
motivation has claimed another success- 
ful sale. 


Examination Close 


“E brings to mind a time-tested idea 
that has helped to close many hesitant 
and procrastinating prospects. The old 
Examination Close. Offer the prospect a 
challenge—take away all of the advan- 
tages that you have been discussing. 
Closing on the basis of the medical ex- 
amination is always a good parting shot. 
Indicate to your prospect that it takes 
more than money to purchase this plan, 
and that his good health is of major 
importance. You might say, ‘You look 
mighty healthy now, Mr. Prospect, and 
there certainly shouldn’t be any reason 
why this plan would not be available for 
you. However, I am not the man to 
determine that. Could you see the doc- 
tor this afternoon at two or would to- 
morrow morning at ten be preferable? 
In this way we can ascertain if my 





Medical Research and Liberal Underwriting... 
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a blood deficiency disease of the 
middle aged. 


In 1926 the successful use of liver 
in the treatment of this impairment 
began to be widely publicized. This 
notable advance in medical science 
was immediately reflected in mortality 
records. 
patients under skilled medical care 
may look forward to a close to average 
expectation of life (and they now can 
buy life insurance). 


Today Pernicious Anaemia 


The Manufacturers Life, an early 
entry in this substandard field, now 
accepts Pernicious Anaemia cases at 
a comparatively small extra.* 


* Mortality of 150% - 200% 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


YOUR OWN COMPANY FIRST 


THEN 


THE 


MANUFACTURERS 
INSURANCE alias COMPAN) 





company will offer you this excellent 
plan.’ 

“If your presentation has held any 
appeal at all, these five closing devices, 
the A, B, C’s of successful closing, will 
help you successfully consummate the 
sale. You will tremendously improve 
your present closing ratio if you will 
only remember to ask your prospect 
to buy once or twice more than you are 
doing now.” 


Herbert Graebner Dean of 
American College of L. U. 


Boston—At the annual meeting of 
American College of L. U. here, Herbert 
C. Graebner, CLU, presently dean of 
the College of Business Administration 
of Butler University and prominent in 
CLU work, was elected dean of the 
American College of Life Underwriters. 
He will join the college at Philadelphia, 
February 1, to occupy the post left va- 
cant when Dr. Davis W. Gregg, CLU, 
was made president of American Col- 
lege. He is a member of many educa- 
tional and other organizations including 
American Association of University 
Teachers of Insurance. Graduate of 
Valparaiso University in 1930 he re- 
ceived the MBA degree at Northwest- 
ern University in 1931. He was a Fellow 
in the Huebner Foundation for Insur- 
ance Education at University of Penn- 
sylvania in 1946-48. 


Meetings of CLU Teachers 


Teachers of CLU study classes in the 
East will meet this fall in a series of 
educational conferences conducted by 
the American College of Life Under- 
writers. The sessions will be held in 
Hartford, October 21 and 22; Buffalo, 
October 28 and 29; Philadelphia, No- 
vember 4, and 5; and Atlanta on No- 
vember 18 and 19. 
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Zeigen Outlines Value 
Of CLU Designation 
AT NEW YORK INSURANCE DAY 


Tells Insurance Broker Audience of Six 
Major Advantages To Be Derived; 
5,200 CLUs Now 


Samuel L. Zeigen, president, New York 
Chapter of CLU and general agent of 
Provident Mutual Life, participated in 
the second New York Insurance Day 
on September 15 at Biltmore Hotel, 
New York, by speaking on “The Public, 
the Broker and the CLU.” He said his 
main purpose was to help bring the CLU 
message to a larger number of people 
as well as to create a better under- 
standing of its values. 

Mr. Zeigen told his audience that the 
CLU movement is now 27 years old. 
“There are 5,200 CLUs and thousands 
more will receive their designation in 
the next few years who have already 
passed one or more of the five parts of 
the CLU examination,” he said. 

As to what advantages the broker gets 
from attaining the CLU designation, 
Mr. Zeigen enumerated the following: 

“First, study for the CLU broadens 
the broker’s sales horizon, and gives him 
a vision of the possibilities for service 
to his clients which he did not even sus- 
pect existed. 

A Weapon of Offense 

“Second, it gives the broker a weapon 
of offense. For example, take the case 
of the reluctant prospect, a person who 
gives the broker all the usual reasons 
as to why he should not make a change. 
The chances are that this man’s life in- 
surance has not been properly serviced. 
If the broker is capable of doing a 
thorough and competent job in connec- 
tion with the man’s life insurance and 
other assets, he places himself in a po- 
sition of pointing out to the prospect 
that if he did such a good job with the 
life insurance, it is to be assumed that 
he will do an equally good job with 
the general insurance. In other words, 
if he cannot get in the front door, he is 
attaining his end by getting in the back 
door, through the knowledge obtained 
by study for the CLU. 

“Third, it gives the broker a defensive 
weapon. It will be readily agreed that 
every good client is a target risk. He 
is constantly being approached by 
other brokers to let them service his 
account. It naturally follows that the 
broker who has properly arranged not 
only his client’s general insurance but 
also his client’s life insurance has tied 
himself that much closer to him. He 
thus reduces to a minimum the possi- 
bility of losing the client to another 
broker, 





Adds to His Prestige 


“Fourth, it adds to his prestige. One 

of the most important factors in selling 
is the proper prestige. The broker can 
add substantially to the client’s opinion 
of his abilities by rendering the best 
possible service with the client’s life 
insurance. The more enthusiastic the 
client is in recommending a broker to 
others, the easier is the broker’s path 
to another client. The reason is that 
prestige has preceded the call, and noth- 
ing will add more to prestige than 
making a client like his life insurance 
better than he has ever liked it before 
by making him understand what he real- 
ly owns in his life insurance policies. 
_ “Fifth, it helps to increase the broker’s 
income because it ‘teaches him to recog- 
nize a life insurance situation when he 
sees it. One of the major differences 
between mediocrity and success in sell- 
ing is the ability to recognize more 
life insurance situations and not to pass 
them by. 

“Sixth, it gives the broker a greater 
Sense of satisfaction with the work he 
is doing. Without this, no effort is 
worthwhile. The important point with 
regard to this inner satisfaction is, 
that in the majority of cases, the greater 
the satisfaction, the greater the income. 
In other words, point 5 and 6 seem to 
be tied together, provided that the broker 
has no mental reservations about this 
matter of inner satisfaction.” 


Colonial’s Philadelphia 
Staff Visit Home Office 


The agents of the Philadelphia branch 
office of Colonial Life together with 
their wives, were honored at a luncheon 
at the home office in East Orange, N. J., 
last week at the climax of a successful 
quarter-million dollar five-week sales 
campaign. 

President Richard B. Evans and Vice 
President James G. Bruce congratulated 


Manager David Abrams and the mem- 
bers of the Philadelphia branch for 
their fine performance during the first 
six months which culminated in the 
five weeks’ sales contest. 


ALC Legal Program 


Chairman Ray B. Lucas of legal sec- 
tion, ALC, announces program for that 
section’s meeting in Chicago, October 5. 


Among speakers will be Rowland H. 
Long, general counsel, Massachusetts 
Mutual; Phineas M. Henry, vice presi- 
dent and general counsel, Equitable of 
Iowa; Robert Dechert, general counsel, 
Penn Mutual; Joseph O’Meara, dean, 
School of Law, Notre Dame Univer- 
sity; William H. Abell, general counsel, 
Commonwealth Life; Stuart A. Mce- 
Carthy, associate counsel, Equitable So- 
ciety, and Ralph H. Kastner, general 
counsel, ALC. 








reasons why 





you should become a 


C.L.U. 


] The C.L.U.’s income actually increases while he is 
preparing for exams! 





The typical C.L.U. earns a higher income after 
attaining his designation! 


3 He enjoys higher prestige among his associates and clients! 


He benefits from valuable associations with other successful 
life insurance people at the local C.L.U. chapter meetings... 
and from the informative material he regularly receives from 
the American College of Life Underwriters. 
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Occidental Opens First 
Canadian Branch Office 





C. LAWTON 


ROBERT 


Occidental Life of California has an- 
nounced the opening of its first branch 
office in Canada, located at 33 Bloor 
Street, East, Toronto, and the appoint- 
ment of Robert C. Lawton as_ branch 
manager. A reception marking the open- 
ing of the new offices will be held at 
the Royal York Hotel in Toronto, Sep- 
tember 28 with Occidental’s President 
Horace W. Brower and Vice President 
Stannard scheduled to be on hand as 
hosts. 

Branch Manager Lawton joined the 
firm’s Pasadena branch in 1949, and by 
1951 had been named assistant branch 
manager. 

A native of Canada, he is a veteran 
of the Royal Canadian Air Force and 
attended the University of Toronto. Em- 
ployed in Toronto by > Prudential As- 
surance Company of London, England, 
he became one of its leading salesmen 
before resigning to come to the United 
States. 


United pecs Life } Names 
Flushing General Agents 


United States Life has appointed the 
Insurance Consulting Service as oe 
agents in Flushing, N.Y. Sidney Appel- 
baum, principal of the firm, F sesije™ of 
New York and graduate of New York 
University, has been in the insurance 
business since 1928 when he joined the 
Metropolitan as an agent. From 1949 to 
1954 Mr. Appelbaum was a successful 
producer with the Travelers. 

Also associated with the Insurance 
Consulting Service are Mr. Appelbaum’s 
two sons, Arnold and Bertram. Both are 
graduates of New York U niversity, hav- 
ing majored in insurance. 


City Bank Vice President 
Made Director of U. S. Life 


United States Life has elected Louis 
Naetzker, vice president in charge of 
Caribbean operations for National City 
3ank of New York, a director of the 
company. Formerly with the American 
International Corp., he has had exten- 
sive business ee in the Carib- 
bean area where U. S. Life is active. 


Appoints W. C. Coffin 


William C. Coffin, who has been in the 
life insurance business at El Paso, Tex., 
since 1947, has been made agency super- 
visor of ‘John Hancock in that city, 
which is in territory of the Leonard , 
Goodman general agency. A World War 
veteran, Mr. Coffin is a graduate of El 
Paso High School and attended Texas 
Western College. 


Named Supervisor for 
Solomon Huber Agency 





FRANK J. WAGNER 


The Solomon Huber agency in New 
York of Mutual Benefit Life of Newark, 





N. J., has appointed Frank J. Wagner 
as brokerage supervisor. A member of 
the Huber agency for the past 2% years, 
Mr. Wagner served as a full-time estate 
analyst and life underwriter prior to 
assuming the supervisor’ s post. 

Mr. Wagner began his career as brok- 
erage supervisor by placing the largest 
single brokerage case in the history of 
the Solomon Huber agency, more than 
$1,000,000 of business insurance on four 
lives. Active in community affairs, Mr. 
Wagner is a member and past president 
of the Kiwanis Club of Levittown, and 
is a member and past executive board 
member of the North Levittown Home 
Owners Association. He is also active in 
life insurance circles, holding member- 
ship in the Life Underwriters Associa- 
tion of New York City. 


Needs of Salesmen— Shanks 


(Continued from Page 6) 


has lowered reserve requirements and 
eased money to the point that Treasury 
bill and all securities have drastically 
declined in yield. We remain constantly 
vulnerable to renewed drives for sweep- 
ing government action, although I must 
point out that the Federal Reserve 
through open market operations has 
taken steps to stabilize interest rates 
somewhat above the lowest point. 
“The dollars that we sell for future 
delivery are still in danger of devalua- 


hich twin‘hasthe money? 


: 


he one with his eyes open, of course. 


Wide-awake insurance brokers are bringing 
more and more of their surplus business 

to Union because they have found it to 

be a progressive and alert young firm which 
can give them special attention and 

fast service. All of the G.A.'s listed here 


keep their eyes open for brokers’ 


surplus business. 


Roy A. Foan, Vice President 
and Director of Agencies 






Yours for Life — and Casualty, too! 





NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 


General Agents in 
the New York area: 


Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N. Y. 


Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


William Krauss Agency 
233 Fulton Avenue, Hempstead, L. | 


The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


Kay P. Kwan Agency 
5 Mott St., New York 13, N. Y. 


Cousins & Birnbaum Inc. 
62 William St., New York 5, N. Y. 


Nathan Eisensmith Agency 
90-38 Parsons Bivd., Jamaica, L. |. 





tion before the beneficiary can get them. 
The whole trend of forces is toward 
further inflation. Each monetary and 
fiscal step necessary to restrain infla- 
tion is highly unpopular as a political 
matter. The life insurance industry 
stands to suffer perhaps most of all by 
continued erosion of the value of our 
dollar, both in its own operations and 
in the effect on the policyholders. 


Discriminatory Taxation 


“Another hard problem facing our in- 
dustry is the vicious growth of dis- 
criminatory taxation. Taxes on life in- 
surance dollars are easily hidden from 
the people who eventually have to pay 
them. Legislators are quick to see the 
value in votes of such painless ways to 
raise revenue while reducing the more 
obvious and more direct taxes. Such 
levies have more than doubled in total 
amount in the last five years. We are 
now heavily taxed by both the states 
and the Federal Government, making us, 
in that respect, unique among thrift in- 
stitutions. 

“This affects you basically. To begin 
with, local taxes on life insurance pre- 
miums cut down the amount of insurance 
protection your client’s money will buy. 
But that’s not all. Lately, a new tax 
has come along that just about doubles 
the take. This is the 614% Federal in- 
come tax on net investment earnings. 
As every life underwriter knows, in- 
vestment earnings greatly reduce the 
cost of insurance protection. A tax on 
these earnings again reduces the amount 
of protection your client’s dollar will 
buy. 

“Last year, out of every income dollar 
which came to us from premiums and 
investment earnings, the industry paid 
three cents in these special taxes. Re- 
member, these are not earnings, but in 
the main money which must be put in 
reserve to be repaid, and earnings neces- 
sary to make good on our contracts. 
The Federal income tax on investments 
accounts for 37% of all the taxes we pay. 
You say the rate is low, other corpora- 
tions pay more, the ultimate consumer 
doesn’t feel it, so why complain ? 

“The facts are these: Life insurance 
companies should pay lower taxes on 
the regular corporation schedule unless 
premiums are counted as income. They 
are no more income, in the main, than 
are deposits made in a savings bank. 
We are taxed more heavily than insur- 
ance companies in both Canada and the 
United Kingdom. No other savings in- 
stitutions are so taxed. 

“T say the investment tax is unfair. 
It is too high for the beneficiaries of 
life insurance, it is an unjust burden on 
savings, and it is a threat to the whole 
institution of insurance. 


Illusion of Success 


“The third problem of the life insur- 
ance business is what I call “the illusion 
of success.” We think we are making 
great progress, but are we? In 1953, our 
industry had a record year. We sold 39% 
billion of new insurance. We added two 
million new policyholders, bringing the 
total to 90 million. Insurance in force 
exceeded 300 billion, an all-time high. 

“These figures make a wonderful pic- 
ture of expansion. I ask ‘how much is 
real, and how much is illusion?’ The test 
of our service to the American people 
is not in dollars but in the amount of 
real protection we provide. 

“Let’s go back to 1930. Dollars were 
worth more then. In that year, the aver- 
age family, with $2,900 of life insurance 
and $1,900 of income, was protected for 
one year and 172 days. In the ensuing 
24 years, what has happened ? Today. 
the average family has annual income of 
$4,700 and life insurance of $5,800. 

“Today’s family life insurance provides 
only one year and 86 days of income. In 
spite of the records we are breaking, we 
are not keeping up with inflation and 
th growth of our population. In terms 
of real protection for all the families of 
the nation, we are only 84% as good as 
we were a quarter of a century ago.” 


C. A. Foster, Jr., has been named as- 


sistant to President L. W. Loyry, Jr., 9 
International Fidelity of Dallas. 
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You can talk about the cost of Group Insurance to 
a prospective client in two ways—the dollars he lays 
on the line for a Group Plan . . . or, the price he un- 

I- knowingly pays for not having a benefits program. 


e It has been reliably, and conservatively estimated 
y WH EN that the loss of an office worker, for instance, can 
“cost” an employer from $200 to $500. This includes 


e MANAGE M E NT losses suffered because of delays and errors during 


h the time when the replacement hasn’t as yet taken 


: hi AS MON EY over ... cost of training the new employee . . . cost 
i of mistakes made during the breaking-in period . . . 
7 and the reduced productivity as the new employee 
: ON ITS acquires skill and knowledge on the job. 
MIND... 


Such unplanned expenditures affect the profit-and- 
loss statement only indirectly, and aren’t always 
easy to spot. For that reason, when your Group 
prospect asks “How much?” he’s thinking only of 
the immediate dollar outlay. These hidden costs 
are there, never-the-less, raising the cost of each 
n unit he produces, services or sells . . . eating deeper 
if into his organization’s margin of profit, 





In company after company, a recent Home Life sur- 
vey showed, Group benefits are helping reduce 
unnecessary losses by cutting employee turn-over 
and absenteeism . . . by raising individual efficiency 
and productivity . . . by making it easier to obtain 
high-caliber.employees . . . and by building higher 
employee morale. 


4. 


Your Home Life Group Representative or agency is 
ready to help you provide your dollar-conscious 
s ome Life client with a Group Plan that assures a bigger re- 
s PA ee ae turn on his investment. Call Home Life today for 
y : the full story about the many advantages Home 

tas ii tabieaataal Life Group Insurance offers—to your clients, their 
employees, and to yourself. 
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THE 1954 GOLD BOOK 

The 1954 edition of THE Gotp Boox 
of Life Insurance Selling, an annual pub- 
lication of The Eastern Underwriter, 
will make its appearance next week. 
Largest edition of THE GoL_p Book which 
has yet been published, its authors include 
many men of note in life insurance as well 
as other persons of distinction in fields 
outside of this business. 

THe Gotp Book starts with a sym- 
posium. on the changing market in life 
insurance selling. This change, largely 
consisting of growth of the middle income 
class, great expansion of suburbia, large 
increase in size of the population and the 
recently increased attention to the rural 
territory, is discussed by life insurance 
vice presidents who have charge of agen- 
cies and by general agents in various parts 
of the nation who give their territorial 
angles. Sayre MacLeod, vice president in 
charge of Ordinary agencies, The Pru- 
dential, conducted this particular sym- 
posium for THE GoLp Book. 

The strong impetus furnished the na- 
tional economy by the investments made 

life insurance companies is covered by 
Charles W. Dow, 


and chief financial officer, Equitable So- 


senior vice president 


ciety. Others writing on the nation’s econ- 
omy include Byron K. Elliott, executive 
vice president, John Hancock, and John 
S. Sinclair, president, National Ind:astrial 
Conference Board. The link connect‘ng 
life insurance and freedom and security 
is reviewed by a number of authors among 
Johnson, president, 
Institute of Life Insurance; Carrol M. 
Shanks, president, The Prudential, and 
Reinhard A. 


chief actuary, 


them being Holgar J. 


Hohaus, vice president and 

Metropolitan Life. They 
demonstrate that life insurance makes it 
possible for its owners to enjoy the fruits 
of personal freedom to a degree impossible 


to attain in parts of the world where life 


insurance ownership is negligible. 
Tue Go.p Book is fortunate in being 


able to publish the memories of Frederick 


H. Ecker, honorary chairman of Metro- 
pol'tan Life, who has spent more than 
70 years in life insurance. These memoirs 
he wrote especially for THe Gotp Book. 

An article in THE GoLtp Book which 
agents will find of great value is a review 
of the 1954 Internal Revenue Code by 
Manuel M. general 
counsel, Life Insurance Association of 


Gorman, assistant 
America. The significance of the desig- 
nation, CLU, is covered in an article 
explaining how the degree is won, with 
accompanying human interest stories of 
CLU experiences written by a number of 
CLUs, including several presidents of life 
insurance companies and two blind agents. 

Pension and profit-sharing plans are 
discussed in four articles and another 
timely series of articles appears in which 
16 women agents give their answers to 
“Should Women 
Concentrate on the Women’s Market ?” 


this question: Agents 

Among other features is one in which 
Million Dollar Round Table members tell 
how they lost a sale through mistakes 
in selling interviews, but the lesson learned 
later proved profitable. As usual, THE 
GoLtv Book contains many biographical 
features about field men, including a dozen 
in the Chicago arena. 

Each year THE Gop Book plays up 
some great philosopher whose sayings have 
influenced millions of people. This year 
there are quotes from the Jesuit sage, 
Baltasar Gracian, whose observations of 
human nature written in the first half of 
the seventeenth century are just as valu- 
able in their application today as_ then. 
Quotations from another outstanding phil- 
osoplier is furnished by Lester O. Schriver, 
executive head of NALU, 
of the wisdom of Abraham Lincoln, whose 


who cites some 


philosophy has grown in significance with 
each passing year. Mr. Schriver has long 
been a collector of Lincoln material. 
With its articles on trends, factual ex- 
planations, depiction of developments in 
the business and with its personality 
sketches, THe Gotp Book is a _ widely- 
distributed compendium containing much 
to interest everyone in the field. And, 
in the past, it will frequently be used as 
a reference document at Monday morning 
meetings of general agents. 
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FLOYD 'C. PICKETL 


Floyd C. Pickett, manager of the re- 
covery department of the Home Insur- 
ance Co. in New York and past most 
loyal gander of New York City Pond 
of Blue Goose, has been appointed 
deputy most loyal grand gander for 
New York and New Jersey for this fire 
insurance fraternal order. He has been 
active in Blue Goose for years and com- 
pleted eariier this year his term as head 
of New York City Pond. A native of 
Des Moines, Ia., Mr. Pickett entered 
insurance in 1922 and came to New York 
in 1930. He joined the Home in 1937 
and became first manager of the newly 
formed recovery department in 1944. 


cook 


Chas. F. McLaughlin, who spent many 
years in the burglary, glass and A. & H. 
fields in New York and who went to 
Texas in 1950 for his health after 17 
years with the United States Casualty, 
is now back in New York. Restored in 
health, Mr. McLaughlin is serving the 
Biltmore Hotel here in its protection 
department. He renewed acquaintance 
with many of his old friends September 
15 when the second New York Insur- 
ance Day was held in that hotel. Besides 
U. S. Casualty his company connections 
included the Home and Hartford Acci- 
dent & Indemnity. 


ee ee 


James T. Mehorter, younger son of 
Samuel A. Mehorter, president of Mc- 
Daniel & Co., Inc., New York, was 
married September 11 to Alice Anne 
Sanford, daughter of Mr. and Mrs. John 
R. Sanford, Paterson, N. J. The cere- 
mony was performed in the Messiah 
Presbyterian Church of that city. Mr. 
Mehorter, graduate of University of 
Bridgeport where he excelled in swim- 
ming and track, is continuing his study 
there under a graduate fellowship, lead- 
ing to a Ph. D. degree in educational 
philosophy. Thereafter he hopes to teach 
English and history at either the high 
school or college level. Mrs. Mehorter is 
a graduate of Centenary Junior College. 


ae 


W. S. Henderson, who has been man- 
ager in India, Burma and Ceylon for 
Northern Assurance Co., has been ap- 
pointed deputy manager of the over- 
seas accident department at head of- 
fice of the company in London. T. M. 
Bell, assistant manager for India, has 
been appointed Far East secretary. J. 
M. Walsh, manager for Pakistan, has 
been appointed manager for India, 
Burma and Ceylon. 















ROY A. DUFFUS 


Roy A. Duffus of Rochester, N. Y,, 
former president of the New York State 
Association of Insurance Agents and 
constantly in demand as a speaker at 
agents’ conventions throughout the 
country, is just concluding another tour 
which took him to the Pacific Coast. 
Among state conventions he addressed 
were the Oregon, Utah and Michigan 
Associations. While in San Francisco 
he visited Frank C. Colridge, former 
secretary of the National Association 
of Insurance Agents and now general 
manager, Board of Fire Underwriters 
of the Pacific. 


ee 


Walter G. Lindell, staff adjuster of 
the Hartford Fire, last week marked his 
25th anniversary with the company. He 
received the 25 year gold service pin, 
anniversary wrist watch and other gifts. 
A native of West Hartford, Conn., Mr. 
Lindell attended Dean Academy before 
joining the Hartford Fire. 


es ee 


Raymond C. Johnson, vice president, 
New York Life, has been named vice 
chairman of the business and_ profes- 
sional committee of the United Hospi- 
tal Fund’s 75th anniversary campaign. 
He will direct the work of 350 volun- 
teer fund solicitors and coordinate the 
activities of 20 division chairmen. A 
goal of $110,500 has been set for his 
workers. Mr. Johnson was chairman of 
the insurance division in the Fund's 
campaign last year. 

* * * 


Irving G. Wessman, Chicago, secretary 
of Loyalty Group Companies, has been 
commissioned a colonel by Governor L 
B. Wetherby of Kentucky in recognition 
of his many years of outstanding serv- 
ice to the A. & H. industry. The cere- 
monies were conducted in Louisville by 
John Griffin, representing the Governor, 
and attended by local business and pro- 
fessional men. 


* * * 


Gail Oberdorfer, daughter of Eugene 
Oberdorfer, prominent insurance agent, 
Atlanta, Ga. and Harold P. Straus will 
be married on October 3 at Atlanta 
3iltmore Hotel. She is the granddaugh- 
ter of the founder of the Oberdorfer 
Agency. 

oe *~ * 

Armand W. Harris, former Insurance 
Commissioner of Minnesota, has been 
elected to the board of St. Paul Hos- 
pital and Casualty Co. 
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Hebert Back From South America 

William A. Hebert, president of 
Springfield Fire & Marine and also of 
American Foreign Insurance Association, 
has returned from South America where 
he attended the Hemispheric Insurance 
Conference. The accompanying picture 
was taken of Mr. Hebert while on board 
a Moore-McCormack liner. This was 
on a terrifically hot day in the vicinity 
of the Equator and the ship’s officers, 
all so courteous that they stood in high 
esteem among the passengers, had ar- 
ranged for a luncheon on the prome- 
nade deck. Shown in deep study, Mr. 
Hebert was somewhat perplexed not 
about any problems of the international 
insurance arena but with respect to the 
He was wondering just how much 
of the South American rice he could 
conveniently consume, or whether he 
wanted to eat any more of it, not only 
on the trip but ever. As will be seen in 
the picture there is no famine of rolls 
on board M.M. ships, but you can get 
all the rolls you want anyway in Spring- 
field, Mass., where Mr. Hebert lives. In 
the dining salon, the ship’s cuisine was 
of great variety and especially good if 
you don’t tackle anything exotic. Mr. 
Hebert was accompanied during his 
South American visit by his daughters. 

* * * 


Annual C. F. Noyes Party 

Charles F. Noyes, the New York City 
real estate man whose establishment, the 
Charles F. Noyes Co., Inc., manages 
500 office buildings in this city extend- 
ing all the way from Columbus Circle 
to the lower end of Greater New York, 
host to a large number of real 
estate and building construction men one 
day last week at his large estate on 
Huntington Bay, Long Island. This an- 
nual affair has always loomed large in 
the social life of Long Island. It starts 
with golf at a country club after 
which the guests ride to the home of 
Mr. Noyes where an outdoor lunch of 
steamed clams and barbecued steak is 
held on the shore of the bay directly 
in front of the residence and there 
are swimming and other events. The 
swimming last week was eliminated be- 
cause of rain. 

Directly across the road from Mr. 


menu. 


Was 


Noyes is the home of his son-in-law, 
Duncan M. Findlay, head of Findlay- 
Noyes Co, an insurance agency affili- 


ate of Charles F. Noyes Co., Inc. “Dunc” 


Findlay, who started his insurance ca- 
reer with the Aetna Life at 100 Broad- 
way, has become one of the leading 


insurance brokers in town, and is also a 
director of Colonial Life. He recently 
returned from Europe. 








Many New Car Models Coming 


Saying that the automotive industry is 
now engaged in its annual multi-million 


dollar model change-over, The New 
York Times said that more than half of 
the various makes will be entirely new. 
Among those will be the entire Chrysler 
line as well as several General Motors 
makes. 

And, speaking of sales, the Times added 
that the promotion programs being de- 
veloped for the 1955-model autos will 
probably top anything the industry has 
ever before undertaken in sales efforts. 
Major price reductions are slow in be- 
ing announced. 
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Walter Hill’s Anniversary 


Walter C. Hill, chairman of the board, 
Retail Credit Co., last week observed 
his 50th anniversary with that organiza- 
tion. After attending University of 
Georgia he worked for a short time in 
the insurance business and then joined 
what was a then small inspection com- 
pany in Atlanta which five years before 
had been begun by two brothers—Cator 
and Guy Woolford. From them he got 
a job at $50 a month. 

His next assignment was opening of 
new branch offices. The first such as- 
signment was in San Francisco where 
the office’s equipment and supplies were 
destroyed in the earthquake and fire of 
1906. He quickly established a tempo- 
rary office in Oakland, Calif. In 1907 
he opened the Baltimore, Philadelphia 
and New York offices. 

In commenting on that New York 
City assignment Mr. Hill said in Retail 
Credit’s Inspection News: 

“Fifty dollars was my rent limit, and 
the nature of our business required 
proximity to the post office, easy access 
to radiating transportation, and near- 
ness to the big insuring public—which, 
in New York, meant the financial dis- 
trict. This was a rather big order for 
$50, but in time, accommodations were 
found and we settled comfortably in a 
suite of three small rooms. . Our 
original fee inspector in New York City 
was attached to a big law office and 
worked for us as a straight fee man. 

on the a-la-carte basis. For the 
time we had only one or two reports in 
two or three days, and he performed 
very well. But when we had two or 
three reports every day, they over- 
crowded his available time, and compli- 
cations followed, For a time, I dusted 
around and made enough reports to 
keep them from piling up on us, but 
that crowded me. I then set out to find 
a full-time salaried inspector—and, in 
September, 1907, employed C. J. Meeker, 
the ‘Adam’ of our salaried inspector 
personnel.” 

In 1911 Mr. Hill returned to Atlanta 
to do sales and customer contract work; 
and for three years traveled continu- 
ously among’ insurance companies. 
When Retail Credit was incorporated 
in 1913 Mr. Hill was made vice presi- 


dent and when the home office was de- 
partmentalized in June, 1914, he became 
executive head of what was then called 
the service department. He was elected 
president in 1932 succeeding T. Guy 
Woolford who had followed his brother 
Cator in that office. During his 14 years 
as president Mr. Hill brought about the 
purchase and development of the sub- 
sidiary organizations—Retailers Com- 
mercial Agency and The Credit Bureau. 
Since 1946 he has been chairman of the 


board. 
Mr. Hill is a director of the Trust 
Co. of Georgia, a charter member of 


Marketing Executives Society of New 
York, a former board member of Ameri- 
can Management Association, and board 
chairman of Atlanta Art Association. 
His family includes a daughter, two sons 
and five grandchildren. 

* * * 


Best’s Insurance Stocks Digest 

Alfred M. Best Co. has published the 
1954 edition of Best’s Digest of Insur- 
ance Stocks. In addition to its analyses 
of market performance for the most ac- 
tively traded insurance shares the Digest 


contains investment and _ underwriting 
histories and exhibits for the 98 fire, 
casualty and life companies whose 
stocks are represented. Information, 


shown for a ten-year period on a per 
share basis, embraces liquidating values, 
dividends, underwriting profits, premium 


reserve equity and net investment in- 
come. 
Best’s says that income from invest- 


ments is'not subject to wide fluctua- 
tion in yield. Actually, it says, such in- 
come increased substantially in recent 
years through normal growth in invested 
assets. Although net return on assets 
has averaged just under 24%% in recent 
years there has been an average increase 
in assets for the industry of $1 billion 
a year for the last seven years which 
doubled the assets and doubled the net 
interest earned. 

In commenting on 
Best’s Digest says: 

“Insurance shares fluctuate in price 
for the same fundamental economic rea- 
sons that other stock prices move. How- 
ever, in some respects they are tied even 
more closely to general over-all business 
and security market conditions than 
most other stocks. Not only are the 
volume of underwriting commitments 
and the experience on many lines of in- 
surance closely linked to general busi- 
ness conditions, but insurance companies 
own very substantial blocks of stocks 
and bonds as investments. This close 
relationship with general business and 
the capital markets adds an element of 
stability because of the wide diversifica- 
tion. The fortunes of insurance are not 
tied to any one industry or to even a 
few industries but to the over-all econ- 
omy. 

“Moreover, insurance companies un- 
derwrite a number of different classes 
of business and this diversification has 
added stability to underwriting returns 
because the profit cycles of the various 
classes do not normally coincide. Thus, 
when one class of business enters an 
unprofitable phase other lines are usu- 
ally profitable. Rates are adiusted and 
the previously unprofitable class enters 
a profit cycle usually by the time some 
other classification has slipped from 
grace. The cyclical nature of the insur- 
ance business is almost unique with 
profitable operations setting the stage 
for lower rates and unprofitable experi- 
ence automatically calling for higher 
rates. Over a period the companies make 
a profit because a profit loading is spe- 
cified in the rates. Diversification in in- 
vested assets is also an important factor 
and lends stability to investment earn- 
ings. Investment portfolios are con- 
servative and include large holdings of 
U. S. Government and other high-grade 
bonds as well as diversified lists of pre- 
ferred and common stocks.” 
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insurance shares 


4,300 in Controllers Institute 
The Controllers Institute of America 
now has a membership of 4,300. It was 





| AFIA President on Ship 








WILLIAM A. HEBERT 





established in 1931; has a large insur- 
ance membership as well as being well 
represented in the fields of banking, 
manufacturing, distribution, transporta- 
tion and utilities. It was established in 
1931. New officers of local affiliated as- 
sociations have been elected in a number 
of cities. William R. Phelan, controller, 
United States F. & G,, is the new vice 
president of thé Baltimore controllers’ 
group. Vice oe of the branch in 
Columbus, O., is R. E. Gregory of Farm 
3ureau Insurance Companies. New vice 
president of the Chicago group is Her- 
bert F. Walton, vice president of All- 
state Insurance Co. 

The following have been elected di- 
rectors of the Institute local controls in 
their respective areas: San Francisco— 
Wagner J. d’Alessio, treasurer, Califor- 
nia Casualty Indemnity Exchange; Fort 
Wayne—M. C. Ledden, second vice 
president, Lincoln National; Hartford— 
H. Randall Pease, comptroller, the Trav- 
elers; Worcester, Mass.—James H. Ete- 
son, controller, State Mutual Life; Bos- 
ton—Germanus E. Perino, auditor, New 
England Mutual; Baltimore—Harry Y. 
Wright, secretary-treasurer, Fidelity & 
Deposit. { 
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Midtown Building Mania 

Many real estate men in touch with 
the midtown sections of New York are 
by no means convinced that the Grand 
Central Railroad Station will be torn 
down and “the tallest skyscraper in the 
world” erected in its place. To be the 
tallest American skyscraper it would be 
necessary to build higher than the Em- 
pire State Building which is 103 stories 
high. 

““Bill’ Zeckendorf, the 
cized real estate man in the midtown 
section and a genius, and Robert R. 
Young, also a wizard, and no slouch at 
publicity either, have given some inter- 
views about what will happen to Grand 
Central Station, but they are received 
with cynicism,” said one prominent 
real estate man to the writer. For years 
following 1931 no new skyscraper was 
built in the midtown section, but finally 


most publi- 


came a spurt and there are now 25 
new tall structures. 
One of most pertinent questions is 


how will the extra street traffic be han- 
dled. Madison Avenue and the ’forties 
now are so packed with cars on rainy 
days that the city midtown section is 
often “strangled.” 

The police department comes through 


with a new idea occasionally. It gets 
front page headlines; suggestion may 
look like a common- -sense relief, a few 


weeks go by and it is forgotten. 
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Today there are 13 million people aged 65 or over—10 million more than in 1900! 


Your chances of retiring 
have never been prighter: 


"There's a good chance that you will be able to And. there’s been a big change, too, in people's insurance only as a Way to 
retire without being dependent on anybody! Here i ement. They are giving UP backlog for the family if the fa i 
are three reasons: i iri heir present Way of life. ° means of building @ cash reserve- 
etire to a new WAY its principal uses- But today’ 
ilies are 4 ng to other important uses 
insurance. For instance—to cover the mortgage oF 
5 help pay for the children’s education. 


1. Millions of families now have bigger paychecks. This 
js giving them the opportunity to build an ade ante 

retirement program. ‘0 d 
9. Today more than three times aS many employees a5 in people are t 
1940 are participating in company retirement plans. is a significa’ ’ Q ; 2 t 

3. Millions of Americans can now build on their Social than hal F o ed by more than 90 million 


Security to help provide them with the retirement chile f urance is America’s most popu- 
income they will need. lar form of thrift. 5 


institute of Life Insurance 


Central Source of Information about Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. ¥. 


9 


STARTING T 
HE WEEK O 
F OCTOBER 5th, each message will 
appear in 


about 500 dai 
reaching an audi spapers and in si ; 
ience of more th ix major farm publicati 
an 50 million = 
people. 
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|there is OPPORTUNITY 


. . » Showing how families are using 


life insurance to grasp the opportunities 
created by the great changes 


taking place in America 


In 1954-55, the advertising campaign 
of the Institute of Life Insurance will 
not only deal with the news of change 
but the consequences of change. 


This new series will point out that in 
change there is opportunity. And it will 
show how millions of people are using 
life insurance to help them take advan- 
tage of these opportunities. 


These messages, complimenting policy- 
holders on their foresight, good manage- 
ment and thrift, will also reflect credit 
on the life insurance business. 

In addition, each message will create 
a better understanding of life insurance 
and help build a friendly attitude 
towards the business, thus aiding the 
agent in his work. 


i THE THEME « “In change there is opportunity” 


This “theme idea” will appear at the top of each advertisement. 


o) THE AR 7 TREATMEN I: Note the symbolic use of 


pipe, pruning shears and garden fence to illustrate retirement. Note also the use 
of hands—one of the most expressive and personal forms of all art treatments. 


THE HEADLINE « Dealing with the news and 


consequences of a dramatic change in America. 


THE TEX T: Pointing out how the change is bringing 


new opportunities. 


CI se 


THE ROLE OF LIFE INSURANCE: showing 


how policyholders are using life insurance to take advantage of opportunities. 


Institute of Life Insurance 


Central Source of Information about Life Insurance 


488 MADISON AVENUE, NEW YORK 22, N. Y. 
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King to Retire From America Fore 


Kurbyweit Successor; Other Changes 





J. SCOTT KING 


President Frank A, Christensen of the 
America Fore Group announces retire- 
ment of Secretary J. Scott King, effec- 
tive at the close of the current year, 
under the group’s retirement plan. Mr. 
King is leaving after 51 years of loyal 
service with the companies. 

Secretary Victor Kurbyweit will take 
over supervision of the fire companies 
of the group for Delaware, Maryland, 
New Jersey, West Virginia, Pennsyl- 


VICTOR KURBYWEIT 


Walter D. Sheldon, previously man- 
ager of the Newark Niagara office, will 
come to the head office at 80 Maiden 
Lane, New York, to take up new duties 
as agency superintendent with Mr. Kur- 
byweit. 

Robert J. Laier, state agent for the 
American Eagle in the northern New 
Jersey territory, has been appointed 
manager of the Newark Niagara office. 

State Agent Russell H. Steele will re- 





ROBERT J. LAIER 


vania and the District of Columbia, Mr. 
King’s territory. 
Horan to Get Part of New York 
That portion of New York State su- 
pervised by Secretary Kurbyweit will 
now be under the supervision of Secre- 
tary John T. Horan. Mr. Horan will 


also continue to supervise New England 
and Long Island with Assistant Secre- 
taries W. H. McKay and Thomas E. 
O’Brien. 

Assistant Secretary H. W. Kohler will 
assist Mr. Kurbyweit in his new assign- 
ment. 


Fabian Bachrach 
H. W. KOHLER 


place Mr. Laier as state agent for the 
American Eagle territory in addition to 
his present assignment as fieldman for 
the Niagara in the northern New Jersey 
territory exclusive of the Newark branch 
office. 

State Agent Paul L. Thompson con- 
tinues in that capacity for the Continen- 
tal and Fidelity-Phenix Fire in northern 
New Jersey. 

J. Scott King 

Secretary King went with Niagara 

Fire in 1903. During his business career 











WALTER D. SHELDON 


he has held many important positions 
in the organization and has travelled 
as a fieldman in New York State and 
New Jersey. He was appointed an as- 
sistant secretary in 1924 and a secretary 
of all of the fire companies of the 
America Fore Insurance Group in 1935. 

The greater part of his business career 
has been spent in supervision of the 
Middle Department territory. Mr. King 
enjoys a wide personal acquaintance 
with agents throughout his territory who 
will regret to learn of his retirement 
from active business. 

Victor Kurbyweit 

Secretary Kurbyweit began his busi- 
ness career with the Schedule Rating 
Office of Newark in 1913. He went with 
America Fore in 1920 as an inspector 
in the engineering department and later 
did engineering work from the Phila- 
delphia office. In 1929 he was a special 
agent for Maryland and Delaware and 
in 1930 returned to Philadelphia as 
manager of the office there. 

In 1937 he was called to the home 
office and appointed a_ secretary in 
charge of the Continental local and 
brokerage departments. In 1951 he was 
appointed secretary of all the fire com- 
panies of the America Fore Group 
and assumed general executive duties in 
the home office territory in cooperation 
with Secretaries King and Horan. 

J. T. Horan 

Secretary Horan has been with the 
America Fore organization since 1920, 
when after previous field experience 
with other insurance companies, he 
joined the Continental and traveled the 
Connecticut and Western Massachusetts 
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Fabian Bachrack 
JOHN T. HORAN 


field. In 1928 he came to the home 
office as agency superintendent in 
charge of the New York and New 
England territories for all of the fire 
companies. 

Mr. Horan was appointed an assistant 
secretary in charge of the New York 
and New England territories in March, 
1929, and elected a secretary of all of 
the America Fore fire companies in 
1951. 

Sheldon and Laier 

Mr. Sheldon started with the New- 
ark Niagara branch office in 1924. He 
held various posts there and went into 
the local field as a special agent and 
engineer in 1936. In 1943 he was pro- 
moted to assistant manager of the New- 
ark office and in 1947 was made man- 
ager. He is a past most loyal gander 
of New York City Pond of Blue Goose 
and now an officer af the Garden State 
Pond in New Jersey. 

Mr. Laier is well known in New Jer- 
sey having been doing field work there 
for some 20 years. Prior to that time 
he had been at the head office of the 
group as examiner for the central New 
Jersey territory. 

Mr. Steele has been with America 
Fore since 1920 when he started in the 
engineering department. In 1928 he was 
placed in charge of the New _ Jersey 
field activities for the engineering de- 
partment and in 1938 began field work 
as a special agent, becoming state agent 
several years ago. 

Mr. Thompson joined the America 
Fore in 1928 as a special agent. 
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Completes 35 Years With 
The London Assurance 





WALTER MEISS 


Walter Meiss, United States manager 
of the London Assurance, on September 
15 marked his 35th anniversary with that 
company. He was the guest of his asso- 
ciates at an informal luncheon and 
recipient of an appropriate gift. 

Mr. Meiss joined the London Assur- 
ance in 1919 to organize the automobile 
department, having previously served 
with the Insurance Co. of North Amer- 
ica. He is a native of Philadelphia. He 
became executive general agent of the 
London and assistant secretary of the 
Manhattan Fire & Marine in 1935. 
While continuing in charge of the auto- 
mobile department his duties were ex- 
tended to supervision of the field staffs 
of companies in relation to fire and al- 
lied lines as well as automobile. 

On July 1, 1942, Mr. Meiss became as- 
sistant United States manager and on 
April 1, 1950, assumed his present post. 
A pioneer in the profit motive and bank 
financing of automobile campaigns Mr. 
Meiss has always championed use of lo- 
cal agency channels for auto financing 
rather than finance companies. Also an 
ardent supporter of improved public re- 
lations the London Assurance presents 
a trophy annually to the county or local 
board of the New York State Associa- 
tion of Insurance Agents which has 
achieved the most in public relations 
efforts. 


Rearden on Auto Ins. 


(Continued from Page 1) 


cialty automobile companies is their use 
ot aggressive selling methods. Agents 
and brokers will have to establish a 
much closer contact with their assureds 
and not take renewals for granted. It 
is contended by many that when agents 
and brokers solicit automobile business 
to the extent that specialty salesmen 
have been doing, and match these sales- 
men call for call, in the evening as well 
as during the day, they can convince 
the assureds of the value of their serv- 
ice and will get and retain a substan- 
tial amount of automobile business. The 
leveling off of premium volume will only 
intensify the competitive situation, and 
we must be ready to meet this challenge. 

“It has been frequently indicated that 
one reason for the recent decline in 
the sales of automobiles is that the au- 
tomobile salesman or dealer became so 
accustomed to operating in a seller’s 
market that he has been unwilling to 
face the hard facts and return to the 
Selling methods he employed before the 
war. I know this to be true. 


Better Selling Needed 


‘ 4 : 
‘I wonder sometimes if some of our 
agents and brokers have not fallen into 





this same habit. Having enjoyed steady 
increases in commissions in the last sev- 
eral years because of steady and sub- 
stantial rate increases, higher priced au- 
tomobiles, and financial responsibility 
laws, perhaps they have forgotten that 
before the war they made many calls 
and really made an effort to sell auto- 
mobile insurance. Most salesmen for 
the specialty companies started after 
the war, had to learn how to sell auto- 
mobile insurance, and are still selling,” 
declared Mr. Rearden. 


Four Billion Aut> Premiums 


“Automobile insurance premiums kept 
pace with the automobile industry in 
1953. Physical damage premiums written 
by all types of carriers in 1952 amounted 
to approximately $1,615,000,000. The es- 
timate for the year 1953 was $1,775,000,- 
000, or an increase of approximately 
$10,000,000. It is estimated that the to- 
tal of all classes of automobile insur- 
znce premiums written by all types of 
insurance companies passed the four 
billion dollar figure in 1953. This is sev- 
eral times the premium volume of any 
other single class of business written by 
fire and casualty insurance companies. 

“We now turn to a few figures of the 
industry thus far this year. Through 
mid-August the automobile manufactur- 
ing industry turned out 3,607,000 new 
passenger cars as compared with 4,093,- 
000 for the same period in 1953, a reduc- 
tion of 486,000 cars or slightly less than 
12%. For the same period the industry 
produced 665,000 trucks as compared 
with 797,000 in 1953, a reduction of 131,- 
500, or slightly more than 16%. Cur- 
rently, the market for new cars after 
years of shortages is characterized by a 
return to the normal competitive con- 
ditions which prevailed in the years 
prior to 1942,” Mr. Rearden continued. 

“We are all aware of the intense 
competition already existing among the 
manufacturers, and of some of the evils 
which have crept into the industry, such 
as giveaway programs, discounts, etc. 
Automobile manufacturers are taking 
pains to see that the mistake of last 
year is not repeated in 1954, in that pro- 
duction has been slowed up, thus giving 
dealers a chance to clear their floors 
of 1954 models before the 1955’s are in- 
troduced. 


Some Plans Unsound 


“As in the automobile manufacturing 
industry, the element of intense compe- 
tition extends also into our business, 
and on a scale even greater than hereto- 
fore. Insurance Departments have been 
deluged with filings of six-month poli- 
cies and continuous policies, with and 
without automatic billing; merit rating 
plans, with and without debit features; 
refined classification plans; disappearing 
deductibles, and a host of other rating 
devices. 

“Some of these are sound, but some 
are not. Those devised to skim off the 
preferred business, coupled with a se- 
lective underwriting policy, are defin- 
itely not in the public interest. 

“Most of these plans have been filed 
by the automobile specialty companies, 
but some have been filed by the agency 
stock companies, and many, as you 
know, with a rather heavy reduction in 
the commission allowed to the producer. 
The NAUA, in evaluating all of these 
proposals, has proceeded cautiously and 
prudently, I believe, by adopting changes 
and innovations in our rating plans but 
at the same time preserving sound rat- 
ing principles. 

“Some few months ago a joint com- 
mittee of the National Automobile Un- 
derwriters Association and the National 
Bureau of Casualty Underwriters met 
with representatives of the several pro- 
ducers’ organizations to discuss ways of 
meeting the competitive situation. Con- 
tinuous study is being made of this sit- 
uation, and I can assure you that the 
association itself will continue to keep 
in close touch with it, and will cooperate 
fully with the producers. Perhaps be- 
tween the producers and the companies 
in their studies of the problem, an en- 
tirely new plan of merchandising auto- 
mobile insurance may develop, one that 
will meet the serious competitive situa- 
tion. 


New Blue Goose Pond 
Formed at Syracuse 


EMPIRE STATE POND OF N. Y. 


Nearly 100 Fire Fieldmen and Adjusters 
Inducted; Manss Most Loyal Gander 
and Haley Supervisor 
On September 13 close to 100 fire in- 
surance fieldmen and adjusters of the 
Central New York area were inducted 
into the Honorable Order of the Blue 
Goose, International, at an annual out- 
ing held at the Skaneateles Country 
Club, Skaneateles, N. Y., near Syracuse. 
The Empire State Pond received its 
charter in a ceremony conducted by 
Most Loyal Grand Gander Alex B. 
Young of Kansas City, Mo.; Grand Su- 
pervisor of the Flock Robert L. Wise- 
man of Washington, D. C., and Deputy 
Most Loyal Grand Gander Floyd C. 
Pickett, representing New York and New 

Jersey. 

Officers of the newly formed pond 
elected and duly installed are: most 
loyal gander, Harvie D. Manss, Hart- 
ford Fire; supervisor of the flock, P. W. 


Oswald Director Monarch, 
Eureka-Security F. & M. 


Vice President B. J. Oswald of the 
Monarch Fire and Eureka-Security Fire 
and Marine was made a director of 
these companies on September 14. Mr. 
Oswald is also assistant U. S. manager 
of the Pearl Assurance, with which 
company the Monarch and the Eureka- 
Security are affiliated. 





Haley, Agricultural; custodian of the 
goslings, Robert F. Hughes, Commercial 
Union Group; guardian of the pond, 
Walter D. Ellison, Northwestern Na- 
tional; keeper of the golden goose egg, 
Walter S. Maguire, North British 
Group; wielder of the goose quill, Frank 
J. Earley, Employer’s Group. 

The Blue Goose is a fraternal order 
whose objectives are ideals of character, 
tolerance toward others, and good fel- 
lowship. Its birth occurred in 1906 in 
Wisconsin. The fire underwriters and 
adjusters of that day felt the need of 
a fraternal group to face the future. 
From this beginning the Blue Goose has 
grown into 55 ponds extending across 
the United States and Canada, compris- 
ing a membership of over 13,000. There 
was formerly an Empire State Pond in 
New York State which became inactive 
many years ago. 
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New Jersey Association of Insurance Agents, 


Atlantic City September 17-18 








New Jersey Agents Annual Meeting 
Marks Year of Educational Progress 


Harry G. Mather New NJAIA President; Sheiry and Munz 
Elected; Dearden, Watson, Melville, Doremus, Unzicker, 
Neumann Among Outstanding Speakers 


By ArtHuR E. O’Lzgary 


For the New Jersey Association of 
Insurance Agents the past year thas been 
one of educational progress. That cen- 
tral theme permeated their highly suc- 
cessful 6lst annual meeting held at the 


Chalfonte- Haddon Hall Hotel at. At- 
lantic City, September 17-18. President 
Sol S. Holland of East Orange, who 


has done a truly able job of guiding the 
association, opened the two-day meet- 
ing on a note of enthusiasm for the past 
year’s accomplishments and with bright 
expectations for the future. Greetings 
were extended to the more than 800 
agents present by Major William F. 
Casey, Commissioner of the Department 
of Public Works, Atlantic City. Com- 
missioner Casey then presented | Mr. 
Holland with the “key to the city.’ 

On the first day, the convention re- 
ceived the report of the nominating com- 
mittee of which Joel Harrison of Hud- 
son is chairman, and the following slate 
of officers for the new year was unz ini- 
mously adopted: 


Harry G. Mather, president; John S. 
Sheiry, executive committee chairman; 
H. Earl Munz, shalected state national 


director; executive committee elections 
and reelections—Alan H. Miller, Henry 
A. Franz, Frederick S. Hyers, Norman 
E. Smalley, Milton H. Grannatt, Jr., 
Samuel R. Worthington, Frank J. Sira- 
cusa, Sol S. Holland, retiring president 
who automatically serves as an executive 
committee member for one year. 


Year of Important Changes 


In his presidential report, Mr. Holland 
characterized the past year as one that 
has been seen many import int changes. 


He listed the following examples: 1. 
A.E.C. (additional extended coverages) ; 
2. the change in liability rates; 3. seven 
point automobile classification plan; 4. 
new extended medical payments. He 
pointed with pride to the six forums 
held simultaneously throughout New 


April 13 to explain to asso- 
and others in the in- 
surance business, the new earnings form, 
the one-write policy, and the state 
catastrophe plan. 

The agents cheered his announcement 
that total membership has reached 1,507, 
an increase of 143 over the previous 
year. Mr. Holland went on to proudly 
point out that the NAIA has appointed 


Jersey on 
ciation members, 


six NJAIA members to their commit- 
tees. They are: H. Earl Munz, CPCU, 
practices committee; Herbert L. Brooks, 


vice chairman, casualty committee; Joel 
L. Harrison, vice chairman, accident 
prevention committee; Deane W. Mer- 
rill, CPCU, agency management commit- 
tee; Henry A. Franz, fidelity and surety 
committee; S. S. Holland, metropolité an 
and large lines agents committee. 

Harry G. Mather was congratulated 
by Mr. Holland for his splendid accom- 
plishments as chairman of the executive 
committee during the past year. In his 


report, Mr. Holland also cited the fact 
that the NJAIA’s central office has 
moved to larger and more adequate 


quarters in the Military Park Hotel, 
Newark. 

Later he spoke of the considerable 
discussion and attention given to the 
advertisement of the worth of the local 
agent in the community and he com- 
mended Alan Miller of the executive 
committee, for his program urging the 
use of television as a media for fur- 


thering this work. ; 
In conclusion he thanked the associa- 


tion’s members and those allied with the 
insurance industry for their invaluable 
assistance and cooperation during the 
past year. Following that of Mr. Hol- 
land, the report of the state national 
director and those of the finance, legis- 
lative, casualty and other committees 
were presented. 
Cites Neumann’s Work 

H. Earl Munz in his report as state 
national director saluted the work of 
NAIA’s Vice President Joseph A. Neu- 
He said that Mr. Neumann has 


mann. 
done “an excellent job” combating the 
compulsory problem. Mr. Munz noted 
that public relations is under serious 


study by the national organization. He 
informed the convention the NAIA now 
has a membership of 32,000. 

A very busy year, commented Roy H. 
MacBean of Cranford, casualty com- 
mittee chairman and a past president of 


the NJAIA, in his annual report. He 
especially attached importance to the 
series of special bulletins issued by his 


committee which have cited important 
changes affecting the welfare of New 
Jersey agents. A more complete treat- 
ment of this report appears elsewhere 
in this edition. 

Samuel R. Worthington of Camden as 
chairman of the finance committee pre- 
sented his report and urged a revised 
dues plan to absorb the slight deficit ex- 
perienced in the past year and to expand 
association operations. He called the at- 
tention of the agents to the fact the 
committee expenses during the past year 
were curtailed and this he pointed out, 
was not in the best interests of the 
association. The proposed revised dues 
plan, calls for a blanket $5 increase from 
each association member. 

A Lack of Legislative Activity 

Reporting for the legislative commit- 
tee, Chairman Bertram S. Reitman noted 


that the past year witnessed a lack of 
activity. However, he cited with pride 
the tact that the compulsory automo- 


bile issue was not reported out on the 
floor of the New Jersey state legislature 
this year. 

The report of the legislative commit- 
tee was tollowed by that of the educa- 
tional committee of which Emile Karam 
is chairman. Mr. Karam noted that the 
brokers and agents course given at the 
School of Insurance in Newark was 
well attended last year and that the 
NJAIA had realized a monetary gain 
in educational fees. He reiterated the 
goal of the association is to have “well 
qualified agents. 

The afternoon session highlighted an 
impressive platform of speakers which 
was in line with the convention’s central 
theme to keep NJAIA members posted 
on the latest developments. Addresses 
were given by: William A. Dearden, di- 


rector, division of motor vehicles of 
New Jersey; Leon A. Watson, general 
manager, Fire Insurance Rating Organ- 
ization; Harry W. Melville, vice presi- 
dent, American Insurance Co., and Fred- 
erick W. Doremus, manager, Eastern 


Underwriters Association. 
Mr. Deardon’s subject was, 
Get Full Protection Of Your New Un- 
Satisfied Claim And Judgment Fund 
Law.” His talk acquainted the agents 
with the provisions of this law which 
becomes effective April 1 of next year 
in New Jersey. He graphically described 
the benefits available under the Un- 
satisfied Claim and Judgment Fund Law 


“How To 














Unger 10 Years With NJAIA 


This year marks the 10th anniversary 
of Charles J. Unger, executive secretary, 
New Jersey Association of Insurance 

gents, with this organization. Since 
the time Mr. Unger joined the NJAIA, 
membership has steadily risen to its 
now all-time high of 1,507 members. 
Sol S. Holland, now past president of 
the agents’ state organization, publicly 
praised Mr. Unger in his presidential 
report and called him “the hub of our 
association.” 

Mr. Unger started his insurance ca- 
reer in the New York office of the Auto- 
mobile Insurance Co. From there he 
transferred to the agency of Zweig, 
Smith & Co. In 1935, he joined the local 
agency of Nelson & Ward Co. in Jersey 
City and became a member of the firm 
of the Nelson General Agency. Mr. 
Unger assumed his present duties as 
executive secretary of the NJAIA in 
1947, 

In addition to 
group, which is 
strength nationally, 


managing the agents 
sixth in numerical 
he is also manager 





and editor of the New Jersey Agent, a 
monthly publication. 
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which are not available under compul- 
He concluded that to- 


sory insurance. 
gether with the Security Responsibility 
Law and the other statutes and regula- 


tions governing the ownership and _op- 
eration of a motor vehicle in New 
Jersey, this law will assure more com- 
plete protection against traffic perils 
than is offered by any state in the na- 
tion. A fuller treatment of his address 
is considered elsewhere. 
Watson Address 

Mr. Watson, in his address, spoke of 
the recent filings with the New Jersey 
Insurance Department of the rating or- 
ganization concerning reductions of 
rates on private dwellings firewise but 
increases for extended coverage rates 
due to unfavorable experience. He said 
these filings included revised term rules. 


It would exclude all television aerials 
and antennaes from coverage. Mr. Wat- 
son declared that he had asked the 


Department to consider the filings as 
a complete package and to process “all 
or none” of them. 

Unfortunately, the speaker declared, 
the New Jersey Department at the time 
had a backlog of filings and since the 
experience for 1953 was being collated 
the Department advised the Fire Insur- 
ance Rating Organization to resubmit 
their filings with latest experience fig- 
ures. 

So dar: as 
revised term 


and a 
con- 


rate adjustments 
rule are concerned, 
tinued Mr. Watson, it will be a few 
months for the necessary filings and 
for processing by the Insurance Depart- 
ment. Revised extended coverage en- 
dorsement coverages will be submitted 
in the near future, he said. 

In regard to dwelling coverages, he 
went on to explain to his audience that 
three new types of dwelling coverages 
have been yecommended : 1. all risk type 
of form; 2. dwelling building and con- 
tents forms with specific perils (recom- 
mended by Inter-Regional Conference) ; 
3. comprehensive dwelling policy in which 
perils are specified. 

Mr. Watson pointed out that adoption 
of any one of the three recommenda- 
tions in New Jersey now is impossible 


because state’s laws are not broad 
enough. 
“T think in New Jersey we are for- 


tunate in not being able to adopt these 
broad forms immediately because we can 
benefit by watching these forms in other 
states where they have been adopted.” 

It was his hope for the future that 
in New Jersey the insured could have 
basic fire and extended coverage en- 
dorsements and then step over to com- 
prehensive. He listed the progression 
in this order: 1, basic fire policy alone; 

, fire and extended coverages; 3, broad 

(Continued on Page 


Cites Unsatisfied Claim 
And Judgment Fund Law 


TAKES EFFECT APRIL 1 IN N. J. 


Wm. A. Dearden Addresses NJAIA 
‘Meeting; Explains Value of New Law 
Over Compulsory Insurance 


Addressing the more than 800 agents 
present at the NJAIA annual meeting at 
Atlantic City, September 17 - 18, William 
A. Dearden, director, Division of Motor 
Vehicles of New Jersey, gave a full 
explanation of the new Unsatisfied Claim 
and Judgment Fund Law which takes 
effect next April 1 in that state. Mr. 
Dearden is retiring from the Motor 
Vehicle Department October 7 after 
more than 46 years of service. 

The speaker indicated how this new 
law will provide protection for insured 
motorists and all pedestrians. An impor- 
tant feature of the law is that a motor- 
ist is properly insured only if his lia- 
bility and property damage coverage has 
been issued by a company authorized to 
transact business in New Jersey. 

“Those of you who owned motor ve- 
hicles,” said Mr. Dearden, “during the 
past year will remember that at the time 
you registered your vehicle, in addition 
to the customary registration fee you 
paid $1 into the Unsatisfied Claim and 
Judgment Fund if you were insured and 
$3 if you were uninsured, In addition, 
insurance companies writing automobile 
liability insurance in New Jersey were 
required to pay one-half of one per 
cent of their 1953 direct net premiums 
for automobile liability insurance into 
the same fund. 


In Excess of $200 


“The purpose of this,” he said, “was to 
provide for the payment of claims and 
judgments in excess of $200 resulting 
from motor vehicle accidents occurring 
in New Jersey when the motorists re- 
sponsible for the accident, being judg- 
ment proof, failed to compensate his 
or her victims through insurance or 
cash settlement. That is what your new 
Unsatisfied Claim and Judgment Fund 
will do on and after next April 1.” 

The speaker explained that unsatis- 
fied claims up to $1,000 may be settled 
by the assigned insurer with the ap- 
proval of the treasurer and any other 
one member of the Unsatisfied Claim 
and Judgment Fund board; and claims 
of $1,000 or more by order of a court. 

“When a judgment within the speci- 


fied minimum and maximum limits is 
obtained in a New Jersey Court, upon 
ten days notice to the Board you 


should apply to the court for an order 
to have the amount of the judgment 
paid from the fund.” 


Minimum and Maximum I imits 


In regard to the minimum and maxi- 
mum limits payable from the fund, Mr. 
Dearden stated: 

“The minimum is $200. In other words, 
damages amounting to $200 or less are 
not payable from the fund. The maxi- 
mum for any one accident is $5,000 for 
injury or death of one person, $10,000 
for injury or death of more than one 
person in one accident, and $1,000 for 
property damage. Thus, damages in ex- 
cess of $200 resulting from any one 
accident are payable from the fund up 
to $11,000, as stated above.” 

Mr. Dearden pointed to the benefits 
available under the Unsatisfied Claim 
and Judgment Law which are not avail- 
able under compulsory insurance. He 
said that compulsory insurance does 
not, but this law does, afford you pro- 
tection in the following cases: where 
damages result from the negligence of 
an out-of-state motorist who is unin- 
sured and financially irresponsible; a 
hit-and-run driver; or an unauthorized 
driver. The speaker said that 13% of 

(Continued on Page 34) 
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New Jersey Association of Insurance Agents, 


Neumann Holds Agents Not Overpaid 
For Necessary Work Well Performed 


As far as the American public is con- 
cerned the American Agency System is 
not on trial, Joseph A. Neumann, vice 
president of the National Association of 
Insurance Agents, told the annual con- 
vention of the New Jersey Association 
at Atlantic City last Saturday. Despite 


JOSEPH A. NEUMANN 


the views of alarmists on cut-rate com- 
petition Mr. Neumann declared the 
American Agency System is “doing the 
best selling, servicing and public rela- 
tions job in the history of any industry, 
anywhere. 

“Attempts are multiplying to put the 
American Agency System on the defen- 
sive,” said Mr. Neumann. “We are told 
that our ‘take’ out of the premium dollar 
is too great. Is it too great for the 
work we perform in earning it? Not 
even our severest critics dare make such 
a statement. We are told that, were it 
not for our commission, direct writers 
could be undersold. Perhaps. The same 
conclusion could be reached by elimini- 
nating the salaries of company employes. 
Neither of these statements is an earth- 
shaking conclusion and equally ridicu- 
lous. 

“The inference that our ‘take’ is so 
great’ that it increases our principal’s 
expenses, so that they cannot compete 
on a price basis, is belied by the one 
true test, facts and figures. To those 
that say, ‘Yes, but you get a percentage 
of a higher premium, the answer is 
basic. Reduce that premium and agents 
automatically take a reduction while 
company expense remains at that known 
percentage. 

Commissions Not Too High 

“The Commissioner of Insurance of 
one of our far western states, not too 
long ago, warned agents not to oppose 
commission reductions per se. I concur 
in his warning and recommend it to you. 
But—on the basis of the facts, no fair 
minded analyst can come to a conclu- 
sion other than that, we are performing 
a necessary function, performing it well, 
are not overpaid for the service we 
must perform and no other system is 
doing it for less or better. After all, 
is that not the true test of whether we 
have a right to exist ? 

“Much of what I have said has been 
received in some circles with raised 
eyebrows, perhaps, even an expletive or 
two. I am a bit tired of the ever in- 
creasing intimations and innuendos that, 
arising out of panic attempt to stigma- 
tize the American Agency System as 





the source of all ills within our indus- 
try, that try to make of us the whip- 
ping boy at a time when, if anything, 
the closest cooperation between princi- 
pal and agent is a must. 

“Our competition, they say, arises out 
of the new concept of self-service being 
applied to the insurance policy. May- 
hap, but I for one will not compete with 
it, if I am reduced to ‘self-service. 

“We members of the National Asso- 
ciation of Insurance Agents continue to 
offer our cooperation as sincerely and 
honestly as it is possible to do. We, 
equally sincerely hope, that offer shall 
not be ignored, through the failure on 
the part of our principals, to recognize 
that there is another side to the coin, 
other than the one facing them,” Mr. 
Neumann observed. 


Agents Must Prove Worth 


“It is now your responsibility, indi- 
vidually and collectively, to go out and 
prove how good is the American Agency 
System. No man or woman that earns 
his or her living at its troughs, can 





evade that responsibility or by mere 
membership in our association, delegate 
it to the elected leaders. The American 
Agency System works one place only, 
at grass roots level. In your community, 
in your office, in your insured’s home or 
place of business. 

“If you've sold, sell better. If you've 
given service, service better. Whatever 
you have done, do it better. Prove to 
the American public, that their over- 
whelming choice of the merchandising 
systems of the products of insurance, 
the American Agency System, has done 
a better job, is doing a better job and 
will continue to do a better job in the 
public interest. A quality product is al- 
American public 


ways chosen by the 
over temporary price advantage. 
“Let our sole concern be, that we 


agents continue to perform our function 
on this insurance industry team in such 
a manner, that the public will a 
continue to select us as their represe 
tatives and counselors. If we inaibtain 
that position in the future, as we have 
so well in the past, who can dislodge us 
from our enviable position?” 

Mr. Neumann vigorously reiterated 
his opposition to certain proposals com- 
ing from some company ranks as pos- 
sible ways to meet cut-rate competition. 
He stands by the NAIA policy of no 
unilateral commission § reductions, no 

(Continued on Page 34) 


Advertising Panel Discusses Value 
Of TV In Telling Agents Story 


As moderator of the advertising panel 
held Saturday morning during the 
NJAIA two-day convention at Atlantic 
City, September 17-18, Alan H. Miller of 
Hackensack spoke in favor of using 
television as a media to advertise the 
“agents story.” Several county associa- 
tions want such a program, he said. 

It was Mr. Miller’s hope that he could 
enlist the aid of New York City brokers 
and New York suburban agents and per- 
haps metropolitan Philadelphia agents to 
join in the venture. This assistance wouid 
cut initial costs in half, he said. 

Mr. Miller pointed out that there was 
a good chance in securing the assistance 
of the Eastern Agents Conference. He 
went on to declare that the final step 
would be to secure the cooperation of 
the NAIA and said he is going to Chi- 
cago next month to present the proposed 
program. 


Under $20 Per Agent 


As to costs, the speaker pointed out 
that on a national basis the cost would 
be under $20 per agent without company 
help. This program, he said, would high- 
light the value of the agent’s help to 
his insured. It would have value in com- 
bating direct writers and could be tied 
in with local advertising, he declared. It 
was his contention that the agents “were 
overlooking the greatest advertising 
media yet developed.” 

Towards this end, John F. Hurlbut of 
WNBT, NBC, addressed the meeting. 
Mr. Hurlbut was not inhibited in point- 
ing out the many advantages of tele- 
vision advertising and explained that 
television—the electronic salesman — 
could do the job better than any other 
media. He told the agents that there 
was a distinct similarity between them 
and television. Both have the same in- 
terest—the family unit—the speaker de- 
clared. 

Harry V. Carlier, Insurance Advertis- 
ing Conference president, in his address, 
pointed out that the purpose of advertis- 
ing from an agents’ standpoint is to 
acquaint the prospects with agents’ serv- 
ice and also with what agents’ have to 
sell. It will help as an advance for 


agents’ personal solicitation, Mr. Carlier 
continued. The speaker cited the signifi- 
cant fact that in relation to company 
policy “what the agents ask for they get.” 

As the second panelist, Theodore W. 
Budlong cautioned the NJAIA to make 
sure of the necessary finances before 
undertaking an ambitious television en- 
deavor. He suggested that any such pro- 
gram should be controlled by an autoni- 
mous committee and should not be sub- 
jected to outside interference on policy 
matters. 

In speaking of National Board of Fire 
Underwriters advertising, Mr. Budlong 
acquainted those present with the fact 
that the National Board has undertaken 
a series of advertisements citing the 
value of the local agent. He displayed 
two kits and explained their promotional 
value. The speaker urged the agents to 
be more consistent in their field work. 


Value of County Advertising 


Agent Henry A. Franz of Clifton 
spoke of the value of county cooper: ative 
advertising. He told of his county’s TIC 
(Trained Insurance Counselors) program 
to publicize the worth of the local agent. 
The speaker in his consideration of ad- 
vertising pointed out the case of a 
woman agent in California in combating 
the direct writer situation. This Cali- 
fornia agent ran an effective ad which 
read: 

“IT wouldn’t buy insurance direct no 
more than [I would go directly to the bee 
hive for my honey—for invariably I 
would get stung.” 

As the last panelist, John S. Sheiry 
of Bridgeton and the newly appointed 
NJAIA executive committee chairman, 
explained that which can be accomplished 
by local agent advertising. Mr. Sheiry 
recently was awarded first honorable 
mention in the agents’ advertising con- 
test conducted by the Insurance Adver- 
tising Conference. 

In conclusion, Mr. Shiery pointed out 
that a properly intergrated advertising 
program should have an important ef- 
fect on the community and that such 
a program will emphasize the importance 
of the local agent’s service. 





New President 


NJAIA’s 


New elected NJAIA president, Harry G. 

Mather of Trenton (left) is shown dur- 

ing a meeting break discussing the pro- 

gram schedule with Major William F. 

Casey, Commissioner Dept. of Public 
Works, Atlantic City. 


Harry G. Mather, Trenton, was elected 
president of the New Jersey 
Agents at their 6lst annual 
meeting, Friday, September 17, at the 
Haddon Hall, Atlantic City, N. J. Mr. 
Mather succeeds Sol S. Holland of Jer- 
sey City. 

John S._ Sheiry, 
new chairman of the executive 
committee and H. Earle Munz, Pater- 


son, was reelected state national director 
of the association. 

The new executive committee mem- 
bers are: Allen H. Miller, Hackensack; 
Henry A. Franz, Clifton; Frederick S. 
Hyers, Morristown; Norman E. Smal- 
ley, Plainfield; Milton H. Grannatt, Jr., 
Trenton; Samuel R. Worthington, Cam- 
den; Frank J. Siracuse, Atlantic City 
and S. S. Holland, Jersey City, the re- 
tiring president who automatically 
serves on the executive committee for 
one year. 

Messrs. Franz, Miller and Worthing- 
ton were reelected to their posts. 

Mr. Mather’s career in the insurance 
field began in 1935 when he joined the 
agency of Kuser & Kuser. He purchased 
the agency in 1940. 

During World War II, he went into 
essential war work in the aviation in- 
dustry and became supervisor of timing 
at Eastern Aircraft. At the close of the 
war, Mr. Mather returned to his agency 
in Trenton. 

Interested in the 


Association 
of Insurance 


Bridgeton, was 


elected 


Mercer County As- 
sociation of Insurance Agents for many 
years, he served in various capacities 
and became its president in 1950. He is 
presently a director of the Trenton 
Kiwanis Club and a member of the 
Trenton Chamber of Commerce. 


Wilson Cup Awarded to 
Hudson County Association 


Hudson County Association under 
President Edward <A. Biener’ was 
awarded the Wilson Cup for an .out- 
standing record of achievement. The 
presentation was made at the closing 


luncheon of the NJAIA annual meeting. 


This marks the second successive year 
that Hudson County has received this 
honor. 


Runners-up for this award went to 
Bergen County of which Robert L. Dar- 
rell is president and to Camden County 
aes the guidance of Earl T. Jackson, 
r. 
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Willison President 
Pennsylvania Agents 


OTHER OFFICERS ARE ELECTED 





National Bureau Commended for Tell- 
ing Producers First of Rate Changes; 
Unlicensed Insurers Condemned 


Lawrence D. Willison, Jr., of Wil- 
liamsport is the new president of the 
Pennsylvania Association of Insurance 
Agents. He was elected last week at the 
65th annual convention in Philadelphia 
and succeeds Howard S. Coe of Phila- 
delphia. 

Other officers of the association elect- 
ed are vice presidents, Wilfred E. Hel- 
wig of Indiana and George J. Margraff 
of Philadelphia; treasurer, Clarence M. 
Thumma of Harrisburg, and secretary- 
manager, Frank D. Moses of Harris- 
burg. Morton V. V. White of Allentown 
continues as state national director. 

The association commended the Na- 
tional Bureau of Casualty and Surety 
Underwriters on its adoption of “new 
policy of announcing rule and rate 
changes to agents of its member com- 
panies before publicity appears else- 
where.” 


Stuart H. Smith Wins Company 
Man Award 


Stuart H. Smith, state agent for the 
Agricultural and the Empire State In- 
surance Company of Watertown, N. Y., 
was named this year’s company man 
who has done most during the past year 
in Pennsylvania for the American Agen- 
cy System and the Pennsylvania Asso- 
ciation of Insurance Agents. 

This award by the agent’s association 
was announced at the annual conven- 
tion. This award was given last year 
for the first time. 

Hit Unauthorized Insurers 

Action was taken against solicitation 
of aviation insurance in Pennsylvania 
by two companies unlicensed to oper- 
ate in the state at the final session of 
the convention. In a letter to the 
Pennsylvania Insurance Department the 
association demanded that the firms 
present a formal application to enter 
the state, and be granted the proper 
and legal franchise, but not before 
they had been prosecuted for past vio- 
lations of insurance laws. 

In an address to some 400 members 
registered for the convention, Paul 
Blaisdell, director of the traffic safety 
division accident prevention department, 
Association of Casualty and Surety 
Companies, charged that the State of 
Pennsylvania is not doing all in its 
power to reduce death on the highways. 





Neumann Cites Agents’ Worth 


(Continued from Page 33) 


continuous policies and no direct com- 
pany billing. 
Restricted Markets Aided Competitors 
“The team of the insurance company 
and the American Agency System has 
served the public long and well as the 
balance wheel of America’s economy,” 
continued Mr. Neumann. “The compa- 
nies have made our product available 
and we producers have sold and serv- 
iced. 
“We have sold and serviced more in- 


surance than any other system devised, 
anywhere, anytime, ever. In excess of 
75% of the market—and at a 20% to 
25% higher price. With that Record I 
at times wonder just how serious is the 
problem? True, direct writers boast of 
graphs that skyrocket. But what was 
their base? 

“In all fairness to an intelligent ap- 
praisal of the problem, how much of 
the volume on their books can be attrib- 
uted to our salesmanship? After cre- 
ating demand, how much were we pre- 
cluded from writing, because of mar- 
ket or capacity restrictions? Price com- 
petition is by no means a discountable 
factor, but, you cannot sell, even for 
less, if you have no goods on your 
shelf. 

“Some say that it is the agents’ com- 
mission that makes all the difference. 

“Almost identical percentages of ex- 
pense confront both our principals and 
our competitors proving conclusively 
that certain specific functions must be 
performed in the sale of the insurance 
policy and that, irrespective of the 
method employed, commission or salary, 
that percentages varies but little. 

“To which our principals have the 
added advantage of a servicing organi- 
zation, not only in New York or Hart- 
ford or in isolated population centers 
as an adjunct to nuts and bolts and 
house paint, but at every cross-roads in 
every hamlet in America. All this last 
for free. 

Selective Underwriting 


“Some say that it is selective under- 
writing, that is responsible for our woes. 





TaSar 


It could readily be, though not to the 
extent indicated and claimed, is my per- 
sonal belief. By and large, however, in 
that department, we of the American 
Agency System must present an orchid 
to our principals. It is true that all of 
us have encountered underwriting trou- 
ble in recent years. But on the whole 
our principals have recognized that 
super-selective underwriting cannot go 
hand in hand with a business increas- 
ingly dedicated to the handling of ac- 
counts, as is the multiple underwriting 
trend, and have reacted accordingly.” 


Allstate Fire Rates, at 
20% Off, Approved in N. Y. 


The New York Insurance Department 
this week approved the dwelling fire 
rate filing of Allstate Insurance Co., 
subsidiary of Sears Roebuck & Co. The 
new rates, now effective, are about 20% 
below the recently reduced rates of the 
New York Fire Insurance Rating Or- 
ganization according to President Calvin 
Fentress, Jr., of Allstate. This company 
at present will write only fire and ex- 
tended coverage on residences housing 
one to four families, and contents cov- 
erage in buildings housing up to 20 
families. 

Allstate has 214 agents licensed by 
the New York Insurance Department 
who will receive commission of 15% on 
new business and 614%4% on extension or 
renewals of original policies. The com- 
pany hopes to use a continuous form of 
policy which will be renewed by sub- 
sequent premium payments. 


W. D. Dearden Address 


(Continued from Page 32) 


all drivers involved in New Jersey acci- 
dents are non-residents. 

“Thus the new Unsatisfied Claim and 
Judgment Fund Law both protects the 
public against economic loss resulting 
from motor vehicle accidents, and im- 
poses stern conditions upon the restora- 
tion of motoring privileges to those who 
have caused accidents and have failed to 
pay their lawful damage claims,” he 
continued. “It is a complete new chap- 
ter in the State’s determination to pro- 
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tect the public by compelling motor ve- 
hicle owners to assume their just 
responsibilities, pay for the damages 
they cause if they are involved in an 
accident, or forfeit their privilege to 
own or operate a motor vehicle if they 
fail.” 
Insurance Most Necessary 


To dispel any notions of those who 
think it is unnecessary for them to 
carry insurance because this new law 
thus provides public protection against 
financially irresponsible motorists, Mr. 
Dearden said that nothing could be fur- 
ther from the truth and was explicit in 
pointing out: 

“1. An uninsured motorist is not en- 
titled to collect damage claims from the 
fund. 

“2. Under the new Security Respon- 
sibility Law, now in effect, an uninsured 
motorist who is involved in an accident 
and fails to pay for damages he has 
caused, suffers suspension of his motor- 
ing privileges, both as an owner and 
operator. 

“3. If the Unsatisfied Claim and Judg- 
ment Fund pays damages caused by an 
uninsured and financially irresponsible 
motorist, his driving and registration 
privileges may not be restored until he 
has reimbursed the fund with interest, 
or made arrangements for installment 
payments to the fund. 

“4. Tf a judgment is obtained against 
an uninsured motorist for failure to pay 
for damages he caused, he must there- 
after, even upon later payment of the 
damages, furnish proof of financial re- 
sponsibility for the future.” 
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Baldwin on Rating 


(Continued from Page 44) 


stand strictly on its own feet. New 
York City certainly provides an enor- 
mous market for these lines, and it prob- 
ably would be safe to assume that be- 
tween one-sixth and one-fifth of the 
nationwide volume of these classes is 
produced in New York City. This figure 
does not represent New York City busi- 
ness necessarily, since there is an in- 
determinate but certainly large quantity 
of out-of-state business produced in 
this area. 
Territorial Demand Could Expand 


“Even if we assume that this conten- 
tion is correct and that the personal 
jewelry line, for example, could be writ- 
ten in New York City on a local basis, 
the advancement of this argument com- 
pletely overlooks the very definite fact 
that the situation here is utterly unique. 
If New York City produces six or seven 
million of personal jewelry business, it 
is equally true that in state after state 
the total volume of this class is less 
than $100,000 annually, and in many 
states far less. 

“The abandonment of nationwide rat- 
ing, in order to increase rates in New 
York City, would unquestionably lead 
to demands on the part of insurance 
authorities in other sections of the coun- 
try for territorial rating based upon 
their experience, but in few territories, 
as I have tried to indicate is there a 
sufficient volume to be credible, and in 
many jurisdictions one moderately large 
loss could destroy profits for the entire 
market in that territory for a long time. 

“Those in favor of nationwide rating 
fully believe that the abandonment of 
it would result in the ultimate destruc- 
tion of the jewelry class, which today, 
nationwide, at our present rates is re- 
turning a minimum but = satisfactory 
profit, in my opinion, and on a volume 
of about $30,000,000 aside from New 
York City. 

Improvement in PPF 


“Fourthly, the proponents of special 
rates in New York City hold the view 
that higher rates would provide the an- 
swer to our present difficulties in New 
York City. They cite the results of the 
personal property floater class following 
a rate increase a short time ago. I am 
on dangerous ground here, but I do not 
believe that the improvement which, in- 
cidentally, makes the personal property 
floater in New York City just about as 
undesirable as it is nationwide, was the 
result of a rate increase. 

“Tl believe that it was more due to the 
deterioration in the experience which 
led underwriters to return to the basic 
underwriting concept of the class—in- 
surance to value, the avoidance of small 
policies, and insistence generally on de- 
ductible policies. 

“The proponents for nationwide rating 
hold the view that rates generally are 
about as high as they should be, and 
that any increase would tend to force 
the most desirable business into other 
channels and leave the inland marine 
underwriter the dregs of the business, 
and probably result in a worse experi- 
ence over a period of time than should 
be anticipated at present. 

“It has also been proposed that terri- 
torial handling of our business should 
be attempted, in the case of the per- 
sonal property floater, by restrictions 
in forms on New York City business, 
such as excluding damage done by pets 
or by providing for a mandatory and 
higher deductible, or by eliminating the 
so-called ‘free’ coverage as to jewelry 
and furs, ete. 

“This argument has been effectively 
disposed of by our fire brethren in the 
development of householders’ compre- 
hensive forms. There are not many in- 
land marine underwriters today who 
want to see any restrictions added to 
existing forms. 

“If anything, the reverse is true, as 
has been demonstrated in changes in 
the last year or two. Your inland ma- 


rine underwriter is willing to render 
unto the fire and casualty people their 
just deserts, but he is not anxious in 
any respect to encourage them to take 
over what he considers to be his own 
just deserts. 

“Perhaps one of the most telling argu- 
ments advanced by those who believe 
in nationwide rating for these classes 
lies in their character as genuine float- 
ers. Every company writing these 
classes has sustained major losses in 
New York City for assureds purchasing 
this coverage at their homes in Kansas, 
Texas, Alabama, Ohio or, in short, al- 


most anywhere within the country. 

“It is impossible for me to give you 
figures on the distribution of losses be- 
tween the residence and the outside. 
We might note, however, that no one 
ever buys personal jewelry insurance, 
for example, solely for the coverage af- 
forded under that policy in his resi- 
dence. No broker could conscientiously 
offer it only for that coverage. 

“Jewelry insurance is purchased for 
the outside exposure. Jewelry insurance 
is most highly desirable for the assured 
when he travels, while visiting New 
York or Honolulu or Paris or Rome. 


We all know that all classes of Ameri- 
can people are more and more on the 
move, and I feel sure that the outside 
exposure is far greater than that at the 
residence. 

“Fire and burglary insurance may be 
written on a territorial basis because it 
is territorial average. The personal in- 
land marine floaters are not_territorial 
in their nature and, in my judgment, to 
so rate them equitably would be an al- 
most impossible task. A nationwide risk 
must take a nationwide rate; a terri- 
torial risk may well take a local or 
territorial rate.” 
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Helping you 


to get 


nore business 


* THE HOME * 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. 
FIRE °* AUTOMOBILE °¢ MARINE 
The Home Ind ity C y, an affiliate, writes 


p 


Casualty Insurance, Fidelity and Surety Bonds 





Be prepared to get the most out of 


Fire Prevention Week, October 3-9. 
It's an ideal time for insurance pro- 
ro [Vitae ome l-s muse] eM oltliial-t SM laMmoLofolbireya 
to sparking community interest in fire 
prevention activities. Ask your fieldman 
to supply you with these free leaflets, 
posters, newspaper mats, sample 


speeches and other sales aids 


Even small business is big business — and it’s a 
great market for insurance. This new Home ad 
opens the door for you. 


Latest figures show that less than ten per cent 
of business owners now carry Earnings Insurance 
or Business Interruption Insurance. 


That means that right in your territory there 

exists an untapped market — and an opportunity 
for you to get more business from present policy- 
holders and prospects. These coverages are easy 

to write — and you can count on experienced Home 
fieldmen and engineers for technical assistance. 
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YOULL HAVE A BETTER BUSINESS 
WHEN YOUR TROUBLES ARE TAGGED! 


Most modern businessmen realize the importance of complete insurance 
protection. You rely upon your insurance agent for expert advice en nee ee ae 
and professional services in getting this protection. That’s wise. Te 
Ask your Home agent 
about the new Earnings 
Insurance, which provides 
that your income will 
continue if your business 
is closed as a result of 


But now think of this— 
that same man, your Home Insurance agent, can also help you 
to eliminate trouble spots. He has over a hundred years of 
Home Insurance experience behind him. He knows what causes 
fire and other hazards—and how to stop them. ; 

7 2 Fi fire, windstorm or any 
Call on him. He'll be glad to arrange an expert, friendly inspection other peril covered by 
cf your property. If there are any danger spots you'll insurance. 
know about them, and can have them fixed. 
Then, like thousands of other businessmen who have done this, 
you'll have a better, safer business. 


















yx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME®* 
CFusurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE + AUTOMOBILE + MARINE 5 


The Home Indemnity Company, an affiliate, writes J 
Casualty Insurance, Fidelity and Surety Bonds 








This ad will appear in full color, SATURDAY EVENING POST October 2 + BUSINESS WEEK October 2 
full page size in these publications: TIME October 4 + U.S. NEWS & WORLD REPORT October 15 
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Outlines Essential 
Services of Producer 


GOLDBERGER IS SPEAKER HERE 





Addresses Insurance Day Gathering on 
Things Agent or Broker Should 
Know to Render Good Service 





Alex Goldberger, one of the leading 
insurance brokers in New York City 
and long a leader in insurance brokers’ 
associations, outlined what he considered 
the essential services required of a pro- 
ducer when he spoke before the New 
York Insurance Day meeting at the 
Hotel Biltmore last week. 

“First and foremost,” said Mr. Gold- 
berger, “an insurance producer who un- 
dertakes to provide insurance protection 





ALEX GOLDBERGER 


for his insureds must believe in the mer- 
chandise he sells with an almost re- 
ligious fervor. He must determine and 
believe with whom he does business. 
“When you undertake to give service 
have to 


as a producer, you not only 

sell the package. You must know what 
is in it. You must know how tto take it 
apart, how to add to it and how to 
discard portions of it, and the back- 
ground and reasons why this should be 
done. 

“In addition you must also understand 
that if in doing this you have made 
mistakes you may even be held legally 
liable and made to pay for your errors 


and omissions, Mr. Goldberger warned. 
“Every new clause you add to a policy, 


every change you make, every letter 
you write, every sales talk you make 
may be a preliminary to a lawsuit in 


which your insured or you yourself may 
become a defendant or perhz aps a plain- 
tiff. You can never know in advance 
which it may be. 


Complaints of Assureds 


“Always remember that when insureds 
complain bitterly about technicalities and 
the fine print in policies—and naturally 
they only do so when they sustain a 
loss for which they have no insurance 
protection—they may sometimes be justi- 
fied. The wrong part in their thinking 
may be that they blame some insurance 
company whereas it may have been 
the man who sold the’contract, or rather 
the man who neglected to adequately ex- 
plain it or to sell an additional policy 
who was to blame because he was too 
superficial in his service. Of course, in 
all fairness, we have also learned that 
there are also certain insureds who are 
unreasoning and unreasonable. 


“We must ask ourselves if we are 
keeping pace with the times. Do we 
take time out for refresher courses, 


either by personal attendance or by 
mail? Or, if none such is available, do 
we think of organizing a_ discussion 
group? Do we faithfully attend forums, 
lectures and district conventions, or read 





Comprehensive Reinsurance Book 


Is Written by William J. Langler 


William J. Langler, vice chairman of 
the board of directors of the Northeast- 
ern Insurance Co. of Hartford and for 
years an acknowledged authority on re- 
insurance, has written a comprehensive, 
465-page volume entitled “The Business 
of Reinsurance.” It is handsomely pub- 
lished by the Northeastern and issued in 
connection with the 50th anniversary of 
that company. 

Modestly Mr. Langler states that the 
object of the volume is to provide the 
inexperienced with material related to 
reinsurance transactions associated with 


fire and allied lines of business, hail, 
automobile, inland marine and ocean 
marine insurance. It does not deal with 
any casualty lines. But there is a world 





one or more trade papers carefully and 
line by line? How many of us would 
dream of picking up any one of the 
manuals as light week-end reading and 
how much company advertising gets 
thrown into the waste basket without 
being looked at? 

“A lack of imagination can be one of 
the greatest handicaps to plague a_pro- 
ducer and prevent him from. giving 
proper service to his insureds. 

“If the man who sells insurance can- 
not see a potential loss or a claim 
in his mind’s eye, he loses the impelling 
motive to go out and show his insured 
that there is an urgent reason why the 


insured should protect himself. The 
hazard exists, make no mistake about 
that; but the insured will not have been 


forewarned.” 


of information. also for the experienced. 

Mr. Langler writes in his introduction 
that “there will be no legal definitions or 
anything associated with the law or 
interpretations of any feature of the 
transactions contained herein. Reinsur- 
ance is distinctly to be regarded as an 
honorable engagement entered into by 
individuals very definitely having in 
mind a transaction of a mutually profit- 
able or advantageous character.” 


Wide Range of Subjects 


This book takes up the first surplus 
treaty of 1904, deals with general surplus 
treaties, reinsurance agreements with gen- 
eral agents, faculative reinsurance, quota 
share reinsurance, retrocession agree- 
ments, spread loss reinsurance, excess of 
loss ratio reinsurance, catastrophe and 
excess of loss reinsurance. Also the new 
volume publishes specimen contracts and 
agreements covering the many lines of 
fire, allied lines, auto and marine risks. 
Mr. Langler likewise has chapters on in- 
vestments, commission scales, taxes, un- 
licensed reinsurance, mutual companies’ 
reinsurance, intermediaries and brokers 
and premium and loss statistics for many 
companies. 

In his “Preparatory Notes on the Ac- 
quisition and Appraisal of Fire Treaties” 
Mr. Langler has some highly interesting 
statements with respect to ethics, geogra- 
phy, participation in pools and commis- 
sions. These are presented herewith in 
part: 


Reputation a Vital Factor 


“Provided one has the authority, and 
some degree of knowledge of the sub- 
yect, and acquaintance in the insurance 
feld, it is not particularly difficult to 





BROKERAGE SUPERVISOR 
AND OFFICE MANAGER 


Baltimore, Maryland, office requires 
an enterprising, responsible manager 
with experience in fire, casualty and 
marine insurance. 

This presents an unusual opportunity 
for someone who is both willing and 
ambitious. 

Please make your letter of applica- 
tion as complete as possible. 

All replies will be held in strict con- 
fidence. Address: Box 2269, The East- 
ern Underwriter, 93 Nassau Street, New 
York 38. 











put business on the books of a reinsur- 
ance company but when it comes to 
quality, as well as quantity, the opera- 
tion takes on a very different aspect. 
Two things become essential, first, that 
the reinsurer is equal to the obligations 
that it is proposed to assume and, second, 
that the ceding company measures up to 
a standard of performance, which either 
already has developed or can be expected 
to develop a favorable outcome of its 
reinsurance cessions. 

“The vital question is what is the 
reputation of the company’s chief ex- 
ecutive? You will not ‘find much along 
this line in the published financial in- 
formation about companies and yet this 
is something of greater importance than 
those things which can be measured in 
terms of dollars and cents. 

“It is recognized as a principle of the 
reinsurance business, that the latter con- 
cerns itself more with the underwriting 
of men than of risks. This is more than 
ever the case at the present time, when 
the reinsurer’s information with respect 
to individual risks is almost completely 
lacking except where a loss has occurred 
of a size to warrant the report of it 
to the reinsurer under a provision of 
the reinsurance agreement or because 
it is unusually large and requires a 
prompt cash remittance for the reinsur- 
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YOUR SUCCESS as a broker will be in proportion to your efficiency and thoroughness in serving 
your clients. That's why we continuously insist upon our underwriters giving you reliable, timely informa- 
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Brokers have been coming to our office regularly and receiving friendly, profitable and helpful 
service year after year for more than half a century! 
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er’s share thereof. The fortunes of the 
reinsurer are therefore completely in 
the hands of its ceding company, at least 
to the degree provided for in the rein- 
surance agreements. 

“A most important facet of a rein- 
surance executive’s character is an 
ability to arrive at an accurate judgment 
of the individual, who is the dominant 
figure in the management of the direct 
writing company with which a reinsur- 
ance agreement may be in _ prospect 
and/or under discussion. Most of us, 
earlier or later, have found ourselves 
directly or indirectly acquainted with 
such am individual, who exudes charm, 
power, strength, leadership and other 
desirable qualities associated with men 
in high places. 

“Unfortunately, some of the possessors 
of these talents abuse them and use 
them for deceit and ruthless dominance 
and end up by virtually wrecking the 
edifice they had succeeded in erecting 
in the course of their drive for the ful- 
filment of their selfish, mercenary am- 
bitions. It is a question whether the 
dictatorial type is more dangerous than 
the individual who radiates charm and 
suavity. The latter is more insidious than 
the other and is more likely to create 
irreparable damage, because it is most 
apt to be concealed, or interwoven and 
less apparent. 

“In general therefore, the first require- 
ment is to know with whom you are 
dealing and to be sure you want to 
do business with them. All established 
results are available for consideration. 
If they have been satisfactory in the 
past and the same management con- 
tinues, there is visible at least the 
foundation, duration and experience on 
which to base a judgment for a continu- 
ation. 

Adequate Capital and Surplus 


“On the other hand, it might be a 
new company or of brief activity, with 
respect to which there is available only 
the smallest amount of information. In 
such a case you are thrown back on 
the record of the people backing the 
company, particularly with respect to 
the individual handling the underwrit- 
ing. What is his background and what 
is the underlying basis for the formation 
of the company in the first place? Many 
a small company has a local situation 
more or less under control of certain 
individuals who discern an advantage to 
themselves in the formation of a com- 
pany to write the business they have 
in view. Quite frequently, the capital 
and surplus of such a company is clearly 
inadequate to cover its needs, which 
makes reinsurance essential and indis- 
pensable and perhaps it develops that 
the reinsurance is destined or designed 
to bear the major part of the load 
of liability at a commission cost so 
far, or to such a degree, in excess of 
the original cost as to make such re- 
insurance a source of profit to the com- 
pany. 

“These kind of transactions need care- 
ful examination and most reinsurers shy 
away from them and prefer to restrict 
themselves to propositions which are 
backed by performance and practice and 
have established records of profitable 
operation. Any situation into which the 
reinsurer enters without a foundation 
already built by the ceding company, 
and of which there is unquestionable 
evidence, exposes itself to the obviously 
dangerous possibilities of trial and 
PATON: ceo hw 


Territory Factor 


“With that feature discussed, we can 
advance to another viz: that of territory. 
Here we are chiefly concerned with the 
forces of nature, against which nothing 
much can be done except to be wary. If 
the company for example is a distinctly 
Southern enterprise, which involves 
Florida, it would necessitate a very 
careful examination of its underwriting 
plans in that state, most possibly by 
county and particularly with respect to 
the East Coast and to the West Coast. 
The Florida fire record is of the best 
but its hurricane losses can be disastrous. 
A local company would of necessity ac- 


cumulate a lot of local liability and the 
windstorm hazard would be the dominat- 
ing factor in the outcome of the results. 
“The same or similar thinking colors 
the consideration of a Texas operation. 
Everybody in the fire insurance business 
knows that the Gulf area is definitely 
associated with the hurricane hazard and 
many companies like to avoid completely, 
or at least restrict their commitments 
in, the first tier of counties along the 
Gulf. Texas too has not only a hurricane 
hazard but quite definitely also a tornado 
hazard and that of hailstorms too. Bee 


Texas company could not hope to avoid 
a very definite portfolio of predominantly 
Texas risks. 

“Still one more specific case is that 
of a California company and the earth- 
quake risk, which is virtually regarded 
as being restricted to California, although 
it is written sparsely all over in conjunc- 
tion with mortgage requirements. A re- 
insurer couldn’t write in California un- 
less it took earthquake business, because 
it would be highly improbable for a 
company to cede the fire portion of the 
liability without an equal amount of the 


earthquake risk. .. . 
Pool Participation 


“We are now at the point of taking 
under consideration how large a par- 
ticipation should be taken of a pool or 
available surplus. First of all there must 
be a basis for the treaty; such as an 
amount equal to or less than that re- 
tained by the ceding company on an 
individual risk, or maybe . multiples 
thereof. The retention is called ‘a line’ 
and it is quite common to encounter 

(Continued on Page 40) 





Another America Fore public relations advertisement 
now appearing in leading magazines throughout the 
nation. ... These ads inform the public of the many 

valuable and vital services rendered by the insurance 
industry and the local agent. 


Have you told your 


clients about the new premium 


payment plan now available 
to America Fore Agents? 
Your insureds can budget premiums on 
a monthly, quarterly, semi-annual 


or annual basis. Ask the 


America Fore fieldman. 
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Completes 25 Years 


With the Hartford Fire 


JAMES C. HULLETT 


the 
his 


James C. Hullett, president of 
Hartford Fire, last 
25th anniversary with the 
Starting in 1929 as special agent he 
rose to become president and chairman 


week marked 


company. 


of the finance committee in less than 
24 years. He became president on Feb- 
ruary 26, 1953, succeeding Charles S. 
Kremer, now chairman of the board. 
Mr. Hullett, a native of Bowling 
Green, Ky., studied at Western Ken- 
tucky State Teachers College for two 
years, then took a two-year insurance 


course at Northwestern University. It 
was while he was at Northwestern that 
he officially became associated with 
Hartford Fire. 

Upon leaving Northwestern, he _ be- 
came a special agent for the company. 
He advanced through various field posts, 
and in 1944 went to the home office in 
Hartford as vice president. 

Mr. Hullett is active in Hartford and 
national business circles, holding the 
post of director in several prominent lo- 
cal companies and national insurance 
organizations. He is the vice president 
of the National Board of Fire Under- 
writers, a trustee of Underwriters Lab- 
oratories, and a director of the General 
Adjustment Bureau, a director of the 
Connecticut Bank and Trust Co. and 
the Phoenix Mutual Life Insurance Co. 

In his spare time Mr. Hullett plays a 
little golf and engages in photographic 
work, taking color stills and movies. 


Hurricane Losses May 
Lead to Boost in Rates 


A spokesman for insurance companies 
in Massachusetts indicated that higher 
rates for extended insurance to provide 
protection against loss by wind are ex- 
pected as a result of the heavy volume 
of claims being filed with companies 
coming from the first of the two recent 
hurricanes that battered New England. 
There are only two companies in New 
England that accept flood insurance, a 
spokesman said, “and they do not accept 
it for property on waterfront areas.” 

While insurance company executives 
were unable to say that rates would be 
advanced on the extended coverage, they 
admitted th: at it would appear to be un- 
avoidable. “Companies can’t pay out 
what they don’t take in,” one official 
said. 

Estimates of wind damage in the first 
of the two hurricanes place the total in 
New England at nearly $100,000,000, ac- 


cording to John O’Connor, executive 
secretary of the Casualty Insurance 
Companies, Massachusetts. This figure 


covers 150,000 claims, he said. Of the 


total $55,000,000 was claimed in Massa- 
chusetts, 


Mr. O’Connor pointed out. 






































Set your sights on 


Inland Marine 
business 


The range runs the gamut from 
jewels and cameras to tractors, 
goods in transit, power shovels 
and physicians’ and surgeons’ 
instruments. Any target you 
choose will prove profitable. 
This is business you'll like. 
We know we do. 


e * 







1. Jewelry-Fur Floater 

2. Camera Floater 

3. Physicans’ and 
Surgeons’ 
Equipment Floater 

4. Contractors’ 
Equipment Floater 

5. Equipment Dealers 
Policy 

6. Transportation 
Policy 


ROYAL: UV ERPOOL 





CASUALTY ® FIRE MARINE ® e SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
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Reinsurance 


(Continued from Page 39) 


pools which have a capacity of, say, 
five lines, of which a reinsurer would 
take, say, 20%, if it wanted to limit itself 
to one line. That would give the rein- 
surer a maximum liability on a single 
risk not in excess of that retained by 
the ceding company, but, frequently, 
considerably less because the surplus 
above the retention would more often be 
less than the full capacity of the treaty. 
That would mean that in all cases of 
reinsurance the ceding company would 
have a full commitment of one line but 
this would not be the case with the 
reinsurer. In more cases than otherwise 
the reinsurer would get a lesser amount 
than its limit of one line. 

“Special precautions should be taken 
when the proposed capacity of the pool 
runs above the general average of pools 
of four to six times the retention. That 
higher capacity is seldom ‘filled and is 
apt to create a situation where the un- 
evenness of the commitments of the re- 
insurer would produce peaks and valleys. 
The income on the peaks would be in- 
adequately distributed and insufficient to 
meet the large losses, which would de- 
velop if one or more of these sporadic 
large lines became seriously involved. In 
all probability, such large amounts in 
excess of a treaty capacity of, say, four 
to six lines, would best be handled by 
means of facultative reinsurance or, if 
there were enough of them, by a second 
surplus pool, with a lower rate of com- 
mission to make it more attractive and 
better equipped to meet the probable 
irregulz ar experience. 


Retentions 


“A minimum retention should always 
be required and its size would depend 
upon the financial standing of the com- 
pany and upon the character of the risk. 
It could easily range from $1,000 to 
$10,000 or higher but seldom lower. If a 
company does not desire to retain as 
much as $1,000 on a risk, it says little 
for the risk and it has no attraction for 
a reinsurer. Frequently, the ‘retention’ 
would be an amount that the ceding 
company believed tc be subject to a 
single loss. Assuming this, for example, 
were 10%, the ceding company could re- 
tain $100,000—but would underwrite on 
a basis of ‘10% subject’ or $10,000 and 
under a five line treaty it could give 
its reinsurers $500,000 as reinsurance, 
which in turn would be regarded as ‘10% 
subject’ or $50,000. That, by the way 1s 
no guarantee and a loss might prove that 
the estimate of the amount ‘subject’ was 
ill-founded or at least it didn’t work 
out that way. This requires a clear un- 
derstanding between the parties to the 
agreement. 


Commissions 


“We come to the question of the com- 
mission to be paid for the business ceded. 
In one respect, there is no particlular 
problem, because, as there is only one 
hundred cents in the dollar of premium 
income, there is only that amount to be 
divided between the ceding company and 
the reinsurer. If 60 cents are to be 
absorbed by losses, there is obviously 
only 40 cents left for commission pay- 
ments and for overhead and profit for 
the reinsurer. The question of commis- 
sion therefore is definitely related ‘to 
the losses. If there is already an estab- 
lished record of reinsurance operations, 
the average loss ratio over the last five 
years would convey a suggestion as to 
the amount or rate of commission which 
the experience would bear. 

“In general, a reinsurance company’s 
approac h to this question is usually that 
it is willing and actually desires to pay 
‘all the traffic will bear.’ This means 
that after 744% of the earned premiums 
have been set aside for the reinsurer’s 
management expense, the cost of 
catastrophe covers and a margin of 
profit, the reinsurer is ready and willing 
to share the profits on an earned pre- 
mium basis, either by way of a com- 
mission scale or by a contingent com- 
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mission arrangement, both of which are 
discussed in some detail elsewhere 


herein. 

“There must be a profit margin be- 
cause there may be unprofitable periods 
during which the ceding company will 
not expect to make good the reinsurer’s 
losses. The reinsurer does not seek a 
guaranteed profit but does expect to 
cover its costs before establishing and 
sharing a profit and part of its costs is 
the profit margin. No contract is made 
without a profit incentive because the 
parties appreciate that it could work the 
other way and show a loss without re- 
imbursement. Besides which, the profit 
motive is the background and basis for 
all business operations. 

“As an example, a loss ratio of 571%4% 
to earned premiums could support a cost 
of 35% commission but if in any one 
year or period the loss ratio rose to 
6214%, the reinsurer would be confronted 
with a dollar loss representing 5% of 
the earned premiums for the period 
without reimbursement, other than sup- 
plied by the provisions of a sliding scale 
with respect to debits and credits, and 
to the deficit clause in a contingent 
commission accounting. While these are 
technical safeguards, it requires that 
profits succeed losses if they are to 
become operative and, as we all know, 
there is mo guarantee of that. In fact, 
there is a greater possibility that the 
losses will not be immediately overcome. 

“The circumstances which developed 
the losses (unless caused by a catastro- 
phe) would in all probability continue to 
either because of fundamentals 
which need time to correct or because 
of cycles. The reinsurer is fully alive to 
the needs of the ceding company in the 
direction of acquisition costs and, in its 
own interest, will be cooperative in work- 
ing out ple ans for payments to the ceding 
company in as liberal a form as the loss 
experience will permit. The value of a 
thing is its established proven worth and 
a reinsurance transaction is measured by 
the same standards.” 


do so, 


Pakistan Ousts Soviet 


Fire and Marine Insurer 

The Pakistan Government at Karachi 
has canceled the five-month-old license 
of the Soviet Government’s foreign in- 
surance department. It had been oper- 
ating in Pakistan since April under the 
guise of a private marine and fire under- 
writing company known as Ingosstrakh. 

A spokesman for the insurance con- 
troller’s office in the Commerce Minis- 
try said the cancellation had been or- 
dered after the Government “learned 
several things.” He disclosed only that 
the Soviet Government did not allow 
foreign insurance companies to operate 
in its territory, and that Ingosstrakh, 
which had its office in the Soviet Em- 
bassy, had “practiced a deception” by 
swearing that there were no restrictions 
on Pakistanis selling insurance in the 
Soviet Union. 

While Soviet officials refused to com- 
ment, Pakistani Government sources 
said Ingosstrakh had sold the equiva- 
lent of more than $100,000 in marine and 
fire insurance in the capital area. The 
Soviet Union has been instructed to 
refund premiums. If the order is not 
complied with by October 10, the Gov- 
ernment will pay off the claimants from 
an $85,000 “security” fund deposited by 


Ingosstrakh when its license was _ is- 
sued. 
The Interior Ministry was reported 


to be looking into the matter of viola- 
tion of espionage laws, although officials 
said there was little likelihood that anv 
evidence would be uncovered. 


WILLIAM L. MORGAN DIES 
_ William L. Morgan, 70, well known 
Insurance man in the Scranton, Pa., 
area the past 52 years, died in Kingston, 
Pa., September 13, after a long illness. 
He entered the insurance business with 
his father at an early age. 


Morse, Overman Named 
Asst. Deans of Institute 


The American Institute for Property 
and Liability Underwriters, Inc., an- 
nounces that Robert M. Morse and Dr. 
Edwin S. Overman have each been given 
the title of assistant dean of the In- 
stitute. Since June 1, 1951, Mr. Morse 
has been director of the educational 
advisory department, Dr. Overman has 
been director of college relations since 


July 1, 1953. 


Prior to his affiliation with the Ameri- 
can Institute, Mr. Morse was a teacher 
of insurance in the Wharton School at 
the University of Pennsylvania from 
which he had received the degree of 
B.S. in economics. In the graduate 
school at the same institution he had 
majored in insurance and completed all 
of the course requirements for the 
Ph.D. degree. 

Before Dr. Overman’s appointment to 
the American Intsitute staff, he had 
been a teacher of insurance and had 
served on the faculties of Oklahoma 


GREAT AMERICAN SPECIAL 

The Great American has named Jack 
B. Agnew as special agent in Georgi la, 
assisting State Agent William A. Beck- 
ham, with headquarters at Atlanta. 


4 & M College and the Ohio State Uni- 
versity. 

“The new titles do not involve any 
substantial change in the activities of 
these two men but on account of the 
expanding work of the Institute, the 
titles are more appropriate to their re- 
spective duties and responsibilities,” says 
Dean Harry J. Loman. 





Sure way 


to strike 


oil! 


Stretching across the Middle East, petroleum pipelines 
carry oil hundreds of miles to the sea. 


Though patrolled by low-flying planes, they are easy 
prey for vandals ranging the open desert. 


One time, a single shot from some tribesman’s 
spilled thousands of barrels of oil. There were other costly 









passed the 16-billion-dollar mark — 4 billions in the last 


three years alone! This huge business originates all over 
our country—some of it possibly with your present clients. 


rifle 


losses, too, before the outbreak of vandalism ceased. 


But these risks had been covered by American Inter- 
national Underwriters. Agents for AIU adjusted the 


claims as fast as they were filed. 


earth. They deliver on-the-spot American service that is 


AIU representatives are located almost everywhere on 3 
f 


particularly important to American businessmen with 


investments abroad. 


What is more, AIU policies are written in easily under- 
stood American terms. And claims are paid in the same 
currency as premiums—in U. S. dollars if local law allows. 


All this helps agents and brokers to sell overseas pro- 
tection. The only kind of information needed is the same 


as on domestic risks. 


The opportunity for insuring foreign risks is at an all- 
time high. Private American investments abroad have 


Boston 9, Mass........ 
Washington 6, D. C.. 
Atlanta 3, Ga....... 
Detroit 26, Mich..... 
Chicago 4, Illinois... 
New Orleans 12, La 
Dallas 1, Texas... 


Houston 2, Texas....... 
San Francisco 4, C alif.. 


Los Angeles 17, Cali 
Seattle 1, Wash 





New York 5, N. Y........ 


Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU—and AIU is your expert. 
For full information and literature, write to Dept. E 
of the AIU office nearest you. 


Or call in person. 


American 
International 
Underwriters 
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des fase 312 Barr Building 
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..831 Whitney Bank Building 
..801 Corrigan Tower 

..1619 Melrose Building 
iasseluand .206 Sansome Street 
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rotection for the family 


... strength for the nation 


Since its founding in 1792 to give this nation 
its own independent insurance facilities, the 
Insurance Company of North America has 
kept pace with—and often anticipated—the 


growing needs of the American people. 


From North America have come many insur- 
ance “firsts” to add to the security of the family. 
This Company has constantly sought to im- 
prove and broaden protection so that it does 


more for more people at less cost. 


This advertisement appears in The Saturday Evening Post, Collier's, Life and Look 








We intend to keep moving ahead in this pro- 
gram. Such continuous action in the public 
interest will maintain a position of leadership 
for North America and its agents. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE® Philadelphia 1, Pa. 
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To protect the family is to protect the nation 


Here in this room American patriots met and first 
voiced the need for the separate Colonies to unite 
in action to protect the family, the home and the 
right to venture. For this specific purpose, the 
Insurance Company of North America was founded 
in 1792. It provided the new United States with its 
own independent insurance facilities, protecting 
families against loss, furnishing a foundation for 
credit that enabled the country to grow and prosper. 

Today, the American family faces many and 
varied threats to its economic security. And since 
insurance provides the only sure means of pro- 
tection against financial loss, its cost must be 


kept within reach of every family in the country. 

That’s why the Insurance Company of North 
America is simplifying and improving insurance. 
Already, great strides have been taken to make it 
broader in protection, more economical, and avail- 
able to more people. And because this means 
greater peace of mind and security for the family, 
this Company intends to go as far in this progrant 
as the laws of the various states will allow. 

To give you a better understanding of what insur- 
ance can do for you we have published a 32-page 
book, “The Change Around Us.” Call or write your 
North America Agent or use the coupon for a copy. 





The Apollo Room, Raleigh Tavern, Wilhamsburg, Virgima 











THE | 
CHANCE | 
AROUND 


NORTH AMERICA COMPANIES 
1600 Arch Street 
Philadelphia 1, Pa 


booklet. | understand this will 
not cost of obligate me in any way 
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Insurance Company of North America - Indemnity Insurance Company 
of North America - Philadelphia Fire and Marine insurance Company 
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Baldwin Opposed To Territorial 
Rates For Personal Marine Floaters 


A strong defense of existing nation- 
wide rating for personal marine floaters, 
as contrasted with proposals for terri- 
torial rating, with particular reference 
to New York City problems, was made 
by L. M. Baldwin, secretary of the 
Travelers and president of the Inland 
Marine Underwriters Association, when 
he addressed the second New York In- 
surance Day gathering at the Hotel 
Biltmore on September 15. 

While fire and burglary insurance 
may be written on a territorial basis 
because the coverage is territorial Mr. 





M. BALDWIN 


Baldwin contended that personal inland 
marine floaters are not territorial in 
their nature and “in my judgment to 
so rate them equitably would be an 
almost impossible task. A nationwide 
risk must take a nationwide rate; a 
territorial risk may well take a local 
or territorial rate.” 


Defines Rating Concepts 

In presenting the current arguments 
both for and against territorial rating, 
with specific reference to the New York 
City situation, Mr. Baldwin told the sev- 
eral hundred brokers, agents and com- 
pany representatives present: 

“By nationwide rating, I refer to one 
class rate for all risks, wherever located 
in the United States, whether in New 
York City or Piqua, Ohio. By terri- 
torial rating, I refer to fire, burglary, 
automobile and other lines which take 
different rates on a state, county or city 
basis. With the exception of the per- 
sonal property floaters and fine arts all 
personal inland marine floaters take the 
same rates nationwide. 

“Inland marine business as a whole, 
with very few exceptions, has been 
written on a nationwide basis as to 
rates and forms. Aside from the per- 
sonal property floater, the traditional 
concept with respect to most other in- 
land marine lines is largely the result 
of an insufficient volume of premium in 
individual classes to give credible sta- 
tistics unless all premiums for each class 
can be combined on a class basis. To 
make such figures statistically effective, 
it is obvious that the rates and insuring 
conditions must be identical across the 
entire class volume. 

New York Situation 


“There is a sharp division of opinion 
in inland marine circles as to whether 


or not this approach will ultimately be 
found to be correct, chiefy because of 
the growth of the inland marine busi- 
ness as a whole. Even so, with the pos- 
sible exception of New York City, there 
would not at this time appear to be a 
sufficient volume of business in any rea- 
sonably conceived territory where even 
the major classes of inland marine per- 
sonal business could stand on their ow n 
feet from an experience standpoint,” 
said Mr. Baldwin. 

“There appears to be little question 
but that personal inland marine floaters 
written in the New York market have 
had an extremely poor experience in 
the last few years. There is some indi- 
cation, however, that in the immediate 
past some improvement has been noted, 
even though rates and conditions for 
New York City business precisely match 
those in effect countrywide. Proponents 
of special rates in New York City argue 
as follows: 

“First, there is a shrinkage of the 
market as more and more companies 
have abandoned the writing of these 
classes, or have so restricted their un- 
derwriting that the business cannot 
easily be placed. If this is so, then there 
should be vastly increased offerings to 
companies who are still writing these 
classes on about the same basis as they 
always did. 

“Many of the leading inland under- 
writers in New York City tell me, and 
it is true of my office, that no appre- 
ciable increase in offerings has occurred. 
If there is a shrinking market, it prob- 
ably arises from the fact that some 
companies who have written this busi- 
ness too loosely in the past are return- 
ing to a sound underwriting approach 
and attempting to select their business 
as all risks business must be selected 
to return some hope of profit. 


Improper Selection 


“Secondly, it is contended seriously by 
agents in New York that their pro- 
ducers should have standard rates and 
forms subject to which virtually all 
business will be acceptable from a com- 
pany standpoint and can hence be 
placed without difficulty. I contend that 
the personal marine business cannot be 
successfully handled on such a _ basis, 
and that this contention has always 
been true and probably always will be 
true because of the breadth of coverage 
afforded, and not because of the rates 
applicable. There is no rate which can 
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AFIA Host at Marine Union Party 





Sixty guests attended American Foreign Insurance Association’s cocktail party for 
its Benelux agents. Picture shows (I. to r.) F. T. Wyckoff, London; T. B. Brown, 


Jr., Paris; W. F. Stefurak, New York; L. C 


Irvine, New York; S. S. Loman, Casa- 


blanca, North Africa; R. Vergna, Athens; eh I. Terhane, New York; R. A. Povel, 


Brussels, and V. F. 


Over 1,500 insurance men and their 
wives and over 100 delegates from all 
over the world attended the 1954 meet- 
ing of the International Marine Insur- 
ance Union at Scheveningen, Holland, 
earlier this month 

Delegates came from Austria, Bel- 
gium, Brazil, Canada, Ceylon, Denmark, 
England, Finland, France, Germany, 
xreece, Holiand, India, Indonesia, Ire- 
land, Israel, Italy, Lebanon, Morocco, 
Norway, Pakistan, Philippines, Portu- 
gal, Spain, Sweden, Switzerland, Syria, 
Turkey, United States, Yugoslavia, and 
two countries from behind the Iron Cur- 
tain, Czechoslovakia and Poland. 

The congress was the busiest ever 
with active sessions on inland hull busi- 
ness, effect of nuclear fission on marine 
business, discrimination by national gov- 
ernments, and other critical topics. Con- 





compensate for improper selection. 
“Thirdly, the argument is advanced by 
proponents of special rates and forms 
for New York City that there is suffi- 
cient business in the metropolitan area 
so that each of the major classes could 


(Turn Back to Page 35) 


Castiglioni, Rome. 


siderable business was transacted, and 
there was plenty of attention paid to 
socializing with dinners, lunches and 
cocktail parties. 

On September 9 the American Foreign 
Insurance Association gave a _ cocktail 
party for AFIA’s Benelux agents. L. C. 
Irvine, AFIA general manager, was host 
and the following AFIA men attended: 
F. T. Wyckoff, manager for England; 
4. Bo prown, jr. of Paris; V. ; 
Castiglioni of Rome, eastern Mediter: 
ranean supervisor; R. A. Povel, man- 
ager for Benelux; Stanley S. Loman, 
inspector for North Africa; R. Vergna 
of Greece, eastern Mediterranean in- 
spector; N. H. Wentworth, secretary, 
America Fore Group; and A. I. Ter- 
hune and W. F. Stefurak of AFIA’s 
New York office. Sixty guests attended 
the party which was held at the Hotel 
Kasteel Oud Wassenaar. 

A regional conference of AFIA man- 
agers and supervisors was held during 
the week and stressed such important 
topics as public relations and advertis- 
ing, ways and means of improving 
branch effciency, expansion of casu- 
alty operations, expense ratios, and other 
pertinent problems. 
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H. K. Philips Announces 
N. Y. Speakers Bureau 


JOINT PROJECT OF COS., AGENTS 


Represents Broadening of Public Rela- 
tions Program of C. & S. Assn.; 
Similar Bureaus in Okla., Calif. 


A further broadening of the public 
relations program of the Association of 
Casualty & Surety Companies by the 
establishment of an active and profes- 
sionally directed speakers bureau as a 
joint undertaking with the New York 
State Association of Insurance Agents 
was announced September 20 at Lake 
Placid, where the northern regional 
meeting of the state agents’ group was 
held. 

The announcement was made by 
Harold K. Philips, public relations 
manager of the association, who de- 
clared that the decision to organize an 
adequate list of capable spéakers lo- 
cated in all parts of the state grew out 
of a number of meetings during the 
past summer between the management 
of his organization and top officers of 
the New York State Association. 

This will be the third state speakers 
bureau to be created by the association 
within a little more than a year. The 
first was organized in Oklahoma as a 
major activity of the newly created 
Oklahoma Insurance Information Office, 
which operates as a regional responsi- 
bility of the C. & S. Association’s public 
relations dep artment. A similar bureau 
was ose in California under the di- 
rection of the association’s public rela- 
tions representative in San Francisco. 

“Both of those pilot efforts proved so 
successful,’ Mr. Philips said, “that our 
public relations committee, at a meeting 
last June, requested the general mana- 
ger to extend the project to a state in 
the eastern part of the country. Natur- 
ally our first choice was New York be- 
cause, if the program proved successful 
in the nation’s most densely populated 
commonwealth there would be little 
doubt about its success in any other 
state. 


Met With Schwab and McFalls 


Pointing out that the speakers’ bu- 

reaus in Oklahoma and California had 
been established as joint undertakings 
with the state agent associations, Mr. 
Philips said that the first step toward 
carrying out the instructions of the pub- 
lic relations committee was to arrange 
a meeting with Arthur L. Schwab, presi- 
dent of the New York State Association, 
and David S. McFalls, chairman of its 
public relations committee. 

Di cannot overestimate,” Mr. Philips 
said, “the great importance of the 
agents’ cooperation in this project. They 
responded enthusiastically in Oklahoma 
and California, and I am happy to say 
that their enthusiasm had been fully 
matched by the officers of your New 
York State Association. Both Mr. 
Schwab and Mr. McFalls gave their 
endorsement and your executive com- 
mittee made it official at its recent 
meeting in Albany.” 

Mr. Philips made it clear that this 
will be a joint undertaking and a work- 
ing one. “We have no intention,” he 
said, “of putting down the names of 
a lot of speakers and then waiting for 
civic, service and other organizations 
to come along and ask them to start 
talking. We are going to go out and 
find rostrums, good ones, and_ then 
give the audiences speakers who can 
discuss the subjects they are inter- 
ested in, from the services of the local 
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Pearl to Write Casualty 
Lines; Heath Heads Dept. 


The Pearl Assurance Co., Ltd., has 
announced its intention of writing casu- 


alty business but it 


GERALD R. 


months before the company is actually in 


will be several 





HEATH 


the position actually to write policies. 


First step in entering this field is the 
appointment of Gerald Heath as Pearl’s 


(Continued on 


Page 48) 





Monday thru Friday. 


parties—Phone WOrth 2-2514. 





EMIL’S FINE RESTAURANTS 


“New York Rendezvous for Insurance People” 


23 Park Row (Opp. Woolworth Bidg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar till midnight 


Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 
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Kemper Cos. Launch 
Advertising Campaign 

FLANAGIN ANNOUNCES DETAILS 

Aimed at Meeting Competition of Non- 


Agency Specialty Companies; Public 
Opinion Poll Conducted 





N. C. Flanagin, vice president of Lum- 
bermens Mutual Casualty, assisted by 
R. P. Palmer, advertising manager of 
the company, unfolded at a press lunch- 
eon Tuesday at St. Regis Hotel, New 
York, the large space newspaper adver- 
tising ¢ campaign which the Kemper Com- 
panies are inaugurating Sunday, Sep- 
tember 26, in 125 newspapers in 33 
states and territories from coast to 
coast. This campaign, Mr. Flanagin 
said, will cost $750,000 to $800,000, and 
will run until next June. Currently 
the plan is to insert in major market 
areas a series of at least six advertise- 
ments—three this fall and three in the 
late winter and spring. In certain other 
areas the schedule calls for a_ total 
of four insertions. Most of the ads will 
be practically full page insertions. 

It was explained at the luncheon that 
the Kemper Companies are undertaking 
this campaign primarily to meet the 
competition of the specialty non-agency 
companies. It is felt that with premium 
costs “far more competitive as a result 
of classification plans and increased divi- 
dends and with the Kemper-Matic six- 
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month policy program available in most 
states, the Kemper companies are in a 
favorable position to meet specialty 
company competition.” 


KAIA Designation to Be Featured 


Chief emphasis in the newspaper ads 
will be placed on the “Kemper Ap- 
proved Insurance Advisor” (KATIA), a 
new designation to dramatize and sym- 
bolize superior local agency service. 
‘This designation is embodied in a spe- 
cial seal which the Kemper Companies 
intend to make synonymous in the pub- 
lic’s mind with low cost protection and 
superior agency service.” 

Mr. Flanagin brought out that agents 
who qualify for the KAIA designation 
must qualify for the designation and 
subscribe to the standards of superior 
insurance service that portray the facili- 
ties and professional counsel policy- 
holders and prospects want and expect 
from their agent. 

So far 2,200 agents have so qualified 
and have pledged that they will live up 
to the following “Standards of Better 
Insurance Service” 

1. To plan insurance protection ex- 
clusively for you... to provide enough 
insurance to protect you properly while 
eliminating over-insurance and duplica- 
tions; 

2. To make sure that you understand 
what you have purchased—what it will 
cover and what it will not cover; 

3. To lower costs, but never lessen 
service or security; 

4. To be available to help you day, or 
night whenever you need us; 

5. To keep abreast of new develop- 
ments in the field of property, liability, 
personal and business insurance and to 
advise you promptly on how they affect 
your protection; 

6. To maintain the highest standards 
in our relations with you and with our 
companies 

4.2.26 work actively to make our com- 
munity a safer, better place to live in; 

8. To do everything in our power 
to preserve the American tradition of 
free enterprise, not only in the insur- 
ance business but in every line of en- 
deavor. 

One of the features of all the ads is 
that they will display the pictures of 
Kemper Approved Insurance Advisors 
in their specific localities. As an example, 
in the test ads which ran a few months 
ago in North Carolina the “Charlotte 
Observer” carried the names, addresses 
and picture of 12 represent: itives of the 
Companies. 


Why the Program Has Been Undertaken 


Mr. Flanagin 
why this sizable 
chandising program is being 
He said: 

“In a nationwide public opinion poll 
we made this Spring, we found that 48% 
of those insured in specialty non-agency 
companies who expressed an _ opinion 
would pay from $2 to $10 more for 
local agency service, and that 79% of 
agency policyholders and 54% of non- 
agency company policyholders prefer to 
deal with someone they know when a 
claim occurs. 

“Our agents provide the service that 
the public values, so we have designed 
this campaign to help them meet and 
beat the aggressive merchandising of the 
specialty non-agency companies.” 

The public opinion survey was made 
by Kemper employes in the field, using 
the same sampling methods employed by 
the large public opinion polls. Care was 
taken to get a distribution of answers 


went into detail on 
advertising and mer- 
undertaken. 


(Continued on Page 49) 
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U.S. F. & G. Educational 
Meeting Held at Saranac 


The Syracuse and Buffalo branch 
offices of the United States F. & G. 
staged a successful educational meeting 
recently at Saranac Inn, Upper Saranac 
Lake, N. Y., attended by over 300 agents 
from the western New York territory. 
Purpose of the gathering was to give 
the agents up-to-date information on 
insurance trends and developments. 

L. Brent Wood, manager of the Syra- 
cuse office, presided at the opening day’s 
sessions. William E. Pullen, vice presi- 
dent and agency director, spoke on “The 
Agent and His Company”; J. Dillard 
Hall, associate agency director, told 
about “Graphic Audits’; Edwin G. 
Hundley, vice president, discussed “Con- 
tract Bonds,” and Hilbert E. Foos, as- 
sistant vice president, spoke on “Bur- 
glary Insurance.” 

At the banquet that evening the 
speaker was Executive Vice President 
Hugh D. Combs. 

Arthur E. Colberg, manager of the 
Buffalo office, presided over the second 
day’s sessions. Speakers for that day 
included T. Ramsay Taylor, advertising 
director of the company, who talked on 
“Advertising”; Paul Zacharski, special 
agent in Buffalo, who discussed the 
“Comprehensive Dwelling Policy,” and 
Frank F. Dorsey, vice president, who 
closed the meeting with a talk on “Cur- 
rent Trends in Fire and Inland Marine 
Insurance.” 

Carmen A. Murray of the Syracuse 
office acted as general chairman of the 
meeting. 


INFORMATION SERVICE MGR. 
A. H. Wood Named by Pacific Coast 
Public Service Organization; Formerly 

Safety Council Executive Secretary 

Albert H. Wood of San Jose, Cal., has 
been named manager of the Western 
Insurance Information Service—a Pacific 
Coast public service organization of 
casualty companies with offices in Los 
Angeles. Mr. Wood’s appointment was 
announced by James T. Blalock, execu- 
tive committee chairman, who is vice 
president of Pacific Indemnity, one of 
the sponsors of WIIS. 

Experienced in the fields of public re- 
lations, publicity, advertising and safety, 
Mr. Wood served for 23 years as com- 
mercial manager of Kansas City (Mo.) 
Public Service Co. While there he took 
an active part in civic affairs. 

More recently he was executive secre- 
tary of the Santa Clara County chapter 
of National Safety Council with offices 
at San Jose. Under his guidance, San 
Jose issued the traffic safety challenge 
to all 48 cities in its population group 
(100,000 to 200,000) which has gained 
national recognition. 





Blanquette Ass’t Treasurer 


Of Fidelity & Deposit 


The election of Harry A. Blanquette 
aS aneassistant treasurer of the Fidelity 
& Deposit and the American Bonding 
has been announced by B. H. Mercer, 
president. 


Mr. Blanquette joined the treasury 
and comptroller’s departments of the 
F. & D. over 20 years ago. He has 


served as office manager of the treasury 
department since 1948. He is a graduate 
of the Baltimore College of Commerce 
and a CPA. During World War II he 
served with the Army in the European 
theater, with the rank of sergeant. 


VOTES QUARTERLY DIVIDEND 
Directors of American Fidelity & 
Casualty of Richmond, Va., have de- 
clared the usual quarterly dividend of 
30 cents a share on the common stock, 
payable October 10, to stockholders of 
record September 30. The board also 
voted the regular quarterly disburse- 
ment of 314% cents on the $1.25 con- 
vertible preferred stock, payable Octo- 
ber 10, record September 30. 


Oklahoma to Reduce Comp. 
Rates by 4.1% on October 1 


Ending a four-year trend of rising 


rates, the Oklahoma State Insurance 
Board has approved a 4.1% reduction 
in workmen’s compensation rates, to 
become effective October 1. The new 
rates, filed with the board last month 
by the National Council on Compensa- 
tion Insurance, represent the first re- 
duction in compensation insurance pre- 
miums since 1950 when a previous board 
granted a reduction of 6.3%. Oklahoma 
employers will save an estimated $750,- 
000 in premiums annually. 

When the present board was ap- 
pointed by Governor Murray a year ago, 
he expressed concern over the rising 
trend. The board began studying the 
entire insurance picture in Oklahoma 
with a view to reducing rates wherever 
possible. Early this year a 20.6% cut 
in compensation rates was ordered. The 
National Council appealed to the state 
Supreme Court. The high court in an- 
other rate appeal told the board it first 
must hold a public hearing to determine 
whether rates are too high or too low; 
then issue an order. The board held 
this hearing on August 16. 


Canadian Casualty Supt. 

James F. O’Neill has been appointed 
casualty superintendent for Canada by 
the Fireman’s Fund. A fellow of the 
Chartered Institute of Great Britain, he 
has had 27 years of insurance experi- 
ence. A Scotsman, he moved to Canada 
in 1951 to join the Caledonian Group as 
casualty underwriter. Since then he has 
traveled extensively in the provinces. 
He is a Foundation associate of the 
Insurance Institute of Canada. 





New Jersey Agents Assn. Annual Meeting 


(Continued from Page 32) 


building and contents forms; 4, all phy- 


sical loss; 5, comprehensive forms. 
Speaking on the subject of “pack- 
age policies” and opposing Mr. Wat- 
son’s position, Harry W. Melville, vice 
president of American Insurance Co. de- 
clared that waiting to determine the ex- 
perience of other states which have 
adopted broad form policies would not 
be beneficial because it would thus let 
the out-of-state competitor take the 
business advantage. “I think it unfair to 


deny the people of New Jersey the 
benefits enjoyed by other states,” he 
said. The speaker maintained that 
progress is necessary and that “it is 


not a question of what I want or you 
want but it is a question of what the 
public wants.” 


From Agents’ Point of View 


Mr. Melville said that he wished to 
approach the problem from the agents’ 
point of view. Certainly, he said, there 
has been confusions because of the poli- 
cies which have come out. As an illus- 
tration he divided insureds into three 
categories—the wealthy who have nu- 
merous holdings, the average insured, 
and the class who cannot afford to buy 
more than the minimum. He said that 
the problem of the average insured was 
the one he wanted to talk about and that 
it should be approached with a single 
package policy. He emphasized pre- 
paredness. 

The speaker commented that: the all 
risk dwelling policy is nothing more 
than an endorsement to a fire policy. 
“T believe,” he said, “the home owners 
policy is the ideal policy and is the 














© cienix SURETY agents 


are doing a real job on multi- 
ple cover automobile insurance. 


They provide a realistic 
analysis of their customer’s 
needs, give unsurpassed claim 


service and aggressively support ‘ 
driver education programs and 


the enforcement of driving 
laws in their communities. 
this, in turn, produces better 
risk selection. 


Illustrated are check-size blotters 
used by Central Surety agents in 


promoting safer driving. 
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best defense against mail order insur- 
ance.” 

In his talk, Frederick Doremus of 
the Eastern Underwriters Association 
said in relation to broad form cover- 
age that “somewhere in this scheme we 
have to investigate the pocket book of 
policyholders.” He said that this re- 
search should be done on a sales level. 

During the afternoon session a reso- 
lution was made by Monmouth County 
that NJAIA membership dues be as- 
sessed on an individual basis. 

The first day’s meeting was not with- 
out its social actvities. A “Cowtail” 
luncheon party was sponsored by the 
Camden Fire Insurance Association. The 
America Fore Group held a gracious 
and well-attended reception in the early 
evening. This was followed by a ban- 
quet which included an impressive enter- 
tainment program. A ladies tea and hat 
show was also held during the first 
day. 

Third General Session 


The third general session on Saturday 
morning contained a formidable array 
of noted insurance men. This included 
an address by William E. Unzicker, vice 
president, Afco Incorporated, on “Pre- 
mium Financing” and an advertising dis- 
cussion panel on the subject of “Telling 
Our Story” with Alan H. Miller of 
Hackensack as moderator and John F. 
Hurlbut, advertising and promotional 
manager, WNBT, NBC; Harry V 
Carlier, assistant secretary, Northern 
Assurance Co. and Insurance Advertis- 
ing Conference president; Theodore W. 
Budlong, assistant manager, National 
Board of Fire Underwriters; Henry A. 
Franz, agent, Clifton; John S. Sheiry, 
agent, Bridgeton. 

Mr. Unzicker, as operating head of 
Afco Incorporated, told his audience of 
the advantages of Afco’s premium 
budget program to agents. He stated 
that the use of Afco’s installment pay- 
ment plans will put “Dollars in Agents’ 
Pockets” because producers can: 

1. increase their volume of business, 
since the installment payment of pre- 
miums will enable the public to buy 
additional insurance protection where 
needed; 2. reduce collection expenses. 
Afco assumes this costly task; 3. re- 
ceive their full premiums currently. This 
permits producers to conduct their busi- 
ness with a minimum of operating capi- 
tal and simultaneously to obtain their 
full commission; 4. make available pre- 
mium budget facilities in line with the 
public’s normal buying habits under con- 
venient conditions and at the same place 
insurance is purchased. 

Additional tools he said will shortly 
be placed in the hands of producers na- 
tionwide which will permit them not 
only to make complete financing ar- 
rangements in most cases, but also to 
adopt the modern approach towards sell- 
ing fire and casualty insurance. The 
speaker explained these tools now make 
it impossible for producers to advise 
their insureds that their premiums can 
be paid in cash or in small installments 
similar to the way other essentials are 
purchased. This approach is necessary 
since the insured knows his financial 
position best, he said. 

Due to the importance of the problem 
of using television as a media for telling 
the agents’ story, this topic was taken 
up first and considered separately from 
the general panel discussion, A more 
complete report on the advertising panel 
can be found elsewhere in this section. 

The NJAIA two-day meeting con- 
cluded with a luncheon at which Joseph 
A. Neumann, vice president, NAIA, was 
the chief speaker. Dr. George W. Law- 
rence, Ventnor Community Church, gave 
the invocation and greetings were eXx- 
tended to the large gathering of agents 
by Hugh Riddle, president of the At- 
lantic City Association of Insurance 
Agents. At the conclusion of the lunch- 
eon the Wilson Cup award was pre- 
sented to Hudson County. Honorable 
mention was given to Bergen and Cam- 
den Counties in this connection. 
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Gorton and Latham Head 
F. & D.’s Pacific Office 


Vv. G. PEIRSON TO RETIRE OCT. 1 





West Coast Promotions Also Include 
Messrs. Kuhn, Jenson, Risdon, Fun- 


denberg and Hecht 





A number of promotions and other 
changes in the Pacific Coast organiza- 
tion of the Fidelity & Deposit and 
American Bonding have been announced 
by B. H. Mercer, president of the affili- 
ated organizations. 

Following the scheduled retirement on 
October 1 of Vernon G. Peirson, vice 
president in charge of the companies’ 
Pacific executive office for the past 
seven years and an F. & D. director, 
management of that office will be jointly 
shared by Vice Presidents Dan E. Gor- 
ton and John W. Latham. Mr. Gorton 
now is in charge of the companies’ Los 
Angeles branch. Mr. Latham, who was 
elected a vice president of both com- 
panies on September 15, 1954, had pre- 
viously held the position of Pacific 
Coast manager. 

Mr. Peirson will retain his F. & D. 
directorship after his retirement, and 
also will continue to serve both com- 
panies in an advisory capacity. 

Kuhn and Jenson Elected V.P.’s 

Carl H. Kuhn, resident vice president 
in San Francisco since 1947, and Leon- 
ard D. Jenson, manager at Los Angeles 
for the same period, have been elected 
vice presidents of both the F. & D. and 
its affiliate. Mr. Kuhn will continue in 
charge of the San Francisco branch, 
while Mr. Jenson will head up the com- 
panies’ organization in Los Angeles, 
succeeding Mr. Gorton. 

William D. Risdon has been advanced 
from associate manager to manager, San 
Francisco branch. 

William C. Fundenberg and Robert 
Hecht, formerly associate managers of 
the Los Angeles branch, have been 
named managers of that office. 


Career Highspots 


A native Marylander, Mr. Peirson be- 
gan his surety career in 1906 with the 
American Bonding. Following the ab- 
sorption of that company in 1913 by 
the F. & D., he was assigned to field 
duties in New York state and in 1921 
was appointed manager in Syracuse. He 
was appointed Pacific manager in 1929 
and shortly after his election in 1947 
as a vice president of the F. & D. and 
its affiliate, was named to succeed Guy 
LeRoy Stevick as head of the compa- 
nies’ Pacific executive office. He was 
elected to the F. & D.’s board of di- 
rectors in February, 1950. 

Mr. Gorton’s association with the F. 
& D. dates back to 1922, when he ac- 
cepted an appointment as special agent 
in Portland, Ore. following several 
years’ insurance and bonding experience 
in St. Paul and Seattle. He was ap- 
pointed manager in Phoenix, Ariz., in 
1926 and three years later was advanced 
to the position of associate manager in 
San Francisco. He was named Los An- 
geles branch manager in 1940 and was 
elected a vice president of the F. & D. 
and its affiliate in February, 1947. 

Mr. Latham has been associated with 
the F. & D. since 1923, his first post 
being manager in Phoenix, Ariz. He 
was transferred in 1928 to San Fran- 
cisco where he served successively as 
associate manager, manager and resi- 
dent vice president. He was appointed 
Pacific Coast manager in May, 1947 

Mr. Kuhn joined the company in Mil- 
waukee in 1928 as a special agent, sub- 
Sequently advancing to the position of 
manager in Buffalo. He later was ap- 
Pointed resident vice president in 
Cleveland and in 1947 was transferred 


to San Francisco in the same capacity. 
Mr. Jenson joined the companies in 
1927 as court bond solicitor in their 
Washington, D. C., office. Following 
subsequent service as special agent in 
Chicago, he was appointed assistant 
manager in Indianapolis. In September, 
1936, he was assigned to the home office 
agency department, becoming its as- 
sistant manager three years later. He 
was appointed manager at Kansas City 
in January, 1942, and in 1947 was pro- 
moted to Los Angeles managership. 
Mr. Risdon joined the companies’ Los 
Angeles branch in 1936. Four years la- 
ter he was transferred to Seattle where 


he remained until May, 1943. Following 
a period of war work and army service, 
he was re-employed by the companies 
in their San Francisco branch. He was 
named assistant manager of the latter 
office in 1949 and was advanced to asso- 
ciate manager three years later. 

Mr. Fundenberg has been associated 
with the Los Angeles office of the F. & 
D. and its affiliate since 1923, serving 
successively as special agent, agency su- 
perintendent, assistant manager, and 
associate manager. He is a past presi- 
dent of the Surety Underwriters Associ- 
ation of Southern California and a 
graduate of Stanford University. 


Mr. Hecht also has been continuously 
connected with the Los Angeles office 
ever since joining the company in 1924. 
Following several years service in the 
judicial department, first as special agent 
and then as manager, he was appointed 
an assistant manager of the branch and 
in 1947 was advanced to the position of 
associate manager. A graduate of the 
Southwestern Law School, Mr. Hecht is 
a member of the State Bar of California, 
the Los Angeles Bar Association and the 
Lawyer’s Club in Los Angeles. He also 
is a past president of the Surety Under- 
writers Association of Southern Califor- 
nia, 
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MacBean Points to 
Value of Bulletins 


TO KEEP N. J. AGENTS INFORMED 
Casualty Chairman of Assn. Considering 
Idea of Providing Members With 
GO. 45 a 4. open Chart 

Submitting his report as chairman of 
the casualty, automobile and allied lines 
committee, Roy H. MacBean of Cran- 
ford told the large gathering of agents 
present at the annual meeting of the 
NJAIA at Atlantic City, September 17- 
18, that his committee felt that one of 
the most important accomplishments of 
the past year has been the series of 
important special bulletins issued pe- 
riodically and listing significant changes 
as affecting agent business. 

“Accordingly,” he said, “we issued our 
first bulletin on January 16, 1954, rela- 
tive to the revised rates for O. L. & T. 
and manufacturer and contractor risks 
in New Jersey. Embodied in that same 
bulletin was the prescribed wording that 
should be used by our members in 
transmitting letters of authority to the 
Compensation, Rating, & Inspection Bu- 
reau whenever our members have occa- 
sion to apply to that bureau for the 
assignment of compensation risks under 
the Assigned Risk Plan. 

“While your association has had sev- 
eral complaints during the past year— 
all of which we are either continuing to 
work upon or have already solved—we 
do feel that this letter of authority has 
been a forward step in the right direc- 
tion in order to put the agent or broker 
back into proper perspective in con- 
nection with the handling and servicing 
of workmen’s compensation risks under 
the assigned risk plan.” 

Special Flash Bulletins 
Continuing, he pointed out that: 
“Throughout the year we continued a 

series of special flash bulletins, when- 
ever we deemed the changes to be im- 
portant enough. You will undoubtedly 
remember that this was done again in 

June in connection with revision of open 
stock and money and securities broad- 
form policies; and, at that time, we 
appended to that bulletin a special com 
pensation bulletin concerning the estab- 
lishment of a new code No. 7196 for 
truckmen handling liquid products. This 
was a change which had been made by 
the Compensation, Rating, and Inspec- 
tion Bureau in a bulletin issued April 30, 
but which would not become effective 
until July 1; and we believe that this 
also was an important bit of information 
for our members. As a part of the same 
mailing, we also sent to all of our mem- 
bers a policy comparison between the 
Allstate and the national standard auto- 
mobile policy. 

“Your committee is now studying,” 
the speaker went on, “the possibility of 
furnishing all members with a_ policy 
comparison chart involving O. L. & T., 
manufacturers and contractors, compre- 
hensive general, storekeepers, compre- 
hensive personal, and farmers compre- 
hensive personal policies We may 
shortly have something tangible for our 
members on this most important com- 
parison chart. 

Mr. MacBean said that, “any dis- 
cussion of the various special bulletins 
which we issued during the past fiscal 
year of our association would not be 
complete if we were not to mention the 
very important bulletin which went out 
last fall to the effect that the special 
committee of the National Bureau of 
Casualty Underwriters, who were dis- 
cussing what was then the present auto- 
mobile insurance problem, had decided, 
in view of the united opposition of the 
agents on a countrywide basis, that at 
that time it would be undesirable to 
consider a reduction of the agent’s com- 
mission or production cost allowance in 
the entire automobile B.IJ. and P.D. rate 
structure. 

“In connection with your committee’s 
discussions with the Compensation, Rat- 
ing & Inspection Bureau relative to the 
‘letter of authority’ for compensation 





assigned risks,” he said, “we also took 
the opportunity of discussing with 
Chairman Hamilton the possibility of an 
allowance or producer’s commissions on 
workmen’s compensation assigned risks ; 
and we are continuing to explore this 
situation. We have communicated with 
various other states that are presently 
allowing a_ producer's commission on 
workmen’s compensation assigned risks, 
and we do not propose to let this im- 
portant problem slide. We are going to 
give it continued attention in the imme- 
diate future, and are hopeful that we 
may be able to bring about the neces- 
sary changes in order that producers 
in New Jersey will receive some com- 
mission allowance for their work in this 
connection.” 

In closing his report of the year’s 
activities Mr. MacBean commented: 
“We want to particularly thank the 
various officials of the National Bureau 
of Casualty Underwriters and of the 
Department of Banking & Insurance of 
New Jersey because both of these or- 
ganizations have greatly assisted your 
committee and also your state associa- 
tion officers during the past year in con- 
nection with various important changes 
in the casualty insurance field which 
have come to pass in our state, and it is 
our belief that only by the continued, 
close cooperation and actual friendship 
between committees of your association 
and committees and subdivisions of both 
the National Bureau of Casualty Under- 
writers and the Department of Banking 
and Insurance of New Jersey can we all 
continue to improve our service to the 
public.” 


REVISED RATES IN MISSISSIPPI 

Revised rates for physicians and 
surgeons professional liability insurance 
went into effect September 22. in 
Mississippi for member and_ subscriber 
companies of National Bureau of Casu- 
alty Underwriters. Rates are increased 
for these classifications but the rate for 
dentists remains unchanged. 





E. H. MAGNUSON HONORED 


Named Educational Director and DISC 
Chairman of International A. & H. 
Ass’n; His Career 

E. H. Magnuson, assistant vice presi- 
dent, Federal Life & Casualty, Battle 
Creek, has been appointed educational 
director and DISC chairman for the In- 
ternational Accident & Health Associa- 
tion, according to an announcement by 
Leonard McKinnon of McKinnon & 
Mooney, Flint, association president. 

Starting in the field, Mr. Magnuson 
was later graduated from Marquette 
University Law School and joined the 
Wisconsin claim department of Mary- 
land Casualty. He then went to Con- 
tinental Casualty as manager of its Wis- 
consin claim division. Moving to the 
Continental home office, he served as 
supervisor of first-party claims and 
thereafter handled claims and super- 
visory sales work in connection with an 
eastern management insurance group in 
New York. He resigned to join Federal 
Life & Casualty as assistant vice presi- 
dent in charge of A. & H. sales. 

Mr. Magnuson has been closely iden- 
tified with association activities in 
Michigan and is the only member of 
that state's DISC school who has 
served as a member of the teaching 
staff since its initial course was of- 
fered. 

The DISC committee of the Interna- 
tional is considered a key chairmanship 
since the association conducts disability 
insurance sales schools at colleges and 
universities throughout the country as 
well as schools under local association 
sponsorship in many cities. 


OHIO AGENTS MEET OCT. 18-20 

The 57th annual convention of the 
Ohio Association of Insurance Agents 
will be held at the Deshler-Hilton Hotel 
in Columbus, October 18, 19 and _ 20. 
There will be panel discussions on au- 
tomobile insurance, rural and_ small 
lines, fire prevention, workmen’s com- 
pensation, sales and public relations. 
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Opens Regional Office in 
Washington; Slater Mer. 


In opening its new Washington, D. C, 
regional office American Health of Balti- 
more announces that the key men in 
this office are A. A. Slater, regional 
manager, and Harry P. Johnson, group 
sales manager. 

Mr. Slater is a veteran of over 20 
years’ experience in all phases of the 
insurance field. He was formerly vice 
president and agency director of Ameri- 
can Home Mutual Life of W ashington, 
vice president in charge of sales for 
Educators Mutual and general agent for 
Union Casualty & Life of New York. 

Mr. Johnson’s entire business career 
has been in insurance. He was associated 
for a number of years with Penn Mu- 
tual Life, serving in supervisory and 
managerial capacities throughout the 
country. More recently, he has been 
branch manager for the Manhattan Life 
of New York and has operated as a 
broker. 

American Health specializes in health 
insurance coverages exclusively, includ- 
ing hospital and surgical protection and 
income replacement. Its new Washington 
office will provide complete service for 
policyholders in the District of Columbia 
ae nearby area of Maryland and Vir- 
ginia. Facilities have also been estab- 
lished for the servicing of brokerage 
business for life and casualty agents. 


Rudy Joins Aetna Cos. as 
Editor of “The Aetna-izer” 


William B. Rudy has been appointed 
editor of the casualty, bonding, fire and 
marine edition of “The Aetna-izer,” 
national monthly magazine of the Aetna 
Casualty & Surety Co., the Automobile 
and the Standard Fire. 

A graduate of Indiana University, Mr. 
Rudy was associated for the past year 
with McGraw Hill Publishing Co. as 
assistant editor of “National Petroleum 
News” and previously served for four 
years as associate editor of “Rough 
Notes,” an insurance trade magazine. 
An Air Force veteran, he is married 
and has two children. 


GRAY ST. LOUIS BOND MANAGER 

Wm. A. Gray has been named to fill 
the newly created position of bond man- 
ager at American Associated Companies’ 
St. Louis branch office. His prior con- 
nection was with National Surety, first 
in St. Louis branch and then at the 
head office in New York as manager of 
the surety department. Mr. Gray is a 
past president of the St. Louis Surety 
Association. 


Pearl to Write Casualty 


(Continued from Page 45) 


casualty manager in New York. In an- 
nouncing his selection United States 
Manager Vincent L. Gallagher pointed 
out to Mr. Heath’s well rounded ex- 
perience as follows: 

Mr. Heath has been assistant manager 
of the Canadian department of the Pearl 
for the past 5% years and prior to 
that was for ten years assistant man- 
ager for South Africa, in addition he 
has had extensive experience in the 
London home office of the Pearl, having 
become associated with the company in 
1931. 

In Canada Mr. Heath has been active 
in association affairs, having been a 
member of various committees of the 
Dominion Board and the Canadian Un- 
derwriters Association, and for the past 
two years chairman of the Dominion 
Board, automobile rates and rules com- 
mittee. He took an active part in the 
educational program of the Insurance 
Institute of Canada and served as chair- 
man of several committees. He is a 
Fellow of the Insurance Institute in 
England and an honorary fellow of the 
Insurance Institute of Canada. 
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? Continental Cos. to 
R. E. Lawrie Gives More Details on Split Shares Sept. 28 


ON A TWO-FOR-ONE BASIS 


American Transportation of Kansas City 


Recent Meetings Approve Move; Con- 
tinental Assurance and Continental 





Additional details on the formation of | reviewed with an attempt to underwrite Casualty to Declare Dividends 
the American Transportation Insurance the coverage at a fair and adequate rate Ys 
Co. of Kansas City, the multiple line to enable the company to anticipate a At special meetings held September 
carrier W hich expects to have a capitali- profit from the same. Oe sharthaldera of Coatinentsl Ascur- 
zation of $3,000,000, have been furnished “The offerings of the company will be ance and Continental Casualty voted to 


by R. E. Lawrie, president of the handled wholly by selected agents and  gpjit the shares of each company on a 
company who operates the Insurance _ brokers. It is anticipated that many two-for-one’ basis. 


Research Service, Inc., Kansas City. Ac- agents and brokers will solicit to act The amentinient for each Coatiaental 
cording to the recently released pros- as representatives for the company as company will be filed with the proper 
pectus which has been properly regis- the company intends to provide broader authorities at the close of business Sen- 


tered with the SEC, the company will underwriting or competitive plans of tember Sh af hicks tank ‘the Surolor 
offer 200,000 shares of $10 par stock to insurance at rates that will be lower one splits will become effective. This 
the public at $15 a share. This offer than or competitive with- established” ‘a ction® will increase’. the auuikier ol 


will expire on January 1, 1955. No re- companies for all lines of insurance shares of Continental Assurance from 
muneration or compensation of any kind except life, in territories throughout the 650,000 shares, each of $10 par value, to 
for the sale of stock will be paid. United States, as rapidly as they can be 1,300,000 shares, each of $5 par value. 


Mr. Lawrie advises that formation of | developed and for all types of insurance The number of shares of Continental 
American Transportation has been in to be introduced as soon as practicable. Casualty will increase from 1,000,000 


the making for approximately _ three Management of the Company shares, each of $10 par value, to 2,000,- 
years. The original idea behind it was i 000 shares, each of $5 par value. 

to make up for “the lack of real par- As to the management of the com- Evtce 26 Cants’ Per Shave Bividoud 
ticipation by agents in the ownership pany, its operation will be conducted by With the approval of the amendment 
of companies ... and the lack of full American I ransportation Underwriters. to the articles of incorporation of Con- 
facilities to be provided an agency by Personnel initially will be the same as  tinental Assurances the way is now 
any of the companies. . . that..-of Insurance Research Service, (feared for: the extra” dividend: of: 20 


According to Mr. Lawrie, American Inc. As to compensation to producers, cents per share, to be paid December 2 
Transportation will start with sufficient it is pointed out in ok en nO to Continental Assurance shareholders 
C: apité ilization to enable it to expe und fixed commission scale payable to agents of record at the close of business No- 


rapidly and to qualify financially in all and brokers is applicable but it is an- vember 18, 1954. 

states. “Plans have been worked out,’ ticipated that more normal line business Similarly, because of the amendments 
he says, “that will give the agency sys- Will bear commissions or service fees adopted by the two shareholders’ meet- 
tem sound, yet competitive advantages of from 10% to 25% of premiums. Com- ings, the way is cleared for the distribu- 
over direct writing mutuals. Among missions on special risk ein will tion to Continental Casualty sharehold- 
these is a program for the larger risks vary from 5% to DIO ois a, is ‘ ers on October 15 of the special dividend 
to participate in the experience devel- The temporary officers and directors of 20,000 new shares of Continental As- 


oped on their own lines individually and of American Transportation are listed cyrance at the rate of one share of 
not grouped with other risks such as as follows: R. E. Lawrie, president and  Assyrance for each 100 shares of Con- 





is usual with mutual companies. director; J. Everett ing _adver- tinental Casualty held of record at 
y y , ye > , S r % Se See = ee 
Each Risk Would Draw Equitable arcatiber ik ices Panes © Cony vt ener cat an ance ty pane ali 
Dividends bell, attorney, who is secretary and di- 

“Under this arrangement a permis- rector; Roger A. Durkee, Kansas City  tatives, who is general counsel and di- 
sible loss ratio would be established, insurance man, treasurer and director; rector. The following are nes as direc- 
dependent upon the size. From this per- Wm. Harrison Norton, attorney and tors: W. J. Glaccum, Mel Phillips, T. B. 
centage of gross premiums on several member of Missouri House of Represen- Jones and Robert W. Buck. 


lines of insurance on the same amount 
would be deducted pure losses and ad- 
justing expenses to establish a ‘net’ 
dividend. Thus, each risk would draw 
equitable dividends based upon its own f 
good or bad results of operations and 
dividends would not be paid to each risk : 
dependent upon an equal distribution of 
the company’s over-all profits, regardless 
og experience, as in the usual mutual 
plans. 

“The company will engage in the 
writing of all lines of insurance as rap- 
idly as they can be introduced but 
initially will primarily develop the trans- 
portation industries, whose membership 
is being solicited to also participate in 
ownership of the company. This will, 
in no way, limit the operations of the 
company but with the emphasis on the 
larger premiums developed by the oper- 
ations of the transportation industry 
and most premiums being monthly on 
the larger risks, the limitations other- 
wise imposed by unearned premium re- 
serves will be somewhat reduced.” 





Underwriting on Merits of Risks 


In the prospectus it is explained that 
the company intends to obtain about 
50% of its business from writing casu- 
alty insurance in the transportation 
field. The other 50% will be principally 
so-called standard insurance risks. The 
business in the transnortation industrv 
will include taxicabs, busses, trucks and ‘ 
car-rental fleets which are not accepted 
by manv leading casualty companies be- 
cause those companies consider them 
hazardous risks. “Manv companies have 
experimented in the field of insuring 
transportation risks and have had un- 
profitable experiences over a protracted 
Neriod of time. Some that have special- 
ized in transportation insurance have SPRINGFIELD 
underwritten it profitably over a_ pro- ; 
tracted period,” it is pointed out. 

“Underwriting of business will be on 
the merits of risks either individually 
or as a class. This does not mean that : 
all business offered will be accepted but 
that insurance risks frequently not con- 
sidered by many other companies will be 
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N. Y. Speakers Bureau 


(Continued from Page 45) 


agent to the writing of insurance poli- 
cies.” 
Fashioned After Oklahoma Bureau 


sriefly outlining plans for building the 
New York State insurance speakers’ 
bureau, Mr. Philips said it would be 
fashioned along the lines of the Okla 
homa bureau as follows: 

30th the C. & S. Association and the 
New York State Agents Association 
will immediately appoint a subcommittee 
of five members each, drawn from their 
respective public relations committees 
to comb the field for capable speakers 
among both agents and company repre 
sentatives—those who are qualified to 
discuss such subjects as auto liability, 
workmen’s compensation, accident pre- 
vention, the value and duties of the 
local agent, the stuff that rates are 
made of, etc. 

When the speakers have been se- 
lected they will be offered the oppor- 
tunitv of spending two days at an out- 
standing university as students in a 
public speaking seminar under the 
guidance of competent instructors. This 
two-day “quickie” course will cost the 
participants nothing except their trans- 
portation and subsistence. These courses 
produced amazing results in Oklahoma 
and California. 

Ph - the meantime, the staffs of the 

. & S. Association and New York State 
yeh ition will be busy preparing many 
aides for the speakers, including actual 
speeches on import int subjects, back- 
ground information for answering ques- 
tions, outlines of speeches for those who 
prefer not to use prepared texts. This 
material will be furnished at no cost. 





Kemper Cos. Ad Campaign 


(Continued from Page 45) 


from all parts of the country and the 
preponderance of answers came from 
automobile owners in the middle income 
class. 

“The questions were phrased so as not 
to influence the person being inter- 
viewed, and we especially cautioned our 
people not to approach their good 
friends or our policyholders. We felt 
that if they questioned their friends, the 
answers they would get might be biased 
in our favor. We did not refuse an- 
swers from our policyholders, if ques- 
tioning developed that they were in- 
sured with Kemper Companies, but we 
deliberately tried to stay away from 
them. 

“The questionnaire consisted of two 
sections—one to be used with agency 
company policyholders and the other 
for non-agency policyholders. One of 
the first questions developed the name 
of the person’s insurance company and 
if he was insured in a non-agency com- 
pany, he was asked only the questions 
in the second section. In each instance, 
the questioner was asked to estimate the 
approximate income of the person re- 
sponding. This estimate was checked 
with an actual question about how many 
cars the person owned, so we believe 
the income estimates are reliable. 

“As the questionnaires were returned 
to the home office. they were tabulated, 
divided into random groups and the 
groups checked against each other to 
determine whether any question was de- 
veloping a variation in answers.” 

In summarizing the results of the ‘sur- 
vey Mr. Flanagin said that two con- 
clusions seem inescapable from this 
study. They are as follows: 

1. People want to save money on their 
auto insurance: 60% of policyholders in 
agency stock comnanies are vulnerable 
to price. Of policyholders in non-agency 
companies, 69% bought because of price 

2. But, they want agencv service, too: 
79% of agency policvholders and 54% 
of non-agency policvholders prefer to 
deal with someone they know, in pre- 
senting claims; 48% of non-agencv poli- 
cyholders would pay from $2 to $10 more 
per year to get agency service. 
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Hoosier’s Gen’] Agents 
Elect Plack President 


HOLD 2-DAY ANNUAL MEETING 





Compare Notes With H. O. People on 
Current Problems; Stage Panel on 
“Faith of Youth in Our Business” 





Harold J. Plack, general agent of 
Hoosier Casualty at Peoria, IIl., was 
elected president of its General Agents 
Association at the recent two-day annual 
Hotel Drake, Chicago. Paul 
R. Raines, Des Moines general agent, 
was elected vice president; Orlin Kirk- 
man, Decatur general agent, secretary- 
treasurer, and Mrs. Marie A. Ford, head 
of William Ford, Inc., New Jersey state 
agents, was elected a member of the 


meeting in 


board. 

Featured at the opening session were 
the address by Leonard A. McKinnon, 
Flint general agent, who is president of 
International Association of A. & H. 
U 9 3 rwriters, and the “progress report” 
by C. Norman Green, home office A. & 
H. manage r. Mr. McKinnon made a plea 
for increased membership in the Inter- 
national and urged that wholehearted 
support be given to its many activities 
“so as to keep government out of the 
A. & H. business.” 

The second day’s program got off to a 
good start with helpful talks by three 
home office supervisors—Harold A. 
Moore, assistant manager of the A. & 
H. department, speaking on “Our Group 
Insurance Facilities’; R. FE. Appich, 
supervisor of that department, whose 
topic was “Home Office U omeg Srne of 
Your Business,” and Florence E. Taylor, 
supervisor, benefit payment division, who 
spoke on “Benefit Payment Procedures.” 


In Fine Financial Shape 


Thereafter E. C. Acree, comptroller of 
the Hoosier, spoke on “Our Financial 
Position,” pointing out that the Hoosier 
is in a shape financially. 

V Ray, president of the company 
gave ae final address of the morning 
session which was titled, “The Hoosier 
Looks Ahead.” At luncheon the guest 
speaker was Robert W. Osler, vice presi- 
dent, Rough Notes Co., who made a hit. 

Ray Pledges Cooperation 

In his address President Ray stressed 
the fact that Hoosier Casualty began as 
an agency company and that it will al- 
ways be an agency company, “Further- 
more,” he said, “in some phases of the 
operation of our sickness and accident 
department we are in favor of the gen- 
eral agency system. We give to both our 
general agents and our many direct 
agents a sincere pledge of confidence 
and promise 100% cooperation in the 
advancement of our mutual interests.” 

A feature of the afternoon session was 
a panel on “Faith of Youth in our Busi- 
ne vf in which five of the younger agents 
of the Hoosier told how they started in 
he. A. & H. business and why they like 
it. They included Warren W. Leigh of 
William Ford, Inc., Newark; R. J. Doug- 
las of Mason City, lowa; John Sommer 
of Canton, O.; Ray Juenger of Belle- 
ville, Ill., and Jack K. Rimbey of Peoria. 
Moderator of the panel was H. B. Nel- 
son, general agent at Freeport, Ill 

Another afternoon feature was presen- 
tation of plans for the Christmas mer- 
chandise prize contest, open to. all 
Hoosier agents and licensed brokers, 
which began on September 21 and will 
close on December 31. 

At the banquet, which climaxed the 
meeting, past presidents were recognized 


and new officers introduced. Jake Doug- 
las of Mason City was toastmaster. 


NEW HOUSTON CO. STARTS 


Western Indemnity Life to Specialize in 
A. & H. and Hospital Ins.; G. W. 
Fitzsimmons Executive V.P. 

Western Indemnity Life, a new 
Houston company, specializing in A. & 
H. and hospital insurance, has started 
to write business. Using the abbrevi- 
ated name of WILCO, the new com- 
pany which is the mate of Oil Industries 
Life Insurance Co., announced a capital 
and surplus of $750,000 paid in. 

John Bennick, president of Oil In- 
dustries Life, is chairman of the WILCO 
board. Dale R. Major, O. I. L. board 
chairman, is president of WILCO. 
George W. Fitzsimmons, for many years 
superintendent of agents in the disabil- 
ity division of Continental Casualty, is 
executive vice president of WILCO. He 
is putting production emphasis on A. & 
H. and hospital insurance. 

All WILCO principals are well known 
in the insurance field. 

Top branch agency personnel includes 
Van Dudson, branch manager; S. H. 
Byerly and Paul Price, assistant mana- 
gers; Solly W. Cox, executive super- 
visor, and Lou J. Capoot, superintendent 
of agents. 

“Western Indemnity Life will develop 
a department store of A. & H. and 
hospital, insurance,” said Mr. Fitzsim- 
mons. “Special policies have been de- 
signed for people in both the lower and 
higher income brackets. We intend to 
achieve one of the largest volumes in 
this field in Texas.” 


Give $100 Maternity Benefit 
In Hospital Expense Policy 


William J. Sieger, vice president and 
superintendent of agencies, Bankers Na- 
tional Life, Montclair, announces a 
change in the company’s hospital ex- 
pense policy pertaining to maternity 
benefits. 

This provides for a flat benefit of $100 
to be paid for maternity. Previously, 
only $10 a day, up to 10 days was paid 
under the policy for maternity benefits. 
Now, no matter how short the hospital 
stay, the policyowner will receive the 
full $100 maternity benefit. 





Choosing as his subject, “Private Vol- 
untary Health Insurance—What’s In A 
Name?”, J. Henry Smith, vice president 
and associate actuary of the Equitable 
Society, gave one of the most provoca- 
tive talks on the state of the A. & H. 
industry at the Colorado Springs annual 
meeting of Bureau of A. & H. Under- 
writers last week. Mr. Smith told the 
large gathering assembled that industry 
men cannot allow themselves the luxury 
of complacency that current political cli- 
mate makes so attractive. He chose to 
make as a proposed guiding principle 
for future activity, the broadest of gen- 
eralizations that: “As an industry, as 
companies, as individuals even, let our 
aim always be to work for the fullest 
public acceptance and approval of our 
services.” 

The speaker made clear that he did 
not imply that the course of action 
should merely be to ascertain and kotow 
to the whims of those whom the indus- 
try serves. Rather, he declared that the 
A. & H. industry has a compound duty 
“to provide the best and wisest possible 
services for the public and equally to 
demonstrate to the public that the serv- 
ices we so provide are the best for it.” 
Both activities, he said, are contemplated 
in the hope that the industry shall al- 
ways aim to work for the fullest public 
acceptance and approval. 


Public Service and Public Relations 


Mr. Smith explained that A. & H. 
companies sorely need to dedicate them- 
selves to both nublic service and public 
relations. The time has come, he said, to 
mount a full effort behind both. 

xi | have come to realize,” said Mr. 
Smith, “that we cannot longer afford to 
think ‘of our business as one that would 
be sufficiently dependable if it has a 
kind of universal ‘money back’ guaran- 
tee. We are too much a public trust, 
too much the guardians of vital forces 
and interests. We need to look on 
ourselves more as the medical profession 
should and does generally view itself— 
doctors do not tolerate short changing 
in health treatment; we must not permit 
short changing in health financing. We 
must think of health insurance as a 
sacred temple not to be defiled by the 
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FAMILY HOSPITAL INSURANCE 


Views the ttm te Pak. tt 


National advertising by big life and casualty companies in recent 
months has further stimulated the public demand for hospitalization 


As one of the pioneering companies in this field, National Casualty 
Co., which we are proud to represent, is ready to meet this demand with 
a Hospital-Surgical-Nurse Expense policy . . . for both the individual 
and family. Polio expense rider up to $5,000 may be attached. 


So reasonable in cost, so attractive to buy. 
Sample policy and rates promptly supplied. 


JAMES R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 
A. & H. General Agents, NATIONAL CASUALTY CO., Detroit 


REctor 2-4567 


INC. 


NEW YORK 38, N. Y. 











J. H. Smith Says A. & H. Industry 
Must Dedicate Itself to Public Service 


J. HENRY SMITH 


unworthy. We must drive the money 
changers out, forcibly.” Mr. Smith said 
that this is a great opportunity for the 
trade associations. He continued: 

“Individual companies cannot get at 
the trouble, and if supervisory authori- 
ties try to do so without our help and 
guidance, we are all apt to find ourselves 
buffeted by and resentful of a too broad, 
undiscriminating sweep of their brushes. 
Therefore, let us mobilize the forces of 
self-discipline—let us employ codes of 
ethics and other similar powerful incen- 
tives. Let us start the crusade ourselves, 
in unison. Then, let us also work with 
state supervision. 

“T recall that some months ago a sub- 
committee of the governing committee, 
under Judge Laymon, began to talk 
about ways of encouraging and helping 
the state officials to clean up the bad 
elements in our industry. The idea ap- 
palled some of us at first—we didn’t like 
to call in the police. I would still rather 
settle for self regulation. But now with 
all the hue and cry in the public press, 
I feel the Judge and others were think- 
ing further ahead than I was. 

“Now I’m not sure the Commissioners 
will, or should, settle for non-interven- 
tion. As we do mobilize ourselves, I 
think we ought to revive the thoughts 
of Judge Lawmon’s group (which were 
side tracked awaiting the outcome of our 
consideration of ethical codes, etc.) so 
as to provide both the stimulus and guid- 
ance to the Commissioners in cooperat- 
ing with the trade associations in im- 
proving standards of conduct in health 
insurance. Together we can achieve the 
desired results without the development 
of general antagonisms otherwise so 
easy. 

“T hope task force +2 of the Joint 
Committee on Health tele which 
was appointed to deal with regulation 
and self-regulation, will fully prosecute 
this idea.” 

The speaker went on to explain that 
“public relations is not so clear cut as 
public service in the minds of most of 
us. We haven’t had much experience 
with it; it sounds like a fancy selling 
device, and we know it is expensive. But 
we know that people want and expect 
more of insurance than can properly and 
successfully be provided. To meet this, 
I hope we are all convinced by now 
that it is essential to our future to un- 
dertake a program that will explain our 
services, justify them and teach the pub- 
lic the principles which we believe, in all 
good conscience, should prevail. 

“Not a whitewasher, not a selling ve- 
hicle, not an alibier, not a purveyor of 


(Continued on Page 53) 
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Bureau of A. & H. Underwriters, 


Colorado Springs, September 13-15 





Picture of Bureau “In Action” Is 
Shown in Reports of Staff Key Men 


Colorado Springs, Sept. 15—Three in- 
formative reports by staff members of 
the Bureau of A. & H. Underwriters, 
submitted today at the closing session 
of its annual meeting here, revealed to 
the member companies the many sided 
activities of the organization during the 
past year. 

Louis A. Orsini, manager of the group 
division, pointed to the bureau’s ad- 
vances in the areas of group hospital 
admission plans and in hospital-doctor 
relations, and its interested collaboration 
on experimental developments designed 
to broaden the scope of insured protec- 
tion. 

John F. McAlevey, counsel of the bu- 
reau, gave the members a closeup view 
of 1954 legislative activity in the A. & 
H. field, devoting considerable attention 
in his report to the cancellation situa- 
tion in North Carolina. 

Robert Waldron, associate director of 
public relations, outlined the bureau’s 
expanded activity in this field, noting in 
particular improved relations with na- 


tional magazines, the insurance press 
and the insuring public. 
Francis T. Crawley, manager, individ- 


ual division, discussed current experi- 
mentation in the non-cancellable A. & 
H. field, major medical expense and sub- 
standard insurance trends, improved 
methods and procedures to reduce ad- 
ministrative costs and conservation. 

Highspots of their respective reports 
follow: 





Louis A. Orsini 


Mr. Orsini opened his report by point- 
ing to popularity of the bureau’s educa- 
tional seminars “which have provided 
member companies with a forum for dis- 
cussion of timely, interesting and vitally 
important developments in the group 
and statutory disability fields.” He paid 
tribute to the quality of the speakers at 
these gatherings, saying that “they have 
unselfishly imparted their knowledge. 
experience and keen insight into papers 
which are forming a rapidly increasing 
fund of data on the fundamental and 
experimental aspects of group A. & 
insurance.” The steadily increasing at- 
tendance at these seminars—70 compa- 
nies and 170 individuals being the record 
—has given the bureau staff consider- 
able satisfaction. 

Mr. Orsini then discussed administra- 
tive procedures, stating: “Member com- 
panies are uniformly interested in re- 
ducing administrative expenses particu- 
larly in these times when such expenses 
are subject to careful scrutiny by regu- 
latory agencies and proponents of gov- 
ernmental controlled insurance _ pro- 
grams. Positive demonstrations of this 
interest have been noted by staff in the 
demand from member companies for pa- 
pers on the subject of home office ad- 
ministration presented at bureau semi- 
nars, 

“The administrative Procedures sub- 
committee was formed in recognition of 
this interest with the thought of provid- 
ing a mechanism through w hich member 
companies might be serviced in the area 
of home office administration. 

“The subcommittee activities have 
fallen into generally two categories: (1) 
there is the discussion of selected sub- 
jects by the subcommittee at the four 
meetings held throughout the year. The 
following is a partial list of such dis- 
cussion subjects: 

“Certificate preparation and issue; an- 
nouncement material (use, format and 





production) ; forms and procedures used 
from enrollment to issuance of certifi- 
cates; separate accounting and experi- 
ence ars within one case; claims an- 
alysis statistics and service records. 
“These discussions have served to in- 
dicate subjects which are most condu- 
cive to an expanded study on a ques- 
which all member 


tionnaire basis in | 
companies writing group accident and 
health insurance can participate. In 


selection of the initial study 
subject, i.e., ‘Group Insurance Certificate 
Preparation and Issue,’ was made on 
the basis of suggestions received from 
member companies and the discussion 
experience of the subcommittee.” 

Blanket Accident and Health 
Insurance 


fact, the 


Discussing the difficulties encountered 
by companies venturing into the field of 
group and statutory disability insurance, 
the speaker continued: “It has been 
noted that with the exception of the 
blanket accident and health statutes in- 
formation on this form of insurance has 
been extremely limited. Companies seek- 
ing new markets for group coverages 
have often expressed interest in the 
blanket A. & H. field but the dearth of 
information has often curtailed further 
exploration. 

“It is planned that the blanket insur- 
ance subcommittee will undertake a 
comprehensive study of this coverage 
for the information and assistance of 
member companies after it has com- 
pleted its current task of drafting a 
model blanket insurance bill. The need 
for such a bill has developed from the 

variation among the states having blan- 
ket statutes and the outmoded language 
in such statutes. It is hoped that this 
model bill will eventually lead to some 
degree of uniformity among the states 
and will take cognizance of the evolu- 
tionary changes in such insurance as it 
is written today.” 


Group A. & H. Claim Reserves 


Speaking of Group A. & H. claim re- 
serves, Mr. Orsini reported: “Numerous 
inquiries directed to staff from member 
companies newly entering the group 
field have focused on the question of 


establishing procedures for estimating 
group accident and health claim _ re- 
serves. Accordingly, in order to assist 


companies desiring information on this 
subject the statistical procedures sub- 
committee of the group and statutory 
disability committee drafted a memoran- 
dum which outlined three illustrative 
procedures for estimating reserves for 
‘outstanding’ and ‘insured but not re- 
ported’ claims outlining the advantages 
of each method. This memorandum has 
been transmitted to the membership 
through the group disability insurance 
bulletin service.” 


Experimental Developments 


Mr. Orsini then told about the bu- 
reau’s work in the sphere of experi- 
mental development of group A. & H. 


insurance, saying: “The incomplete and 
frequently inaccurate picture drawn 
by study groups sponsored by non- 


insurance interests on the role of group 
insurance in assisting the public to meet 
its medical care costs, has emphasized 
the need for a _ reasonably accurate 
measurement of member company ac- 
tivity in the experimental group areas 
designed to broaden the scope of cov- 
erage and to reach uncovered segments 
of the population. 

“Accordingly, a special subcommittee 
of the group and_ statutory disability 
committee was formed with the ex- 
pressed function of considering the ad- 
visability of collecting information for 


the benefit of the bureau staff indicating 
the extent to which the group A. & H. 
industry is providing coverages in areas 
beyond those generally known. 

“This subcommittee unanimously 
agreed that it was advisable to collect 
such information and developed a list 
of specific areas worthy of exploration. 
From this list, one subject was selected, 
namely ‘Group Coverage on Retired 
Employes,’ which was used as the basis 
for the development of an experimental 
questionnaire.’ 

The report also noted that a commit- 
tee of industry representatives, on which 
the Bureau was represented, was ap- 
pointed to assist in the development of 
the details of a group accident and 
health program for Federal employes. 

“It is understood that on the basis 
of current thinking in Washington, the 
approach used for providing such cov- 
erage will be to break the government 
down into small purchasing units de- 
pending upon payroll, geographical area, 
chain of command and other consider- 
ations. The plan will embrace hospitali- 
zation, surgical, medical and major med- 
ical coverages. In areas where group 
cooperative plans are in existence, they 
will be given an opportunity to par- 
ticipate. The Government will contribute 
to the cost of the insurance. 

“Since the bill implementing the pro- 


gram was introduced very late in the 
session, no serious consideration was 
given to the measure this year,” Mr. 


Orsini said. 
Medical Relations 


Further along Mr. Orsini outlined in 
some detail the intensified functions of 
the bureau in the vital realm of medical 
relations. He said: “The activities of 
hospitals, doctors and other providers 
of medical service are directly reflected 
in the underwriting, administrative and 
sales aspects of accident and health cov- 


erages. It is vitally important, there- 
fore, that the industry work closely 
with such groups to develop a clear 


picture of the place of insurance in 
financing the public’s medical care and 
to formulate a cooperative approach 
for making insurance more effective in 
meeting the public’s needs. : 

“The initial focus of industry activity 
with hospitals has been the establish- 
ment of hospital admission plans which 
offer individuals insured under group 
hospitalization plans the option of con- 
verting their insurance benefit into a 
credit against the hospital bill. Such 
plans established in direct negotiation 
with hospital representatives are effec- 
tive in over 30 metropolitan and state- 
wide areas. The bureau staff has par- 
ticipated in and directed negotiations in 
nine such areas. 

“The successful operation of these 
plans led to the adoption of the Group 
Hospital Insurance Form, HAP-4 and its 
subsequent use throughout the United 
States by companies underwriting group 
hospitalization insurance. This form is 
a combination certificate of benefits and 
uniform claim form which has enabled 
the industry to extend the advantages 
of the admissions plan nationwide with- 
out the delay of formalized negotiation 
with hospital groups. 

“A similar plan for individual and fam- 
ily hospital expense policyholders was 
launched in Columbus, Ohio, on an ex- 
perimental basis. After the plan had 
been in operation a year, the experience 
of participating companies was collected 
and reviewed. This composite experi- 
ence confirmed the mechanical effective- 
ness of the plan in placing the necessary 
information before the company for de- 
termination of liability before the policy- 
holder’s admission to the hospital. How- 
ever, company participation in the plan 
and its subsequent extensions in Atlanta, 
Ga., and Birmingham, Ala., was neces- 
sarilv limited to companies with local 
certification facilities. This led to modi- 
fication of the Columbus plan to permit 
outside companies to participate through 
the use of mail requests for certifica- 
tion. 


“This modified plan has been installed 
in New Hampshire by the bureau staff 
in cooperation with the New Hampshire 
Hospital Association. Since this is the 
first statewide individual hospital admis- 
sions plan and the first time that mail 
requests for certification will be used, 
the experience of participating compa- 
nies will again be collected and re- 
viewed. ee 

“The industry activities with individual 
hospital admission plans have all been 
directed to developing the simplest pos- 
sible procedure which presents no bar- 
rier to company participation or limita- 
tion on the geographical area embraced 
by the plan. Once this has _ been 
achieved, it is hoped that the additional 
service provided through the admissions 
plan arrangement might be generally ex- 
tended to individual and family hospital 
expense policyholders.” 


Uniform Claim Forms 


closing Mr. Orsini revealed 
that the bureau staff has coordinated 
activities at the industry level aimed 
uniformity in claim forms completed by 
hospitals and doctors for the various 
. & H. coverages. Several such forms 
have already been finalized, he said, and 
member companies have been polled on 
their adoption and use. Additional 
forms in draft form have also been 
submitted to member companies for re- 
view and comment. The responses re- 
ceived to date indicate substantial mem- 
ber company support for this program. 


John F. McAlevey 


Before 








John F. McAlevey, counsel of the 
Bureau, prefaced his report by saying 
that this year’s legislative experience 
“may foretell a very difficult year for 
the A. & H. industry in 1955.” Of the 
491 bills reviewed by the bureau staff 
in 1954, 113 were reported to member 


companies as pertinent; 26 were enacted 
and became law. He pointed out that 
“coupled with an increasing tempo of 
adverse bills this year on the state 
level, has come marked activity at the 
Federal level. The activity was unusual 
for an off-legislative year.” 

Mr. McAlevey devoted 
attention to the cancellation 
a matter about which the bureau 
has been concerned for some time. Since 
March, 1953, a special committee has 
been at work on the subject, empowered 
by the governing committee (1) to de- 
velop a rationale supporting the theory 
of cancellation; (2) to study the can- 
cellation methods in use by the compa- 
nies, and (3) to consider the prepara- 
tion of alternative proposals which could 
be made to legislators or Insurance 
Commissioners whenever remedial legis- 
lation was demanded or proposed. 

The rationale has already been com- 
pleted, Mr. McAlevey said, and has been 
widely distributed by such organizations 
as the Better Business Bureau. The need 
to study cancellation methods was ob- 
viated when a special industry commit- 
tee in North Carolina undertook work 
generally on this problem. While its 
questionnaire did not meet all of the 
standards which the bureau committee 
would have used, the information was 
nevertheless similar enough so that it 
was decided by the bureau not to im- 
pose additional trouble and expense on 
bureau companies. 

The cancellation committee devoted its 
major efforts toward the fulfillment of 
the third charge—namely, preparation of 
alternative proposals. Several different 
proposals were carefully considered 
However, the committee could not agree 
on any specific recommendations so 
voted to report it could make no recom- 
mendation to the governing committee 
on this subject; and requested its dis- 
charge in March, 1954. 


North Carolina Cancellation Question 


considerable 
problem, 
staff 


Giving background information on 
what has happened in North Carolina, 
Mr. McAlevey related that in 1953 a 
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bill (H. B. 344) was introduced in that 
state’s legislature which would have 
made all individual A. & H. policies 


progressively non-cancellable. It passed 
the house but failed in the senate by 
a very close margin. Those who voted 
against it said they did so only because 
this particular measure “did not seem 
to be a proper approach to the prob- 
lem of terminations.” The A. & H. in- 
dustry was told bluntly, by even those 
who had sided with it, that if it could 
not find something better before the 
1954 session a reintroduced H.B. 344 
would most certainly pass. 


Next development was the public 
hearing, shortly after legislature’s 1953 
adjournme nt, at which the then Com- 


missioner Cheek proposed tentative reg- 
ulation to prohibit approval in North 
Carolina after January 1, 1954, of any 
individual A. & H. or hospitalization 
policy containing any provision making 
it renewable at option of the company. 
Bureau representatives at this hearing 
persuaded Mr. Cheek to defer action, 
whereupon he appointed a special indus- 
try committee to explore the entire 
problem. Its first act was preparation 
and distribution of the aforementioned 
questionnaire. A study of the returned 
questionnaires, Mr. McAlevey noted, 
showed that North Carolina’s so-called 
cancellation problem did not exceed in 
magnitude that found in other states. 

In its report to the North Carolina 
Insurance Department the industry com- 
mittee suggested (1) that all companies 
be required to go on record relative to 
their underwriting and claim practices, 
(2) that these be made a matter of pub- 
lic record, and (3) that the Department 
severely discipline any company found 
acting in a manner inconsistent with its 
recorded statement. However, this re- 
port was not regarded as sufficient an- 
swer by another Cheek committee which 
demanded more drastic changes. In this 
connection Mr. McAlevey said: 

“The industry committee feels that it 
should not be called upon to take addi- 
tional steps until its earlier recommen- 
dations have had at least a fair trial. 
The general climate is not without its 
political complications. Unless some un 
forseeable development occurs before 
the end of the year another legislative 
proposal to make all individual A. & H 


and health insurance non-cancellable 
will come before the 1955 North Caro 
lina legislature. This would be certain 


to involve the business in unfavorable 
publicity.” 

Concluding the legislative section of 
his report Mr. McAlevey reserved a 
word of commendation for the pioneer 


step taken by the bureau in creating 
a special committee on legislation in 
March, 1953. While it did not develop 


a ready panacea in its year of existence, 
he said it did come up with several new 
and well-founded approaches. However, 
none of these had been brought to a 
recommendation stage before dissolution 


of the committee in deference to the 
newly formed task force No. 2 of the 
Joint Committee on Health Insurance. 


He felt that the legislative committee’s 
efforts “should greatly expedite the work 
of the newer group.” 


Filing of Loss Experience 


Under the heading of the 
latory action on both Federal and state 
level Mr. McAlevey took up the matter 
of filing of experience as required 
by the Zone 4 states, and said: 

“Throughout the loss ratio discussions 
the Insurance Department representa 
tives made it obvious that they attached 
great importance to loss ratios as indicia 
of the worth of a policy. As part of its 
long range Sitpation of certain prob- 
lems the bureau’s governing committee 
in 1953 authorized appointment of a 
special committee to develop a_ state 
ment on ratios. This committee 
prepared and submitted to the govern 
ing committee a defense of the company 
point of view which may be of inestima- 
ble value in 


re regu- 


loss 


has 


loss 


assisting departmental per- 


sonnel to understand the essential val- 
idity and reasonableness of the industry 
position.’ 

The report then told about the estab- 
lishment in March, 1954, of a New York 
advisory committee on accident and 
health “on an experimental ba: with 
General Manager Follmann as its chair- 
man. This committee has held several 
productive meetings; it has carefully 
circumscribed its area of operations “so 
that group problems are at the moment 
not considered.” Hence no recommenda- 
tions of the committee should be so im- 
plemented by the New York Insurance 
Department as to include group insur- 
ance, Mr. McAlevey said. He further 
brought out: 

“The committee is an experiment in 
cooperative endeavor. If it should prove 
successful it may serve as a prototype 
for others. If the committee should 
prove unworkable it will be disbanded 
without prejudice. It should not be con- 
fused with the New York advisory board 
on accident and health agents examina- 
tions of which Mr. Follmann is also the 
chairman. The examinations board has 
been in existence for a number of years 
and is concerned with the profession: il 
qualifications of prospective agents. 








Terminal Maternity Benefits 


Mr. McAlevey closed his report by 
giving background information on the 
problem of terminal maternity benefits. 
He pointed to the agreement negotiated 
by the Michigan Insurance Department 
in 1941 between insurance carrier rep- 
resentatives and local service plans 
(Blue Cross and Blue Shield) on treat- 
ment of such benefits. He then said: 

In the past few years Wisconsin, Ohio and 
Indiana have evidenced an interest in establish- 
ing a procedure similar to that in Michigan. 
The New York Department brought pressure to 
bear on the New York Service plans to induce 
them to follow the procedure commercial car- 
riers must follow in the state. The National 
Conference on Blue Cross Plans adopted a 


opposing the commercial 
carrier approach. Shortly after the Michigan 
service plans asked the Insurance Department 
to either reverse the basis on which the Michi- 
gan agreement was predicated or release the 
plans from any further obligation to conform. 
After a hearing on the subject in Detroit last 
March 29-30 at which the bureau was repre- 
sented, the Department did neither. The matter 
was referred to the NAIC but at its annual 
meeting last June the Blue Cross-Blue Shield 
subcommittee did not resolve the question. A 
meeting on this subject with the Blue Cross- 
Blue Shield subcommittee of NAIC and service 
plan representatives will be held in the near 
future. 


resolution a year ago 








Robert Waldron 


Robert Waldron, the bureau’s associate 
director of public rel itions, reported that 
“acceptance of the bureau as a reference 
source is now general in the magazine 
publishing field. During the past year 20 
public press releases were disseminated 
and seven news stories were originated. 
Contacts were made with 16 national 
magazines with respect to articles hav- 
ing direct bearing on A. & H. insur- 
ance. At the same time the bureau con- 
solidated its established relations with 
the insurance press which, ” Mr. Waldron 
was glad to report, “gave excellent cov- 
erage to bureau activities.” In all 63 
news releases went to the trade press 
(45 publications); 63 news stories were 
originated, and four editorials appeared 
in insurance magazines saluting the bu- 
reau on its public relations approach. 





Mr. Waldron stressed that prepara- 
tion of A. & H. articles for publication 
is a constant feature of the bureau’s 


public relations program. Seventeen such 
articles were prepared and published in 
the past year. Another vitally important 
public relations function, he added, is 
that of responding to written or tele- 
phone inquiries received from the gen- 
eral public. In his opinion, the steadily 
increasing number of such inquiries 
from all parts of the country is ac- 









countable in part by the increased pub- 
lic interest in A. & H. Continuing: 


Nine Pamphlets Prepared 


“The bureau during the year prepared 
or aided in the preparation of nine 
pamphlets dealing with various aspects 
of A. & H. insurance. The pamphlets 
were given broad distribution by the 
bureau and its member companies, par- 
ticularly to people who are important 
leaders in the forming of public opinion 
and thought. These pamphlets and the 
uses to which they have been placed 
have been found to be of appreciable 
value in many instances. Their on-going 
value as sources of information will 
serve to further enhance their worth.” 

Discussing the bureau’s educational 
activities Mr. Waldron stated: “Over 
the years the field of education has 
been an area of special interest to us. 
Apart from being a source from which 


to draw young men and women into 
the A. & H. industry, the university, 
the college and the secondary school 


offer opportunity to spread the story of 
\. & H. insurance. We are consequently 
alert to the promotion and development 
of courses and studies in A. & H., mak- 
ing our services available on request. 
“As a result of this policy, the bureau 
is corresponding with the faculty and 
students of over 30 of the nation’s lead- 
ing universities and colleges, and estab- 
lished contact recently with certain 
secondary schools in an endeavor to 
aid - the development of instruction 
on A. & H. insurance at that level. The 
bureau has also provided lecturers to 
schools, colleges and professional asso- 
ciations upon request. Seven such were 
provided during the last year.” 


A. & H. Made Part of CLU Program 


Mr. Waldron hailed as “a _ notable 
event” the inclusion of A. & H. insur- 
ance as a course in Part A of the CLU 
program. General Manager Follmann 
had conferred last February with Drs. 
S. S. Huebner, C. A. Kulp, Harry Loman 
and the late David McCahan, all of 
University of Pennsylvania, with respect 
to introducing the study of A. & H. 
insurance as a full course in the uni- 
versity’s undergraduate school. Because 


of the reduced curriculum of the uni- 
versity this proposal was not deemed 
feasible at the time. However, it was 


agreed that in addition to the A. & H. 
section of the property insurance and 
the life insurance course, “the evening 
school would give every consideration to 
inclusion of A. & H. as a course of 
special study.” It was further agreed 
that both the CLU and CPCU programs 
would consider giving increased empha- 
sis to A. & H. In a letter later received 
from Dr. Huebner confirmation was 
given of the inclusion of an A. & H. 
course in the CLU program. 

Mr. Waldron divulged that currently 
the bureau is exploring the creation of 
limited fellowships for field studies in 
A. & H. insurance for members of the 
American Association of TWhniversity 
Professors. 

He then referred to the bureau’s li- 
brary service, which re provides all 


types of libraries with & H. material 
for reader reference, dat the bibliog- 
raphy of books, pamphlets, papers, 


studies, bulletins, We Kos and tables hav- 


ing relation to & H. insurance. This 
service, stz Pity three years ago, has 
proved of value not only to member 
and non-member companies but to 
schools, colleges and many _ libraries. 
The bibliography, comprised of 
pages, 


is divided into 16 parts covering 

many aspects of A. & H 

Relations With Doctors and Hospitals 
“Relations with doctors and hospitals, 

inc reasingly Eee to insurance com- 


panies writing A. & H., have accordingly 
created increasing demand on the bu- 
reau,” Mr. Waldron stated. “From the 


public relations viewpoint the hospital- 

doctor relations program is intended to 

facilitate for doctor, hospital, policy- 
(Continued on Page 54) 
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Faulkner Optimistic on 
Task Force Studies 


HEADS THE JOINT COMMITTEE 


Every Aspect of A. & H. Being Surveyed, 
Inspected and Tested to Discover and 
Overcome Weaknesses, He Says 


J. Faulkner, chairman, Joint Com- 
saiehek on Health Insurance’ and presi- 
dent, Woodmen Life & Accident Co., 
told the 63rd annual meeting of the 
Bureau of Accident Health Underwriters 
at Colorado Springs last week that 
“from even a quick look at the Joint 
Committee and its task forces, it is ap- 
parent that every aspect of A. &H. 
insurance is being surveyed, inspected, 
and tested to discover ‘and overcome 
whatever weaknesses may exist and, 
quite as important, to give additional 
impetus to the forward push of volun- 
tary insurance. Our hope and belief in 
the accomplishments that will flow from 
this program are high,” he declared. 

Mr. Faulkner explained that as chair- 
man of the Joint Committee he was 
directed to set up three subcommittees 
which have been designated as_ task 
forces. The assignment of each task 
force is to study and recommend action 
in a particular sphere of interest -to 
the business. “While I do want to tell 
you something of the work that is being 
undertaken by the three task forces,” he 
said, “I feel that it would be poor 
judgment and worse taste to announce 
what the Joint Committee is going to 
do. Six months or a year lience we will 
be able to tell you whether we have 
accomplished anything.” He went on: 


Preparing Trade Assn. Blueprint 


“Task force No. one is operating un- 
der the chairmanship of H. Lewis Rietz, 
executive vice president of the Great 
Southern Life of Houston. Mr. Rietz 
has associated with him two representa- 
tives, each designated by the presiding 
officers of the ALC, the Bureau of 
A. & H. Underwriters, the Health & 
Accident Underwriters Conference, the 
LIAA, and the Life Insurers Confer- 
ence. These gentlemen have the consid- 
erable task of preparing for the indus- 
try a blueprint of how the structure of 
our trade associations may be stream- 
lined so as to be more effective. This 
task force has the equally important 
duty of designing an industry-wide pub- 
lic relations instrumentality, perhaps an 
Institute of Accident & Sickness Insur- 
ance, to tell the story of our business 
to the American people.” Mr. Faulkner 
then brought out: 


Regulation and Self-Regulation 

“Task force No. two has been assigned 
the very broad subject of regulation and 
self-regulation of the business. Your col- 
league, B. M. Anderson, vice president 
and general counsel of the Connecticut 
General Life, is the able and energetic 
chairman of this task force. Under his 
vigorous le: idership, it has already held 
a number of meetings and has been in 
contact with various Insurance Depart- 
ments, the National Association of In- 
surance Commissioners, and with some 
agencies of the Federal government. We 
look to task force No. two for the an- 
swers to such questions as ‘Are there 
gaps in existing state regulation of in- 
surance which should be closed?’ ‘How 
can the industry assist the state Insur- 
ance Commissioners in more effectively 
discharging their responsibilities ?’ 
‘What needs to be done or can be done 
at the Federal level to present accident 
and sickness insurance in its proper light 
to Federal agencies ?’ 


Scope of Task Force No. 3 
“Task force No. three,” said Mr. 
Faulkner, “under the chairm: inship of 
Raymond Killion, third vice president of 
Metropolitan Life, has been asked to 
take a ‘long look’ at our business and to 
recommend ways and means by which 
(Continued on Page 54) 


two-way tracks. It should bring back 
to us all the valid suggestions and criti- 
cisms in an objective way. And let us 
never turn a deaf ear to those criticisms, 
cemantical sophistry; rather a program certainly not to the suggestions. It is 
that will take the public into our confi- #utomatic for one to resent charges of 
dence and teach it our problems, ideas imadequacy, it is verily self- Daher 
and ideals. A process that wifl do for tion to defend against censure. But as 
those open minded enough to listen to We, defend, we must also think and 
just what you would do individually if weigh. We do not have all the wisdom- 
you were asked to explain your busi- Wwe can ask the public to educate us too. 
’ - ’ . “ J £ < nia “eens. 
ness to a friend or new acquaintance. , “In fact, I feel that our trade associa 
That’s what we need. tions should be specifically charged with 


F the duty of informing us as to what 
Much Effort—Good Will—Money criticisms and suggestions the public is 
“Tt will take much effort, much good 


mz iking ; and further, that the trade as- 
will among us, and much money—so 


J. Henry Smith Address 


(Continued from Page 50) 


sociations must help us pass judgment 
much of all of these things that we 0n the various ideas. It is not quite 
should not try to do it alone; we need enough for General Manager Follmann 
the united strength and determination to defend us. We must listen when he, 
of the whole industry. Let us fall in and duly consituted committees, tell us 
behind the Joint Committee on Health where improvements must be made.” 

Insurance as advocates of and as active Earlier in his talk, Mr. Smith dis 


secte > > “Drivate 7 . 
participants in a broad public relations sected the term Private, Voluntary 
undertaking. It is only thus that we Health Insurance” for his audience. The 
can hope for public acceptance and ap- term “voluntary” he said connotes the 


tradition of American business—the way 
it should be. 
Health Costs 


The speaker had much to say regard- 


proval of a sound, proper program of 
health insurance service. 

“However, whatever public relations 
vehicle is used, I think it should have 
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insurance and annuities, through care- 
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ing the word “health.” It was his opin- 
ion that the industry has not been 
enough concerned with the important 
aspects of health costs. “We have done 
too much,” he said, “with minor, lim- 
ited coverages and frills and with ‘first 
dollar’ coverages. 

“This has been said many times lately 
in our circles, but there are so many 
people to convert to the idea of not 
using insurance for inconsequential mat- 
ters that we must say it oftener, louder 
and to more and more people. As a 
corollary, we must develop and push 
lines and plans that take hold mostly in 
financially important situations and see 
the insured through to very high limits 
when costs run high. Major medical 
insurance as we know it today may not 
be the final answer, but it is illustrative 
of the type of experimenting we must 
do if we are to bring health insurance 
into its full potential.” 

Mr. Smith explained that: “The second 
phase of this question of whether we are 
really doing a health insurance business 
is much more touchy, but it is especially 
important at this time. Can you guess? 
Cancellation. 

“I do not want to pretend to have the 
universal solution to this puzzling and 
most significant problem, but I would 
submit to you that if we are insuring 
health, we had better be sure we do so 
in full measure rather than insure mere- 
ly one illness, the appearance of which 
brings on cancellation. It is a misnomer, 
perhaps a cruel treachery, to say we are 
offering health insurance then withdraw 
when the insured’s health disappears. If 
we are truly offering health insurance, 
we ought to be providing substantial 
protection against a state of ill health, 
however continuous it may be, rather 
than limiting reimbursement to one spell 
of poor health. 

Legitimate Uses for Cancellation Clause 

“T think,” he went on, “there are a 
number of legitimate uses for the cancel- 
lation clause and I would not criticize 
its original conception and its utilization 
in the earlier days of health insurance 
But today, with huge new forces sur- 
rounding us, and with the necessity to 
review all of our motivations fully and 
objectively, I believe we must come right 
to grips with this matter of cancellation 
in a vigorous, progressive and deter- 
mined spirit. 

\s for the matter of increased costs 
due to generally increased frequencies 
and changes in medical techniques and 
charges, Mr. Smith said he thought the 
Blue Cross has shown the A. & H. indus- 
try how to handle it: “retain the right 
to change premiums for classes of poli- 
cies—and then don’t fear to raise them 
when justified. Convince people they are 
getting more and they will pay more. 
Blue Cross has proved it can be be 
done.” 

Protection of Aged and Infirm 

Further along Mr. Smith said: “Like- 
wise, I am wondering if we do not have 
to develop some extraordinary device for 
handling the protection of people who 
are aged and infirm. All about us we 
personally see deserving elderly people 
who do not have insurance and cannot 
get it. Many of these people today are 
in dire straits, or they will be tomorrow, 
because of medical costs. The risk is 
frightening from the insurance view- 
point. 

“Do we have to set up a syphon which 
will draw off some of the premiums our 
active participants pay for the purpose 
of handling some of the cost of the in 
firm? Do we have to develop bad risk 
pools? Should we merge our separate 
company resources and ingenuity to give 
certain unfortunates the financial pro- 
tection they solely need? I fear we can- 
not wait for natural process of distribu 
tion of insurance—at least a generation 

“Must we resort to measures that go 
beyond insurance? They are among the 
most vital questions facing the industry 
today—I am glad to see the subject high 
on the list for the Joint Committee on 
Health Insurance.” 
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A. & H. Bureau in Action 
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holder and company personnel the 
smoother operation of the technical de- 
velopment of policies and coverages and 
closer relations with the 
through a_ better 
and health 


the bureau 


to cultivate 
professions 
accident 


medical 
understanding of 
insurance. To these 
has markedly increased during the cur- 
contacts with doctors 


ends 


rent year in its 
and hospitals.” 

The report then noted the keen inter- 
est with which the bureau has watched 
the acceptance by the American Medical 
Association of A. & H. insurance “as 
a modern means of defraying the cost 
of care of accident and sickness.” Fur- 
ther to develop a better understanding 
on the part of the AMA, the bureau 
through its pamphlet service keeps that 
association informed of important A. & 
H. developments. A similar program is 
being conducted with the American As- 
sociation of General Practitioners and 
American Hospital Association. And at 
the state and local levels contacts have 
been made with state and country medi- 
cal societies. 

Mr. Waldron said the bureau has not 
overlooked in its hospital-medical rela- 
tions program the leading publications 
in these fields. Fact sheets and library 
reference papers have been distributed 
to 42 such publications, and the calls 
received for consultation on pending ar 
ticles by editorial staffs of the AMA 
Journal and Medical Economics “is 
proof of the success of this press rela- 
tions program.” 

In closing Mr. Waldron pointed to the 
bureau’s close association with other 
trade organizations composing the Health 
Insurance Council; the program of co- 
operation carried on with chambers of 
commerce; the close relationship during 
the year with the Health Information 
Foundation, and relations with various 
agents’ and brokers’ associations. In 
summation he emphasized: 

The urgency of a public well informed on 
A. & H. insurance is called for not only to 
effect its proper operation and development but 
to preserve it as a part of the free enterprise 
system. To know the story, the public must 
read about it in newspapers and magazines, not 
through a spasmodic release but through planned 
publicity and advertising campaigns. It must 
see it on TV and in movies, presented in the 
many formats available to those media from 
spots to features. It must hear about it on the 
radio and from the local lecture platform. In a 
word, all the proven tools of sound public rela- 
tions must be used to tell the story and have 
its contents understood. 





Francis T. Crawley 





The bureau’s activities in the areas 
of individual, family and franchise in- 
surance were reviewed in the report by 
Francis T. Crawley, manager of the in- 
dividual division. An interesting part of 
his report had to do with developments 
in the much discussed non-cancellable 
line, and he noted that more companies 
now appear to be giving consideration 
to it in view of public criticism of can- 
cellable insurance. Several member com- 
panies are now writing non-can.; or 
making plans to do so in the near future. 
Some are writing it exclusively; others 
are writing both non-can. and cancella- 
ble coverage. Still others are experi- 
menting in variations of the guaranteed 
renewable principle. 

Mr. Crawley pointed to two such re- 
cent experiments as follows: 

1. The type of policy which is clearly, by its 
renewable to the age limit 
premium but in 


terms, guaranteed 


upon payment of which the 
premium can be altered by the company (on a 
class, not an individual, basis) should experience 
so require. 

2. The type of policy which is clearly, by its 
renewable to the age limit 
which the 


guaranteed 
upon payment of premium but in 
premium periodically increases at stated intervals. 

“These new developments, while per- 


terms, 


haps refreshing experiments, give some 
cause for concern with respect to con- 
fusion with or even abuse of statutorily 
defined non-cancellable insurance. An 
additional concern is that of adequate 
reserves for the experimental ap- 
proaches,” the speaker said. 


The Older Age Problem 


Turning his attention to hospital ex- 
pense insurance and the criticism of 
A. & H. from varied critics in the past 
year, Mr. Crawley remarked that as one 
of the results of this climate the prob- 
lem of how (1) to provide new insurance 
to those who reach 60 years of age and 
(2) to continue existing insurance to 
those who reach 65 and beyond, came 
more sharply into focus. He put on the 
record that the bureau has had the 
older age problem under consideration 
since 1952. Last year it was concluded 
that possible areas that might be ex- 
plored in making insurance of this type 
available would be reduction of benefits, 
reduced commission, increased rates and 
reduction in amount of payment. 

The growth of major medical expense 
in the individual field was then dis- 
cussed, and it was noted that “as early 
as 1945 a casualty company had been 
marketing such coverage for individuals 
through its special risks division.” How- 
ever, little or no publicity was given to 
this experiment at the time. “The de- 
velopment of major medical has brought 
about speculation of the need ter a 


coinsurance principle in the writing of 
medical, hospital and surgical coverages 
in addition to the deductible feature...” 
the report said. 


Fresh Approach to Substandard Risks 


Mr. Crawley next discussed substand- 
ard risks with which problem the bu- 
reau has coped since 1949. The special 
subcommittee is currently seeking a 
fresh approach to solution of this prob- 
lem, but recognizes that one obstacle 
that must be overcome is the lack of 
uniformity of description of impair- 
ments. “The approach being taken,” the 
speaker explained, “is to work out a 
numerically coded nomenclature of im- 
pairments. Once established, this no- 
menclature should provide a means 
whereby experience data might be col- 
lected, studied and evaluated. This, in 
turn, should provide a sound base upon 
which companies could experiment. with 
substandard risks.” 

Emphasizing the value of improved 
methods and procedures as one effective 
way to reduce administration costs, Mr. 
Crawley continued: “The bureau organi- 
zation is aware that the subject of ex- 
penses may very well become one of the 
most important elements in the A. & H. 
business. Accordingly the problem of 
expense reduction is constantly under 
examination by the methods and _ pro- 
cedures subcommittee. The results of 
two studies have been released by this 
committee. One study concerned itself 








Autumn stimulates buying activity. 


Whether or not you get the greatest profit from this favorable 
selling condition depends largely on your working methods. 
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with the question of centralization ys. 
decentralization of the A. & H. depart- 
ment within a company’s organizational 
structure. The other study dealt with 
the subject of rescinding policies for 
misrepresentations on the application.” 


Findings in Conservation Study 


Mr. Crawley next presented the find- 
ings in a study of persistency conducted 
by the bureau doing the year, saying 
that “it was evident from this study, as 
pointed out by the chairman, that: (1) 
the majority of bureau companies keep 
no record of lapsation or persistency; 
(2) little or no attention is paid to the 
subject in many companies, and (3) the 
consequences of this indifference are 
probably more harmful to the industry 
than many realize.” 

Mr. Crawley concluded his report by 
pointing to the usefulness of the bu- 
reau’s compendium on risk selection 
which now contains over 400 pages; 
the educational seminars “through which 
media the best brains and experience in 
the business are brought together for 
the benefit of the whole”; the bureau’s 
collection of loss experience statistics, 
an invaluable aid to member companies, 
and the bureau’s 1948 occupational clas- 
sification manual, now being used by 70 
member companies and 27 non-members. 


TO FORM NEW INDIANA ASSN. 
J. W. Morris Organizing Northeastern 
Indiana Group; to Elect Officers at 
Oct. 6. Sales Congress, Ft. Wayne 
Officers of a newly-formed north- 
eastern Indiana association of accident 
and health insurance underwriters will 
be elected in Fort Wayne on October 
6 when the Indiana A. & H. Associa- 
tion brings a caravan sales congress into 
the area for a half-day session at Van 


Orman Hotel. 

Charter members of the new associa- 
tion include A. & H. men from Fort 
Wayne, Berne, Geneva, Huntington, 
Bluffton and North Manchester. John 
W. Morris, Hoosier Casualty, Fort 


Wayne, director of the state association 
in charge of the area, is the organizer. 
The sales congress, which will be open 
to all, will feature four speakers, all 
except one from Indianapolis. J. T. 
O’Neal, CLU, manager, Great-West 
Life, will speak on “Ten Terrific Tech- 
niques for Selling Accident and Health”; 
Newell Munson, general counsel, In- 
dianapolis Life, will explain the new tax 
law; J. E. Whittington, general agent, 
Monarch Life, will discuss business A. 
& H. insurance; and Robert Garrett, 
assistant general agent, General Ameri- 
can Life, Lafayette, will explain the new 
Social Security law. Moderator of the 
sales congress will be Robert W. Ostler, 
vice president, the Rough Notes Co. 


Faulkner Optimistic 


(Continued from Page 53) 


the service of accident and sickness in- 
surance to the public can be improved. 
Perhaps such improvement can come 
out of a more satisfactory working 
arrangement based on better under- 
standing between insurance carriers on 
the one hand and doctors and hospitals 
on the other. Perhaps such improved 
service will stem from better methods 
of distribution which, while not penal- 
izing the agent who has been the main- 
spring of our industry’s remarkable 
growth, will at the same time result in 
a lower cost of distribution.” 

Mr. Faulkner emphasized in closing 
that “for the first time in the history 
of our business every element of it 1s 
represented at a common conference 
table, intent on solution of common 
problems. . . . Though the problems we 
are attacking seem formidable, our in- 
dustry has proved that it has the facili- 
ties, the ingenuity and the drive to meet, 
indeed to surmount whatever confronts 
1 Sappteets 
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achieve greater success, then contact 
1. the Aitna manager nearest you — or 
e 
: write direct to the Home Office in 
n 
: Hartford. 
Is 
- 
é 
e 
n 
g 
Aetna Casuatty AND Surety Company 
iS The Hina Life Affiliated Companies write practically every form of insurance and bonding protection 
€ LIFE AND CASUALTY FIRE AND MARINE 
n Ztna Life Insurance Company A bile I e pany et 
e tna Casualty and Surety Company Standard Fire Insurance Company oe |} LLL) UR: 
& Hartford 15, Connecticue iS "OUR BUSINESS 














Wiihaa 


















































PLEASE, BOSS— DONT .BE 


A Peel a 
BY CLIMBING THAT Z 


Mt 






































OLD LADDER/ 





















































titty 


| 





Lit iT 









































Falls cause more accidental deaths than drowning, burns, poisons, and 
poison gases combined. Don’t risk life and limb on rickety or insecurely Accident insurance 


placed ladders. Don’t stow things on stairs or in halls. Don’t wander around nail d 
the house at night in the dark. Don’t use scatter rugs on slippery floors taltored to your needs 


without non-skid rubber fabric pads. Your local agent or broker can easily 
write an Aetna Accident Policy to 
suit your personal needs. For exam- 
ple, the Guaranteed Income Policy 
A JA. INSURANCE GROUP not only helps pay doctor and hos- 
pital bills but also provides an in- 
AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. come while you are disabled The 
THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y. Simplex Policy is especially designed 
for the housewife, to protect against 
large expense if she has an accident. 
If desired, your children can be in- 
cluded. Ask your local agent or 
broker. 


HARTFORD, CONNECTICUT 





This advertisement also appears— in color—in TIME, NEWSWEEK, PATHFINDER, THINK FIRST OF THE AETNA 


U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 
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